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Here's Newest U. S. Car—the Edsel for '58— 


A Citation two-door hardtop and a Citation convertible illustrate styling concepts on the new Edsel. 


DETROIT, AUGUST 26, 1957 


The medium-price car 


features a vertical grille, dual headlights and wraparound turn indicators. All 18 Edsel body styles in four series—Ranger, Pacer, 
Corsair and Citation—will be placed on display in dealer ea beginning Sept. 4. (Other — = —_— 6.) 


Top Cars 


New-car registrations for siz 
months, plus 10 states for July: 


1957 Pos. Make 1956 Pos. 
1— 780,362 Ford 681,615— 2 
738,645 Chev. 823,417— 1 
322,399 Plym. 262,211— 4 
222,365 Buick 300,098— 3 
203,022 Olds. 243,056— 5 
175,029 Pontiac 196,276— 6 
147,034 Mercury 146,088— 7 
138,750 Dodge 116,073— 8 
75,275 Cadillac 75,359— 9 
58,359 Chrysler 58,798—10 
58,349 DeSoto 54,748—11 
45,680 Rambler 37,968—13 
32,077 Stude. 45,323—12 
19,649 Lincoln 22,401—14 
18,599 Imperial 5,354—18 
6,228 Nash 15,080—16 
5,237 Met. 2,801—19 
3,372 Packard 18,201—15 
3,273 Hudson 7,291—17 
499 Cont’ 948—20 

81,981 Misc. 43,053 

Total All Makes 
3,136,684 3,156,159 
Further details on Page 38. 


Long-A waited Edsel Bows 
To Kick Off ’58 Seaso 


ox MOTOR CO. has removed 
the cloak of secrecy from its 
long-awaited Edsel. The new car— 


first entr® in the 1958 derby—welds 
together esh styling, interesting 


engineering \and a promise of high|. 


performance. 


The Edsel 
four series— 
sair and Citati 
to the press 
appear in de 
Sept. 4. 

Edsel expects to\ have 900 dealers 
by introduction d 

Prices have not nm announced, 

but the car will compete in the 
medium-priced field Edsel official 
have said prices will range fro 
“just above the lowest” (Ranger) 
“just below the highest” (Citatioy). 
The Ranger and the Pacer 
built on a wheelbase \of 118 in 
the same wheelbase as is empléyed 


be available in 
r, Pacer, Cor- 
It will be shown 
week and will 
ler showrooms 


Car Production Highest \ 


Since Early Summer 


By Martin L. Whitmyer 
Staff Writer 

Greets operations at Ford, 

plus scheduled output increases 
by most other manufacturers, sent 
U. S. car assemblies soaring to a 
seven-week high of 124,154 units 
last week. 

It not only marked the first 
time since the week ended June 


above Automotive 
x for a three-year 


The sharp increase in car assem- 
blies almost assures the manufac- 
turers of surpassing the 520,000 


mark in August assemblies. In fact, | 


with another week like last week, 


monthly assemblies might hit the 


530,000 mark. 


* * * 


Bortz would be sharp increases 
over the 495,475 units produced 
in July and the 402,475 assemblies 
in August, 1956. 

Last week’s 124,154 car assem- 
blies were 100.5 percent of Auto- 
motive News’ three-year index, 


as compared with the 95.3 per- 
cent compiled on the previous 
week’s 117,598 cars, Last week’s 
car output also was 77.5 percent 
above the 69,948 units rolled from 
the lines during the week ended 
Aug. 25 a year ago. 

As of last Saturday, U. S. auto 
makers had turned out an esti- 
mated 4,277,129 cars since Jan. 1, 
or 7.3 percent above the Jan. 1- 
Aug. 24 period a year ago, when 
they assembled 3,986,209 units. 

* * - 

UCK manufacturers turned 

out an estimated 21,740 units 
last week for an 8.4 percent hike 
over the previous week’s 20,059 as- 
semblies. Last week’s commercial- 
car output also was 17.2 percent 
above the 18,558 trucks assembled 
during the week ended Aug. 25 a 
year ago. 

The estimated 733,620 trucks 
made from Jan. 1 through last 
Saturday was still some 2.2 per- 
cent below the 750,003 units rolled 
from the lines during the same 
period of 1956. 

Studebaker-Packard is expected 
to begin assembly of 1958-model 
cars today (Aug. 26), making it the 

(Continued on Page 45, Col. 3) 


Fairlane 500 


ir and Citation will 
4-inch wheelbase. The 
has a wheelbase of 122 
d the ’57 Lincoln, 126 


Horsepower is 303 for the 
(Gontinued on Page 6, Col. 1) 


. Sales Near 


By John K. Teahen Jr. 
Staff Writer 
UICK and Pontiac last week re- 
vealed additional details about 
the Opel and Vauxhall imports 
their dealers soon will be handling 
and disclosed more information 
about how the cars will be distri- 
buted. 
The announcements included the 
following: 

1. Models: Buick mentioned 
specifications of the Opel Olympia 
Rekord two-door sedan, and said 
an Opel Caravan two-door sta- 
tion wagon will be imported be- 
ginning in November. 

Pontiac already has released 
(centiuneg on Fee 4 Col. 1) 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


This issue includes the monthly 


ENGINEERING SECTION 


ADSA in New Plea 


By William Uliman 
Washington Correspondent 
ASHINGTON.— NADA Execu- 
tive Vice-President Frederick 
J. Bell will visit Detroit and Dear- 
born in the “near future” for what 
was described as “further discus- 
sions with the manufacturers on 
the flow of action that is désigned 
to remedy the more important prob- 
lems of dealers.” : 

Such discussion would logically 
include the “area of service re- 
sponsibilty” plan announced by 
NADA in June. 

Announcement of Bell's trip was 
made by NADA President Frederick 
M. Sutter after a meeting here with 
NADA officers and certain imme- 
diate past presidents and committee 
chairmen. 

= * > 
UTTER said the group lengthily 
discussed the “quality dealer 
concept,” which NADA has urged 
the makers to adopt, together with 


Texts of the NADA and ADSA 
statements begin on Page 42. 


the request that the various sales 
agreements contain a code of 
business standards to which deal- 
ers would agree to adhere. 

He also said the makers’ replies 
to NADA’s “service responsibility” 
proposal were “reviewed and dis- 
cussed.” This was the only reference 
he made to this issue. 

Sutter said the group was in 
“full agreement that each of our 
(NADA) programs is moving ac- 
cording to plan.” He added that 
the “notable accomplishments 
that NADA has helped to obtain 
during recent years have resulted 
from careful and skillful analysis 
and study of facts, conditions and 
laws and have then been trans- 
lated into action with the sup- 
port of a loyal and undivided 
membership.” 

He said NADA would continue its 
“time-tested” formula of collecting 
facts and informing its member- 
ship and eliciting its support as a 
basis for bringing its programs to a 
successful conclusion. 


Opel Rekord Restyled for America— 

The Opel Olympia Rekord, which soon will be handled by selected Buick dealers, 
has been previewed in West Germany. Opel has restyled the car for the American 
market, giving it such U. S. touches as a wraparound windshield and wide rear 


window. The side m 
factory price of about 
$1,900. (Other photos on Page 45 


ing also will be familiar to Buick owners. The car bears a 
1,523, indicating a pnahety figure of slightly more than 


By L. H. Houck 
Staff Correspondent 
KLAHOMA CITY.—The Author- 
ized Dealer Survival Assn, pro- 
ceeded with its territory sales bonus 
drive last week, apparently unde- 
terred by a last-minute telegram 
of opposition from NADA President 
Frederick M. Sutter. 

More than 150 dealers and state 
association managers from 21 
states attended an ADSA meeting 
here and heard suggestions that 
factory field representatives be 
apprised of ADSA’s bonus plan 
and of dealer demands for relief 
from cross-selling. 

Sutter had wired NADA directors 
and state managers in support of 
his earlier plea for a “united front.” 
The NADA president's telegram 
warned that “unity is the proven 
key to our success.” 

“No dealer,” he declared, “needs 
to pay tribute to any other organi- 
zation to have his interests effec- 
tively protected.” 

o 


A 


REPLY to Sutter’s telegram 
was read at the ADSA meeting, 
(Continued on Page 44, Col, 3) 


New-Car Sales 


Reach 4 Million 


Retail Pace Lags 
Behind Production 


By Robert M. Lienert 
Associate Editor 

EW-CAR registrations for the 

year-to-date will reach the 
four-million mark tomorrow (Aug. 
27), according to Automotive News 
estimates based on reports from 
the field. 

The milestone will be passed 
six days later this year than 
it was in 1956, when the four 
millionth new car was registered 
Aug. 21. 

Dealers, however, are selling in a 
sticky, small-profit market, and are 
slowly losing ground in their battle 
to match production with sales. 

> > a 
HE four millionth car was as- 
sembled Aug. 8. Thus, when the 
milestone auto is sold tomorrow, it 
theoretically will have been in stock 
19 days. 

When the three millionth car 
was sold this year on June 26, it 
trailed by 18 days the production 
of the three millionth unit. 
Thus, in selling their way from 

three million to four million this 
year, the nation’s dealers had a net 
loss of one day in comparison with 
production performance. 

The story was far diflerent a 
year ago, with output and sales 
running neck and neck. The four 
millionth car was sold only one day 
after the factories had produced 
the corresponding four mililonth 
unit. 

> n * 
T= three millionth car last year 
had been sold eight days after 
production of its counterpart unit. 

In striking comparison to this 
year’s “loss” of one day, dealers 
last year “gained” seven days on 
the assembly lines in the interim 

(Continued on Page 4, Col. 4) 
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UAW Asks °58-Car Price Cuts 


_—— P. Reuther, president 
of the United Automobile 
workers, last week proposed that 
the automotive Big Three cut 
wholesale prices on its 1958 models 
by an average of at least $100 per 
car. 

In return, Reuther promised that 
the union would soften its de- 
mands to be made on the industry 
in contract negotiations next 
spring. 

However, such 
consideration on the 
UAW’s part, Reu- 
ther said, would 
have to be based 
“within the framework of the com- 
panies’ financial position after such 
an adjustment had been made.” 

Reuther made his proposal in 
letters to the presidents of Ford 
Motor Co., General Motors and 
Chrysler Corp. 

He said he was writing in behalf 
and at the direction of his union’s 
international executive board, fol- 
lowing a special meeting in De- 
troit. 

The union submitted its offer as 
a “positive and practical proposal 
for making an effective beginning 
in stopping and reversing the in- 
flationary trend,” Reuther said. 

= > * 

EUTHER outlined the union’s 

specific proposal as follows: 

1. That the companies reduce 
prices on 1958 models to levels 
averaging at least $100 below the 
prices for comparable 1957 models. 

2. That if they put price reduc- 
tions into effect, the union for its 
part will give full consideration to 
the effect of such reductions on the 
companies’ financial position in 
drafting 1958 demands and in nego- 
tiations. 

The union has said it will be 
seeking its biggest economic 
package in history when con- 
tracts with the auto industry re- 
open next May. 

At the UAW convention in April, 
delegates voted overwhelmingly to 
demand a shorter work week at 
increased pay, improvements in its 
supplemental unemployment bene- 
fits plan and other fringe bene- 
fits. 

Some industry sources have es- 
timated the demand package, when 


LABOR 
FRONT 





Senator Fears 
Auto Makers May 
Ask Import Quota 


WASHINGTON. — Senator Pres- 
cott Bush, Connecticut Republican, 
fears that unless American manu- 
facturers start building a small 
car, “they will be coming to Wash- 
ington asking for some sort of 
quota or import protection.” 

He said importers of small cars 
are selling all they can buy and 
have big books of unfilled orders. 

In a Senate speech, Bush de- 
clared: “Many persons want small 
cars. They need them. The present 
‘dinosaurs’ are too big for garages, 
parking spaces and family in- 
comes.” 

At present, auto importers pay a 
10 percent Federal excise tax on 
each unit, just as American manu- 
facturers do. The import duty was 
cut from 9% to 9 percent last July 
1 and is scheduled to fall to 8% 
percent on July 1, 1958. 


Two Olds Dealers 
Add Import Cars 


LOUISVILLE. — An Oldsmobile 
dealer here and another in Salt 
Lake City have added foreign cars 
to their lines. In addition, the 
dealer here is adding American 
Motors’ Rambler. 


Hannah Motors, Inc., here has|- 


announced plans to handle the 
Rambler, the English-built Metro- 
politan which AMC distributes and 
the German-built Lloyd. 

Ken Garff Co. in Salt Lake City 
has begun selling the Borgward 
Goliath, which is made in West 
Germany. 





it is finally drawn up, will be in 
excess of 50 cents an hour. 
* = * 
N VIEW of the recent increase 
in steel prices and other in- 
creased costs, reports have been 





GM Rejects Proposal 


DETROIT. — General Motors 
last week rejected the UAW sug- 
gestion that car makers cut 
prices on their 1958 models. 

Harlow H. Curtice, GM presi- 
dent, said a price cut “could not 
fail to feed the fires of inflation.” 
He proposed, instead, an exten- 
sion of the GM-UAW contract for 
two years beyond next May 29, 
termination date of the current 
three-year contract. 





circulated that retail prices on 1958 
cars will be raised about 4 percent. 
Some industry officials looked 
upon the union’s proposal as a pub- 
licity stunt to place the blame for 
inflation on the auto industry. Reu- 
ther denied this charge, however. 
In his letter, Reuther said that 
if, in the course of negotiations, 
a question should arise as to 
whether the granting of the 
union’s demands would necessi- 
tate restoration of part or all of 
the $100-per-car price reduction, 
the union would be willing to sub- 


Speed-Control Unit 
Offered for 58s 


Perfect Circle Plans 
Volume Production 


By Frank Gawronski 
Staff Writer 

HAGERSTOWN, Ind. — Volume 
production of a speed control de- 
vice that will be offered on 1958 
cars will begin here Oct. 1, at a spe- 
cial plant built by Perfect Circle 
Corp. 

The plant is now being tooled 
up to meet the expected demand. 
Three manufacturers in the 
medium-price field will offer the 
unit, which is expected to cost 
between $75 and $100, as optional 
equipment on 1958 models. Other 
makers have indicated they will 
offer the unit later in the model 
year. 

Called Speedostat, the unit was 
designed by Ralph R. Teetor, 
former Perfect Circle president, 

and built by him originally in a 
home workshop. 

Said to operate on a different 
mechanical principle from existing 
speed-control mechanisms, the 
Speedostat was unveiled by the 
corporation here last week. 

According to Teetor, the general 
effect of the device will be to make 
driving easier, safer and more eco- 
nomical. 

The driver can select any cruis- 
ing speed he wishes by means of 
a dial on the dashboard or steer- 
ing column. When the car has 


(Continued on Page 43, Col. 2) 
* * * 


mit that question to impartial 
review and to be guided in fur- 
ther negotiations by the results 
of such review. 


Reuther said the union was con- 
fident the proposed price reduc- 
tion “would create a wholly new 
atmosphere for negotiations in 
which a joint concern for the pub- 
lic interest would foster a coopera- 
tive effort to reach a fair and 
honorable settlement based on the 
facts.” 

The union’s letter noted that a 
$100 price reduction in cars at the 
wholesale level would actually 
mean an approximate $140 reduc- 
tion in suggested advertised de- 
livered prices at the retail level. 

* * * 


| | tyr tote peeenas predicted that the ac- 
tual result of a price cut would 
be a sharp increase in sales. He 
cited views to that effect expressed 
last year by Carl E. Fribley, im- 
mediate past NADA president. 

Fribley said in speeches that 
pricing of 1957 models could mean 
the difference between a 6.5 to 7 
million car year and a 5.5 to 6 mil- 
lion car year. 

Last week, Fribley said his 
views were still the same on auto 
pricing. “If at all possible, the 
price line should be held because 
dealers can then expect an in- 
crease in sales,” he said. 

Reuther pointed out how a $100- 
Pper-car price cut would have af- 
fected the Big Three companies’ 
earnings in the first six months of 
this year, and what the results 
could be if the reduction resulted 
in a million-car rise in sales. 
* = « 

EUTHER called on President 

Eisenhower to support his 
union’s proposal for the price re- 
duction. 

The request was made in a letter 
to the President. In his plea, Reu- 
ther said the UAW had proposed 
the reduction in car prices in re- 
sponse to the President’s call to 
labor and management for re- 
straint in wage and price boosts. 


Mercedes Aides 
Appointed by S-P 


SOUTH BEND. — F. L. Arm- 
strong, assistant to the general 
sales manager at Studebaker- 
Packard, has been placed in charge 
of domestic sales of Mercedes- 
Benz cars. 

W. J. Swarm has been appointed 
administrative assistant to L. A. 
Fleener, manager of Mercedes- 
Benz operations. 

Armstrong joined Packard in 
1941 and served as zone sales man- 
ager and assistant sales manager 
before Studebaker and Packard 
merged in 1954. After the merger, 
Armstrong was assistant to the 
president and zone sales manager 
in Washington before coming to 
South Bend. He has been assistant 
to the general sales manager since 
September, 1956. 

Swarm was transferred to his 
new post from the manufacturing 
division, where he had served since 
joining S-P two years ago. 





How Speedostat Is Connected— 


This schematic drawing shows how the new Speedostat is connected to an automo- 
bile. The speed control is driven by the transmission and brought into action by a 
variable speed selector located on the dashboard or steering column. 


Terry Townsend, from Anderson, Ind., 


Cole Awards Derby Trophy— 
































winner of the 20th running of the Aill- 
American Soap Box Derby, has just accepted his trophy from E. N. Cole, right, 
Chevrolet general manager. With Terry at the finish of his winning heat are his 


parents, Mr. and Mrs. Woodroe Townsend, and younger brother, Barney. 
i a 


Anderson (Ind.) Youngster 
Wins Soap Box Derby 


AKRON. — Terry Townsend, a 
ninth-grader from Anderson, Ind., 
nosed out more highly favored en- 
tries to win the 20th annual All- 
American Soap Box Derby. 

Townsend, 15, edged David Hak- 
man, 15, Los Angeles, who placed 
second, and Andy Vasko, 15, St. 
Catherines, Ont., in the final heat 
to win a $5,000 scholarship and a 
two-week trip abroad. 

Townsend’s victory was scored 
before a record crowd of 70,000 
people, who packed Derby Downs, 
the specially constructed derby 
track on the outskirts of Akron. His 
final time of 27.18 seconds was 
within one-hundredth of a second 
of the best time of the day. 

Finishing behi d the three top 
winners, who swept through a field 
of 159—also a record number of 
entries—from all sections of the 
country and two overseas represent- 
atives came: 

James Pryor, Long Beach; Wayne 
Temme, Evansville, Ind.; Richard 
Adams, Shamokin, Pa.; Donald 
Wake, Detroit; Pat Travis, Gains- 
ville, Ga., and Carl Taraschi, Tren- 
ton, N. J. 

Townsend accepted the winner’s 
trophy from E, N. Cole, Chevrolet 

general manager, with a wide 
smile. He confessed in an inter- 
view an ambition to become an 
astronomer, and reported it had 
taken six menths to build his trim 
white racer in the garage of his 
Anderson home. 

Chevrolet dealers from 18 states 


Low Bid Loses 
To Offer of 58s 


BUFFALO.—Brost Motors, Inc., 
has been awarded a contract for 30 
police sedans because it offered 
1958 Plymouths while the low bid- 
der was offering 1957 Fords. 


Purchase Director Joseph R. 
Stiglmeier said he would accept 
the higher bid because “a car will 
depreciate $300 in a month’s time 
and it’s only costing the city less 
than $150 a car to get the newer 
models.” 

Brost offered the cars for 
$55,041.70 plus 20 old cars being 
traded in. Sheehan Motor Sales, 
Inc., offered the ’57 Fords for $50,- 
745.92 plus the tradeins. Delivery 
date on each bid was the same— 
the first week in November. 





gathered here for the derby, each 
to support a local entrant in the 
annual soap box classic. 

Dealers were greeted by Chev- 
rolet officials at a headquarters 
suite and were guests of the com- 
pany at a reception. 

Chevrolet officials who met with 
the dealers at the reception in- 
cluded K. E, Staley, E. P. Feely 
and H, P. Sattler, assistant general 
sales managers; John Cutter, public 
relations director; J. E. Conlan, na- 
tional truck manager; R. D. Lund, 
sales promotion manager, and a 
host of regional and zone sales and 
sales promotion officials. 


Business 
Barometer 


Auto Production—145,894 cars, 
trucks in week vs. 88,506 the year 
before. 

Department Store Sales—Up 3 
percent from the year before. 

Freight Loadings—740,471 cars, 
a decline of 29,780 from the year 
before. 

Gasoline St oc k s—172,973,000 
barrels, a decline of 3,387,000 barrels 
in week. 

Jobless Claims—213,800 in week 
vs. 195,000 the year before. 

New-Car Registrations—3,136,- 
684 in 1957 to date vs. 3,156,169 year 
ago. 

New-Truck Registrations—439,- 
529 in 1957 to date vs. 471,486 year 
ago. 

Oil Stocks—284,372,000 barrels, a 
decline of 1,450,000 barrels in week. 

Soft Coal Output—9,685,000 tons 
in week vs. 9,386,000 tons year before. 

Steel Output — 82.9 percent of 
estimated capacity vs. 80.6 percent 
the week before. 

Used-Car Prices—$879 in August 
to date vs. $891 in July. 

Wholesale Prices — 118 percent 
of 1947-49 index vs. 118.1 week 


earlier. 
— oe 


Common Stocks 
Aug Aug 
21 14 
Am. Motors 6% 7 
Chrysler 78% 78% 
53%, 53% 
43%, 43% 
5% 5% 


36.60 37.80 
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High 
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Ford Studies It, Georgia Dealers Told . . . 


i Dealers tell me 


UR sources of intellectual in- 

spiration usually come from the 
great centers of learning, but it is 
not surprising that in my mail this 
morning was a letter of this cate- 
gory coming from the state that 
has everything—Texas. 

I won’t hold off longer than a 
minute giving you the philosophy 
of current conditions by G. H. Star- 
ing, Staring Pontiac Co., Denison, 
Tex. Here is his letter: 

“Ordinarily, I'll let the other man 
do all the talking but after hearing 
and reading so many ‘wolf’ cries 
coming. from automobile dealers 
regarding the cause and cures for 
their woes, I’m no longer able to 
contain myself. 

“It appears that we have de- 
generated into a group that ap- 
parently feels it cannot help 
itself and is constantly begging 
for someone to come to our as- 
sistance. I’m very thankful that 
dealer activities, as reported in 
Automotive News, do not rate 
our daily newspapers for general 
public consumption. 

“Too many of us dealers are 
looking for a cureall for the auto- 
mobile business, which actually is 
not at all what we want. During 
the past four years we have laid 
the blame for our woes at the door 
of, variously, Congress, the fac- 
tories, bootleggers, ‘volume’ dealers, 
cross-sellers or any place that looks 
as if it would be a buck receiver; 
but never has the blame been 
placed where it belongs, on each 
of us individually. 

> > cz 


Created Cross-Selling 
‘Tt WE yielded to factory ‘pres- 
sure’ and took more cars than 





Utah Tightens 
Tax Regulations 
On Cars, Trucks 


SALT LAKE CITY.—The Utah 
Tax Commission has notified auto- 
mobile dealers and truckers that it 
is tightening up its procedures in 
an effort to close tax loopholes. 

Dealers were told that title cer- 
tificates will not be listed for ve- 
hicles subject to liens unless the 
applications are accompanied by 
notarized copies of the instrument 
creating the liens. 

Arias G. Belnap, tax commis- 
sioner, said this is designed to halt 
duplicate financing of cars. It also 
is aimed at stopping incorrect state- 
ments of sale prices to evade full 
payment of sales tax. 

Truckers were notified that ve- 
hicles used regularly for hauls 
within the state must pay license 
fees on the gross laden basis. 
Trucks used primarily in interstate 
commerce may obtain plates on a 
mileage basis, which is cheaper. 

“If we find trucks licensed on a 
mileage basis being used on intra- 
state hauls, we will cancel the 
owner’s privilege to buy mileage 
plates,” Belnap said. 
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By John O. Munn 





we needed to serve our trade area, 
it’s our own fault. The factory rep- 
resentative was a better salesman 
than we were managers; thus, we 
created bootlegging. 

“If we took a short profit deal 
because our competitor offered a 
short deal, it’s our own fault. We 
were so anxious to beat our com- 
petitor out of a deal that we cre- 
ated the shopper and cross-selling. 

“If we sold our cars at short 
profit to make a big showing for 
the factory or to win a contest, 
it’s our own fault, and we need 
cold patches on those holes in our 

heads because the factory has 
more profit in each car at whole- 
sale than we have at factory list. 

We created volume dealers. 

“The factories are going to build 
and sell as many cars as we dealers 
are willing to buy from them and 
we, if in their position, would do 
the same thing, so we cannot blame 
them, but should take a good look 
at ourselves and resolve to correct 
our shortcomings without legisla- 
tion or factory assistance. 

“Legislation we do not want and 
factory assistance or participation 
will in the long run hit very hard 
at the dealer’s pocketbook. 


> * + 


Own ‘ADSA’ Plan 


1. NO ‘wheeler & dealer,’ never 

win any contests, sell only 100 
new cars a year and employ just 10 
people, but I’m still around making 
a small profit by following my own 
Authorized Dealers’ Survival Plan 
which is as follows: 

“As an automobile dealer, I am 
NOT employed by the factory I 
represent. I am their customer and 
I expect and receive from them the 
same courtesy that I extend to my 
customers. 

“I will operate my business as 
I think it should be operated and 
will NOT be influenced by any- 
one outside my own organization, 
be it factory representative or 
competitor. 

“I will keep in mind that I have 
made a large cash investment for 
the privilege of buying cars at a 
wholesale price and I will sell those 
cars at a true retail price to pro- 
tect my investment, and will let the 
factory do the worrying about 
volume. 

“IT will support my state and na- 
tional trade associations only as 
long as they work toward the elim- 
ination of all factory retail outlets 
and for the removal of all legisla- 
tion regulating private industry, 
whether such legislation benefits 
me or not. 

“This is no cureall, but it will 
work faster than Congress, Gen- 
eral Motors, Ford and Chrysler to- 
ward restoring the automobile deal- 
ership to the honorable and profit- 
able position it deserves.” 

= : > 

F COURSE, in reading any 

cycle of philosophy, we always 
come to what things should be as 
compared with what they really 
are. This is true not only in busi- 
a but in any ramification of 
ife. 

If we could get just a few—who 
have their own selfish aims, and 
come terribly close to making de- 
mocracy cease to work—to comply, 
then Mr. Staring’s theories are per- 
fect and workable, everyone will 
agree. I am glad he put them into 
words for us. 


Kentucky Dealers 
To Hear Sutter 


LOUISVILLE.—_F rederick M. 
Sutter, NADA president, will be 
the principal speaker at the annual 
convention of the Kentucky Auto- 
mobile Dealers Assn. here Sept. 15- 
16. 

He will speak at a dinner Sept. 
16. A sales conference will be held 
during the day under the sponsor- 
ship of NADA. 

A professional football game, the 
president’s reception and buffet 
dinner are on the schedule for the 
first day of the convention. 








Caution on Security 


SAVANNAH, Ga.—Ford Motor 
Co. is approaching the question of 
territorial security with an open 
mind, but there are many phases 
which must be studied, Joseph E. 
Bayne, a member of the company’s 
Dealer Policy Board, told the 2ist 
annual convention of the Georgia 
Automobile Dealers Assn. last 
week. 

He said scores of vital ques- 
tions, many of direct interest to 
the motoring public, need an- 
swering before a decision can be 
made on the plan proposed by 
NADA. 

“We need to know how much 
cross-selling goes on and where it 
occurs,” he said. “We need to know 
how much damage, if any, cross- 
selling does to dealers. 

“Most important of all, we need 





to know how customers would view 
an attempt to halt cross-selling. 
Does a customer regard a tradein 
transaction as a sale of his car 
and, if so, would he resent having 
his market limited to one dealer? 

“From the dealer standpoint,” 
Bayne continued, “we are inter- 
ested in whether a dealer’s profit 
is greater from a cross-sale than 
from a sale inside his own terri- 
tory. Would territorial security 
really solve the problems of a weak 
dealer, or merely drive his custom- 

ers to a competing make?” 

Bayne said it would take sev- 
eral months to get the answers 
to all those questions, but he as- 
sured the group that his com- 
pany was interested in any pro- 
posal that proved to be in the 


L-M Dealers Donate Station Wagon— 


Dr. 


William Dunbar, left, coordinator of the Rehabilitation Center, University of 


Pennsylvania Hospital, Philadelphia, receives keys to a new Mercury station wagon 
from Kerry Pacifico of Pacifico Lincoln-Mercury, Inc., and president of the Lincoin- 
Mercury Dealers Assn. of Philadelphia. Wagon is equipped with special controls and 
was presented to the center so that handicapped patients may be given driving in- 
structions. This is the second such car which L-M deolers have made available to the 


center. 








GM Shunaing Auto Show, 


Boston Dealers Charge 


BOSTON. — General Motors has 
refused to join other car manufac- 
turers in co-sponsorship of the 
Greater Boston Automobile Show, 
it was charged last week. 

Nishan Atamian (Nash), presi- 
dent of the Greater Boston Auto- 
mobile Dealers Assn., disclosed 
GM’s position and announced that 
the association was considering a 
restraint-of-trade suit against GM 
asking $1 million damages. Direc- 
tors of the association met Friday 
(Aug. 23) to decide whether to be- 
gin litigation. 

The space drawing for the 
show, scheduled for Nov. 30-Dec. 
8, already has been held. GM 
division representatives took part, 

reserving their spaces on condi- 
tion that the five GM car makes 
would be displayed. 


J. Gordon MacKinnon, associa- 
tion executive vice-president, said 
all GM divisions had rejected the 
financial terms for the Boston 
show. Factories are being charged 
$1 a foot for all space used, with 
Boston area dealers paying an 
equal amount. 

MacKinnon said some Class A 
shows in other cities levy greater 
charges and that the five GM 
makes would account for no more 
than 12,000 of the 50,000 square feet 
available in the State Armory. 

The association manager told 
Automotive News, competitors of 
GM were anxious to take over the 


Critz Named President 


By Savannah Dealers 


SAVANNAH, Ga.— Dale Critz, 
head of Critz Buick Co., was named 
president of the Savannah Automo- 
bile Dealers Assn., succeeding 
Robert E. Tarratus. 

Other officers elected were: Davis 
S. Carter, vice-president; Frank 
Durden, secretary-treasurer, and 
George Backus, Henry Eskedor and 
Merritt Dixon, directors. 


GM spaces. He said the show would 
go on at the scheduled time 
whether the '58 GM models are on 
display or not. 

Pointing out that the Boston 
show attracted 239,000 spectators 
last year, MacKinnon said he was 
at a loss to understand GM’s posi- 
tion. 

A GM spokesman shed no light 
on the situation, beyond declaring 
the corporation itself had no con- 
flicting plans for a show or Motor- 
ama in Boston the first week of 
December. 

Massachusetts Gov. Foster Fur- 
colo presided at the space drawing 
and said he also would open the 
show. A musical production and 
full-color program book are 
planned. 


long-range interest of the cus- 
tomer, the dealer and the com- 
pany. 

Another convention speaker was 
General Motors’ Patrick J, Crow- 
ley, who said the franchise system 
is strong and flexible enough to 
meet today’s merchandising trends, 
but that its continued success de- 
pends upon the resourcefulness and 
initiative of individual dealers. 

Crowley is administrative assist- 
ant to GM’s dealer relations execu- 
tive vice-president. He recalled 
that earlier this year Harlow H. 
Curtice, GM president, urged deal- 
ers to join him in a crusade to 
eliminate malpractices threatening 
the franchise system. 

The speaker declared that if this 
crusade is to be effective, each 
dealer must exercise personal lead- 
ership based upon a “realistic ap- 
praisal of the marketplace.” 

“It calls,” he said, “for new 
concepts, new ideas, new think- 
ing to inspire concrete and con- 
structive action. It calls for the 
traditional resourcefulness of 
each dealer to crown our joint 
efforts with success.” 

Crowley noted that the franchise 
system is being challenged by other 
merchandising methods, but he ex- 
pressed the belief that the system 
is strong enough to overcome any 
challenges. 

He warned, however, that “in 
the long run the system of distri- 
bution which will prevail in any 
retailing field is the one which 
brings the greatest value for the 
dollar to the ultimate consumer. 
The franchise system has to stand 
on this principle of superior value 
or it eventually will be modified or 
displaced.” 

Crowley declared that a mer- 
chandising revolution now is going 
on, and he urged dealers to make a 
“critical reexamination and reeval- 
uation” of traditional methods and 
operating policies. 

“For example,” he said, “for 
many years we have recognized 
that about two-thirds of all new- 
ear sales are directly influenced by 
women. And yet, I strongly suspect 

(Continued on Page 8, Col. 5) 





Dallas Dealer Accepts 
Mile of Plymouths 

DALLAS. — A mile-long cara- 
van of 26 haulaway trucks de- 
livered 116 new Plymouths last 
week to Morris Robinson, Inc., 
(Dodge-Plymouth) here in what 
was described as a record ship- 
ment of new cars for a Dallas 
dealer. 

Morris Robinson, president of 
the dealership, took delivery of 
the cars from S. L. Noble, Chry- 
sler Corp. Dallas zone manager, 
after the caravan had paraded 
through Dallas behind motor- 
cycle policemen. 





On the House .. . 





Nothing in a long, long time’ has stirred up new- 
car dealers like the NADA and ADSA area service 
responsibility proposals. Now that the steam has 
been blown off, it’s high time that the two groups 
start working toward a united front... Ford division 
has a novel switch for its October press preview. 
Daily newspapers are being urged to select a top- 
notch teenage writer in their areas; Ford will pay 
his (or her) expenses to Dearborn and will award 
a four-year college scholarship to teenager who 
writes best preview story for his local daily ... 

North Carolina dealer association has just pub- 
lished a 44-page summary of legislation affecting 
dealers in the past state legislature . i 


. . Illinois association is 


planning a series of district meetings to clarify the new state 


trade-in tax structure . 


. . Philadelphia association has appointed 


Kerry Pacifico to succeed Ken Duncan as director, Robert Bertolett 
to succeed Director George Gardner, and Tom Carroll as secretary 


to replace Duncan... 


W. H. Mitchell jr., chairman of NADA’s by laws committee, advises 
me that he has “already submitted to the Executive Board for their 
consideration an amendment to the by-laws that will permit the 
NADA board of directors to expel unethical dealers. This amendment 
is being given the attention due it at this time by NADA.” 


—Perre Wemuorr, Editor, 
Automotive News 
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U.S. Sales Near 
For Opel, Vauxhall 


Pontiac, Buick Reveal 
Additional Details 


(Continued from Page 1) 
specifications and pictures of the 
Vauxhall Victor two-door which its 
dealers will sell. Last week, the 
division affirmed that a station 
wagon would be added to the line 
as soon as Vauxhall introduces it. 

* * * 
Dealers: Pontiac has begun 

* signing dealers in its New York, 
Boston, Philadelphia, Washington, 
Los Angeles, San Francisco and 
Portland (Ore.) zones. 

Dealers in other Pontiac zones 
will be offered franchises as more 
cars become available, a spokes- 
man said. 

Buick has not begun granting 
Opel contracts. However, a divi- 
sion spokesman said last week 
that all Buick dealers have been 
offered franchises, even though 
the first cars will go to the East 
and West Coasts. 

3. Import quotas: Buick expects 
to bring in 1,000 cars a month, 
starting in September. Pontiac looks 

for 500 a month in September and 
October and 1,000 in November. 
s > * 


Distribution pattern: Buick will 


4. divide its imports equally be-| 


tween the East and West Coasts. 
The East Coast probably will get 
cars first. 

Buick hopes to extend distribution 
to Miami and Jacksonville, Fla., in 
November. 

Pontiac’s first Vauxhalls will go 
to dealers in the seven above- 
mentioned zones in which the di- 
vision has begun awarding fran- 
chises. 

5. Prices: Neither Buick nor 
Pontiac has announced prices of 
the imports, but factory prices re- 
vealed in Germany indicate that 
the Opel Rekord will carry a port- 
of-entry tag of slightly more than 
$1,900 and the Caravan wagon will 
be about $1,975. 

The Vauxhall Victor also is ex- 
pected to be less than $2,000 at East 
Coast ports. . 


. > 
_ Opel models, which have 
been restyled for the American 
market, were shown in West Ger- 
many recently. Both the two-door 
and the wagon include many U. S. 
features. 

They have wraparound wind- 
shields and wide rear windows, and 
the side molding resembles that on 
the 1957 Buick. 

Inside the car, there is a deep- 
dish steering wheel and Buick’s 
“red-line” speedometer. Control 
buttons are recessed for safety 
and the radio grille is atop the 
instrument panel. 

The cars are powered by a four- 
cylinder, 45-horsepower engine with 
a displacement of 90.8 cubic inches 
and a compression ratio of 6.9 to 1. 

Both are built on a 100-inch 
wheelbase, are 174 inches long and 
64 inches wide. The sedan is 59 
inches high and the wagon is 62. 
Curb weights are 1,995 pounds for 
the sedan and 2,160 for the wagon. 

Standard equipment on both 
models will include heater, clock, 
cigaret lighter, turn signals, dual 
sun visors and chrome-plated hub 
caps. The station wagon will have 
a luggage rack on the roof. 

+ 


Dealer Profits 
Rise 66 Pct., 
S-P Reports 


SOUTH BEND. — Studebaker- 
Packard dealers have reported a 
66 percent increase in profits dur- 
ing the second quarter of 1957 as 
compared to first-quarter earnings, 
according to Sydney A. Skillman, 
general sales manager. 

Skillman said S-P dealers in the 
first quarter earned profits equal to 
those of competitive dealers, ac- 
eording to figures reported by 
NADA. 

Skillman said that S-P dealers 
reported a better earnings rate in 
April over March; May over April, 
and June over May. 

He credited public acceptance of 
the new Studebaker Scotsman and 
interest in Mercedes-Benz cars as 
helping to stimulate dealer earn- 
ings. 
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GM's New German Entry 





Opel Interior Has U. S. Look 


mounted at the bottom of the windshield. 





WASHINGTON.—New-car dealers 
increased their support of high 
school driver-training programs 
during the 1956-57 term by loaning 
an additional 1,441 autos to the 
schools. 

. Statistics on the program were 

released by the Inter-Industry 

Highway Safety Committee. M. R. 

Darlington jr., managing director, 


U.S. Judge Limits 
GM’s Liability 
In Anderson Case 


SEATTLE. —A ruling has been 
made in the $4-million-plus suit of 
M. O. Anderson. against General 
Motors, now being tried here, which 
limits the scope of possible damage 
claims against GM. 

U. S. District Judge Sylvester J. 
Ryan ruled that if Anderson is 
found to have suffered financial 
losses through termination of his 
Seattle Buick distributorship in 
1953, he should be entitled only to 
losses he actually incurred, and not 
to any profits he might have made 
had the franchise been continued. 

This action followed amendment 
of the complaint from a breach of 
|contract suit to a fraud action, in 
the face of GM's contention that 
contracts for Buick distributorships 
were awarded on a one-year re- 
newable basis and that Anderson 
knew the status of GM contracts. 

The judge declared Anderson 
“may recover damages which fol- 
lowed as a result of alleged affirma- 
tive fradulent misrepresentations on 
Nov. 9, 1951.” 

That was the date, Anderson has 
testified, when J. P. Nash, general 
sales manager of Buick, assured 
Anderson in a San Francisco con- 
ference sought by Anderson that 
he had nothing to worry about 
regarding his distributorship’s con- 
tinuance. 











The interior of the Opel Olympia Rekord features Buick's “red-line’’ speedometer 
and ignition-key starter with auxiliary position to permit use of accessories when 
the engine is off. Safety items include a deep-dish steering wheel and recessed 
buttons. The radio grille is atop the instrument panel and the rear-view mirror is 





Opel Wagon to Join Import Ranks— 


The Opel Caravan station wagon will join the Olympia Rekord two-door sedan in 
Buick showrooms sometime in November. With its forward-slanting center pillar, the 
Caravan resembles the Chevrolet Nomad and Pontiac Safari. The price of car at the 
factory is about $1,594, indicating that the port-of-entry tag will be about $1,975. 


Dealers Loan More Cars 
To Driver-Training Classes 


praised dealers for their assist- 

ance. 

The statistics showed dealers 
loaned 10,694 cars worth $24 million 
in the 1956-57 term, compared with | 
9,253 autos worth $20.8 million a 
year earlier. 

“Annual increases in the number 
of cars provided to high schools by 
new-car dealers have made the) 
dual-control training car a familiar 
sight on American streets and high- 
ways. 





“Good driving practices are 
learned in these cars at a crucial | 
time when teenagers are develop- | 
ing their driving habits,” Darling- | 
ton said. “Young people not only| 
learn driving skills but acquire a} 
sense of personal responsibility for | 
safe driving under the guidance of 
a qualified instructor. 

“The increased number of cars 
made it possible for 745 additional 
schools to offer complete courses 
and helped many others expand 
their teaching programs to reach 
more eligible students. 

“Greater public awareness of 
the importance of a complete 
course in driver education is ex- 
pected to boost demands for prac- 
tice driving cars in the immediate 
future. 

“Other factors encouraging the 
growth of driver education include: 
(1) An increasing number of states 
providing financial aid to schools 
that offer driver education—12 
states now provide this assistance; 
(2) Special allowances to dealers 
by automobile manufacturers to 
encourage the loan of cars to 
schools; (3) Reduced premium rates 
on car insurance for young drivers 
who have successfully completed 
an accredited driver education 
course; (4) Grants to universities 
to help finance the training of 
driver education instructors.” 





“Each year the need to give our 
young drivers proper training be- 
comes more critical as more motor- 
ists drive more vehicles more 
miles.” 





Pace Lags Behind Production .. . 


New Cars Chalk Up 
Four Million Sales 


(Continued from Page 1) 


between the three million and 
four million milestones. 

In comparing sales for this year 
with last year, the general slow- 
down is apparent, Although sale 
No. 3,000,000 and No. 2,000,000 fell 
on the same dates in 1957 as they 
did in 1956, sale No. 4,000,000 is 
trailing last year by six days. 

Slower selling rates during the 
summer this year have been re- 
sponsible for 1957's fade. 

* * + 


At THE end of May, for example, 
the year-to-date total for 1957 
was slightly ahead of 1956. It fell 
behind the 1956 pace in mid-June 
and at the end of six months, ac- 
cording to R. L. Polk & Co. regis- 
tration figures, the 1957 total was 
nearly 18,000 units behind the year- 
ago total. 

According to Automotive News 
estimates, registration totals for 
1957 were lagging behind 1956 
by 31,000 at the end of seven 
months. 

A projection of current sales re- 
ports from the field puts the sales 
margin of ‘56 over ‘57 at 109,000 
units by the end of this month. 

It would thus appear that hopes 
for six-million new-car sales this 
year are somewhat optimistic, since 
the 12-month total last year fell 
short at 5,955,248. 

However, observers still believe 
that a strong fourth-quarter surge 
will push the °57 total to six mil- 
lion, Some industry seers stick by 
predictions that sales this year may 
go as high as 6,200,000. 

* > . 

4 market remains strong at 

the used-car level, with whole- 
sale prices advancing last week on 
AvTomotive News’ index. The overall 
average used-car price, as com- 
piled on the wholesale index, rose 
$5 to $879. As long ago as June 10, 
the index average was $881. 

Last week’s index was one of 
the few compiled this year on 
which no losses were recorded. 
The price of ‘54s remained un- 
changed at $824 while all other 


$7 to $2,187; ’52s, up $7 to $335; 
53s, up $6 to $531; ‘51s, up $5 to 
$235; ’50s, up $5 to $183; ’56s, up 
$4 to $1,531, and ‘55s, up $4 to 
$1,206. 

It was the second week in a row 
that the overall average price had 
shown an increase. 


Oldtimer Powers 


Retires at Buick 


FLINT.—Jesse L. Powers, general 
manufacturing manager of Buick 
and the last of the top executive 
group whose seniority dates back 
prior to World War I, will retire at 
the end of this month. 

Powers, who will be 65 Aug. 28, 
came to work at 
Buick 41 years 
ago—Sept. 5, 1916. 
He has been gen- 
eral manufactur- 
ing manager since 
March 1, 1956, 
succeeding Ed- 
ward T. Ragsdale, 
who moved up to 
general manager 
on that date. 

Thirty-four of 
the 41 years 
Powers has spend at Buick were 
served in the engine plant, where 
he started as a machine operator at 
30 cents an hour. He was made 
superintendent of the engine plant 
in 1945 and served in that post 
until 1950 when he was made a 
general superintendent. 


Blast Knocks Out 


Safecracking Attempt 


PARKERSBURG, W. Va.—A safe- 
cracker was critically injured by 
an explosion when he tried to open 
the safe at Matheny Motor Co. 
here with an acetylene torch. 

Police said William A. Williams 
was blown across the room by the 
blast and was found pinned under 
the safe door the next morning by 





Jesse L. Powers 





makes showed these gains: 57s, up| an employe of the dealership. 





(Copyright, 


Aug. 21 
(Sold 174 out of 208 consignments.) 
BUICK - "56 Special conv., $1,825* 
(ps), $1,.675°; Super 4-dr 
$1,800° (ps). "55 Special conv., $1.- 
370° (ps). $1,275°; 2-dr., $1,075, $1,- 
050°; Super Hardtop, $1,365*, $1,300° 


Hardtop, 


(ps); RM 4-dr.. $1,175* (ps), $1,150° 
(ps); Century 4-dr.. Hardtop (Hot 
Rod), $1,010. ‘54 RM conv., $1,120° 
(ps); Special 4-dr.. $860°; Super 
Hardtop, $850°. ‘52 RM 4-dr., $340°. 

CADILLAC—'56 (62) conv., $3,290* 
(ps). "55 (62) 4-dr., $2,200* (ps) 
‘54 (60) 4-dr.. §2,000° (ps) 53 
(60) 4-dr., $880°. ‘S52 (60) 4-dr., 
$690°. ‘51 (62) 4-dr., $535°. 


CHEVROLET—'57 Two-ten (8) Station 
Wagon, $2,050°; Bel Air (8) 4-dr., 
$1,950. "56 Bel Air (8) 4-dr. Hard- 
top, $1,625*° (ps); Two-ten (6) 2-dr., 
$1,250, $1,200, $1,025. "55 Bel Afr 
(8) Hardtop, $1,200*; 4-dr., $1,150*; 
2-dr., $1,150*, $1,130*, $1,050°; 2- 
dr. Hardtop, $1,050; conv., $1,030* 
(ps); Two-ten (6) Station Wagon, 
$1,200; 2-dr., $825; (8) 4-dr., $1,- 
070, $920; 2-dr., $1,050*, $950, $940, 
$880*. ‘54 Bel Air 2-dr., $850*; 4- 
dr., $695*; Two-ten 2-dr., $705, $685 
‘53 Two-ten 4-dr., $475, $465, $380; 
2-dr., $450, $400, $410. 

CHRYSLER—'56 Windsor 4-dr., $1,- 
720* (ps). ‘55 NY Deluxe Hardtop, 
$1,600* (ps). ‘53 NY 4-dr., $565* 
(ps); Windsor 4-dr., $475*, $400; 
2-dr., $300. 

DeSOTO—'55 Firedome Hardtop, §$1,- 
290*. °53 Firedome Hardtop, $400*. 
"52 Firedome 4-dr., $285 (ps). 

DODGE—'57 Coronet (6) 4-dr., 
025*. °56 Custom Royal Hardtop, 
$1,625*, $1,610*. ‘55 Custom Royal 
Hardtop, $1,275*; 4-dr., $1,175* (ps). 
"54 Coronet (6) 4-dr., $570. "52 Way- 
farer 2-dr., $210. 

FORD—'57 Custom (6) 2-dr., $1,630*; 
(8) 2-dr., $1,615*, $1,550. '56 Fair- 
lane (8) 2-dr. Hardtop, $1,500*, $1,- 
460°; 2-dr., $1,360, $1,295; conv., 
$1,325*, $1,300; 4-dr., $1,320*; Cus- 
tom (8) 2-dr., $1,190. '55 Custom (8) 
4-dr. Station Wagon, $1,335*; 4-dr., 
$900*; 2-dr.. $825; Fairlane (8) 
Hardtop, $1,240*, $1,195*, $1,175*, 
$1,165*, $1,150*; conv., $1,215*, $1,- 
145*; 2-dr., $1,130*; (6) 4-dr., $800; 
Main (6) 2-dr. Station Wagon, §$1,- 
155. °54 Custom (8) Station Wagon, 


$2,- 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 34, 35, 36, 37 and 40 









$900; 2-dr.. $685; Main 2-dr. 
Station Wagon, $875; Crestline (8) 
Hardtop, $825° (ps) $710° (ps): 4- 


(8) 














dr. (6), $660°. ‘53 Crestline (8) Vic- 
toria, $580°; Custom (8) 4-dr., 
$575°; Main (6) 2-dr., $260 

HUDSON —'56 Hornet 4-dr., $1,450° 
(ps) 

MERCURY—'56 Montclair 4-dr. Hard- 
top, $1,780°; Hardtop Coupe, $1,710*° 
(ps); conv., $1,600° (ps). °55 Sta- 
tion Wagon, $1,500*° (ps); Montclair 





Hardtop, $1,400° (ps), $1,350*°; Mon- 
terey Hardtop, $1,350°; 4-dr., §$1,- 
175*. "54 Monterey 4-dr., $790°, $675. 
NASH—'54 Hardtop, $830°. ‘53 Super 
Statesman 4-dr., $205*. 
OLDSMOBILE—'56 (98) Starfire, $2,- 
185° (ps); 4-dr. Hardtop, $2.100* 
(ps); (88) 4-dr. Hardtop, $1,740°. 
‘55 (98) Starfire conv., $1,725*° (ps), 
$1,500*° (ps); (88) Hardtop, $1,425*; 














4-dr., $1,400° (ps); 2-dr., $1,350°. 
"54 (88) 2-dr.. $1,450° (ps); Super 
(88) Hardtop, $1,225* (ps); (98) 4- 
dr., $1,200° (ps). ‘53 (88) 4-dr., 






$605* (ps), $550. '52 (88) 2-dr., $275. 
PACKARD—'54 Clipper 4-dr., $650*. 
‘52 Clipper 4-dr., $125*: 
PLYMOUTH.~—'57 Belvedere (8) Hard- 
top, $2,338*, $2,310 (ps), $2,071* (ps), 
$2,070*; 4-dr., $1,905*; Fury, §$2,- 
370° (ps); Plaza Station Wagon, §2,- 
















275*. °56 Belvedere (8) 4-dr., Hard- 
top, $1,460°, $1,450°; 4-dr., $1,270*; 
Savoy (6) 4-dr., $1,175; (8) 2-dr., 
$1,040. "55 Belvedere (8) 4-dr. Station 
Wagon, $1,215* (ps); Hardtop, $1,- 
125*, $1,070*, $950; conv., $900; 
Plaza (8) 4-dr., $780. '54 Belvedere 







Hardtop, $710*; Plaza Hardtop, $590; 
Station Wagon, $550. ‘53 Station 
Wagon, $485; Cranbrook 2-dr., $320*. 
PONTIAC—'57 Safari Station Wagon, 
$2,290. "56 Chieftain (8) 4-dr. Hard- 
top, $1,700* (ps); 2-dr. Hardtop, $1,- 
400*, $1,330*; Star Chief Catalina, 
$1,690*, $1,625* (ps). "55 Star Chief 
Catalina, $1,370* (ps); Chieftain (8) 












Hardtop, $1,290*; 2-dr., $950. ‘54 
Chieftain (6) 4-dr., $660* (ps); 2- 
dr., $625*. ‘53 Chieftain (6) Hard- 
top, $590*; 2-dr., $335. 







RAMBLER—’55 Custom, $1,220; 
tion Wagon, $1,100. 

MISCELLANEOUS — '55 Volkswagen 
Bus, $1,325; Ford 1-ton panel, $450. 
‘53 Kaiser 4-dr., $265*. 


Sta- 
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Paced to today’s challenging automobile business, our national, 


i OCcCAL completely independent, fiaancial institution is fully geared and 
———— staffed to provide the special local service you need to keep sales 
i re Sse rvi ce curves on the upbeat. Associates gives you the best, most com- 


plete, one-stop finance and insurance service available, plus the 
service of a trained specialist in automobile financing who main- 
re AT i © re A L. tains a personal interest in your dealership. To this local service, 
‘“ add the stability, experience and resources of one of America’s 
s. in cove rage largest financial institutions, plus constant development of new 
methods to help make your job easier. The “‘sum”’ of these 

services is bound to increase sales and profits for you! 


ssociates 


SOUTH BEND, INDIANA 








of service your dealership can use— 
call your local Associates branch 


‘** If this sounds like the kind 
for full details today !”’ 





ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Long-Awaited Edsel Makes Bow 


(Continued from Page 1) 


Ranger, Pacer and station wag- 
ons and 345 for the Corsair and 
Citation. 

Both engines are newly engi- 
neered, overhead-valve V-8s. 

Both have compression ratios of 
10.5 to 1, which is higher than any 
regular production car built in 
1957. The Chevrolet Corvette with 
fuel injection matched Edsel’s com- 
pression figure. 

Displacement of the 303-horse- 
power E-400 unit is 361 cubic inches, 
while the 345-horsepower E-475 dis- 
places 410 cubic inches. Highest 
displacement in the 1957 model year 
was Imperial’s 392, Lincoln and 
Continental listed 368. 

The 400 and 475 figures in the 
engine designations refer to pounds- 
feet of torque. 

* > > 

_.. length of the Ranger 

and Pacer is 213.1 inches (207.7 
for the '57 Fairlane and 211.1 for 
the °57 Mercury); height is 56.4 
inches (56.2 for the ’57 Fairlane and 
56.6 for the 57 Mercury) and width 
is 78.8 inches (77 for the '57 Fair- 
lane and 79.1 for the 57 Mercury). 

The Corsair and Citation models 
have a wheelbase of 124 inches. 
They are 218.8 inches long (224.6 
for the 57 Lincoln); 56.8 high 

(59.6 and 60.2 for the ’57 Lincoln) 
and 77.1 inches wide (80.3 for the 
57 Lincoln). 

Station-wagon wheelbase is 116 
inches. Other dimensions are: 


Edsel Receives 
Warm Reception at 


Western Preview 


SAN FRANCISCO. — The new 
Edsel received a rousing welcome 
from some 400 western dealers, 
managers and prospective dealers 
in a hush-hush showing here. 

Company officials who had staged 
previews earlier in New York, De- 
troit, Chicago and New Orleans 
said the western audience was the 
most enthusiastic of all. Five cars 
were displayed. 

Dealers said all their questions 
were answered except for one big 
one—price. J. C. Doyle, general 
sales and marketing manager, said 
Edsel will be priced “just above 
the lowest and just below the high- 
est.” 

Other speakers on the program 
were R. E. Krafve, division gen- 
eral manager; R. F. G. Copeland, 
advertising and sales promotion 
manager; J. E. Judge, production 
planning and merchandising man- 
ager, and L. T. Kouns, western re- 
gional sales manager. The show 
also included a filmed talk by 
Henry Ford II. 

The speakers emphasized Ford's 
10-year, $250 million investment in 
the new car and said its success 
now is in the dealers’ hands. 





* * * 


of 


Edsel’s Instrument Panel— 


m 


Length, 205.4; height, 58.8, and 
width, 77.1. 


* > * 

7 headlights are standard 

equipment on all models, as are 
four-barrel carburetion and safety- 
rim wheels. Also standard are self- 
adjusting brakes which, according 
to Edsel, eliminate the need for 
brake adjustments for the entire 
life of the brake linings. 

“Edsel owners. never know 
brake adjustments are occurring,” 
the company said. “Brake shoes 
adjust automatically, if correction 
is needed, when brakes are ap- 
plied while in reverse. If adjust- 
ment is not needed, it does not 
take place.” 

Inside the car, the driver will 
find that his automatic transmission 
is operated by “Teletouch” push- 
buttons located in the center of 
the steering-wheel hub. The buttons 
require no more pressure to operate 
than does a typewriter key, Edsel 
said. An electric servo motor does 
the work. 

> = > 

NOTHER servo motor does 

away with the levers, knobs 

and air-vent doors normally re- 
quired to operate the heater. A 
single dial, mounted on the instru- 
ment panel, operates the motor, 
and a twist of the dial brings the 
required condition—heating, de- 
frosting or ventilation. 

Air-conditioning louvers extend 
across the entire top of the in- 
strument panel just inside the 
windshield and are divided into 
three individually controlled sec- 
tions. 

Cool air is forced up under the 
roof to cool both front and rear- 
seat passengers. A single dial 
control operates both heater and 
air conditioner. 

Automatic transmission may be 
specified with Ranger, Pacer and 
station wagon models, and it is the 
only transmission available with 
Corsair and Citation units. 
> > > 
DUAL inhibitor in the automatic 
transmission prevents engage- 
ment of reverse or park gears at 
more than three miles an hour. 
The engine may be started with the 
transmission in either park or 
neutral, but once in park with the 
ignition turned off, the transmis- 
sion cannot be moved to another 


Rear axle ratios with both 
standard transmission and over- 
drive are 3.56 or 3.70. With auto- 
matic transmission, they are 2.91 
or 3.22. 

Both Edsel engines are of extreme 
“oversquare” design. 

The E-400 has a bore of 4.05 
inches and a stroke of 3.50 inches. 
For the E-475, these figures are 
4.20 and 3.70, respectively. 

> > > 


OMBUSTION chambers of the 
E-400 are of the angle-wedge 
type, while the E-475 employs 
cylindrical-wedge chambers. Both 


> > . 





A driver's view of the instrument panel and “‘Teletouch” pushbutton transmission 
controls located in the steering hub of the 1958 Edsel. A drum-type speedometer and 


“instrument pod" are featured. 


The single-dial heater-defroster-ventilator control 


eliminates knobs. and levers. Air-conditioning intakes are above the instrument panel. 


engines have molded crankshafts 
and camshafts. 

Fourteen-inch wheels are used on 
all models. Fuel-tank capacity is 20 
gallons and the cars have 12-volt 
electrical systems. 

Purchasers will have a choice of 
19 solid and 31 two-tone exterior 
combinations, Front seats are 
divided into a one-third, two- 
thirds arrangement with the one- 
third segment for the driver. 

The Edsel has a vertical grille 
with an inner chrome impact ring 
and horizontal sections on either 
side. Company stylists believe it 
accomplishes their goal of giving 
the car “an easily identifiable 
look of quiet elegance from blocks 
away.” 

The concave sculptured sides have 
an ever-widening teardrop effect 
and carry completely through to 
the taillights. 

> 





= = 


a horizontal taillights blend 
into the luggage compartment 
lid to provide a solid bar of illu- 
mination on each side. Each bar is 
in two segments, divided at the lid 
of the luggage compartment. 

Outer segments contain turn 
indicators and brake warning 
lights, in addition to normal red 
night lights. 

Here is the Edsel model lineup: 

Ranger: Two-door sedan, four- 
door sedan, two-door hardtop and 
four-door hardtop. 

Pacer: Four-door sedan, two-door 
hardtop, four-door hardtop and con- 
vertible. 

Corsair: Two-door hardtop and 
four-door hardtop. 
Citation: Two-door hardtop, 
four-door hardtop and convertible. 
Station wagons: Two-door, two- 
seat Roundup; four-door, two-seat 
Villager; four-door three-seat 
four-door, two-seat Ber- 
three-seat 


Villager; 
muda, and four-door, 
Bermuda. 

> > > 

HE Edsel has been considered 

a $250-million baby, since Ford 
Motor estimates it has spent that 
amount to develop the new car 
over the past several years. 

It does not, of course, include 
the hypothetical cost of the tre- 
mendous publicity the car has 
received, both in print and the 
conversation of the car owner on 
the street. 

The Edsel has been a conver- 
sation piece among auto men and 
the public at large ever since 
Ford announced that it planned 
to introduce a new line of cars. 

Speculation about the car’s ap- 

| pearance and engineering features 
has been at fever pitch for months. 
The new line has received word-of- 
mouth advertising that Ford, even 
with the vast capital at its disposal, 
could not have bought. 

Now, the waiting period has 
ended and the speculators and 
tipsters can check the accuracy of 


their prognostications. 
> > > 


Use of Aluminum 


Skyrockets on Edsel 


DETROIT.—The Edsel will be 
born with enough aluminum to 
shatter this year’s record of aver- 
age use per car by 39 percent, ac- 
cording to Reynolds Metals Co. 

Using averages covering “unique 
key parts” computed by J. R. Hal- 
lock chief purchasing agent for 
Edsel, Reynolds engineers esti- 
mated that more than two-thirds 
of the aluminum would appear in 
functional .components with the 
balance going to interior and ex- 
terior trim. 

During the model year now clos- 
ing, aluminum decorative trim in 
autos jumped 300 percent over 1956, 
the company pointed out. 

From the 18 models of the four 
Edsel series, Hallock named a list 
of representative aluminum parts 
including front-wheel brakes, trans- 
mission and control items, engine 
assembly, front-door name plates, 
right and left outside quarter as- 
sembly panel and twin battery-to- 
starter cables. 

Two of the aluminum applica- 
tions, brakes and electrical cable, 
are significant penetrations that 
open up new tonnage requirements 
for the auto industry, according to 
DuPont Yager, Reynolds general 

















Ranger Two-Door Sedan— 


Wraps Come Off '58 Edsel 


A vertical grille, dual headlights, concave side scallop and horizontal taillights 
identify the 1958 Edsel. Shown here is the two-door sedan in the 118-inch wheel- 
base Ranger series, the lowest-priced model in the Edsel medium-price car line. 


ly 


nie 


Corsair Four-Door Hardtop— 





Shown is the four-door hardtop in the 124-inch-wheelbase Edsel Corsair series. All 
18 models of the new Edsel have dual headlights as standard equipment. The Edsei, 
first of the 1958 models to be introduced, features horizontal taillights that blend 


into the luggage compartment. 


Rambler Tests Show Pikes 
Save Time, Fuel and Wear 


CHICAGO. —- Marked travel ad- 
vantages on turnpikes over con- 
ventional roads in driving time, fuel 
economy and mechanical usage 
have been disclosed at the comple- 
tion of a Chicago-New York round- 
trip automobile test run. 

The dual 1,668-mile round trip 
on turnpikes and US-30 and US-22 
was co-sponsored by the Indiana 
Toll Road Commission and Ameri- 
can Motors Corp. 

Driven by veteran test drivers 
Les Viland and Carl Chakmakian, 
both American Motors engineers, a 
Rambler six station wagon equipped 
with overdrive covered the turn- 
pike route in 30 hours and 15 min- 
utes, compared with 40 hours and 
49 minutes for an identical Rambler 
on regular highways, a time saving 
of 10 hours and 34 minutes. The 
turnpike Rambler averaged 14.66 
miles per hour faster speed than 
the car on the U. S. routes. 

Despite the speed advantage of 
the turnpikes, the turnpike Ram- 
bler averaged slightly better on 
miles per gallon of fuel consumed. 

Driving within the legal speed 
limits, the Rambler on the turn- 
pikes averaged 30.14 miles per gal- 
lon at an average speed of 55.15 
miles per hour. 

The test car on the regular 
highways averaged 29.62 miles per 
gallon, traveling at an average 
speed of 4049 miles per hour. 
Both Ramblers used regular-grade 
gasoline. 

Over-all mechanical usage, in- 


Rambler Sales 
Go Up Again 


DETROIT. — Rambler sales in 
the first 10 days of August totalled 
2,266, a gain of 35.4 percent over 
the similar July period and a 5.2 
percent boost over the like period 
of 1956, according to Roy Aber- 
nethy, automotive distribution and 
marketing vice-president, 

He placed.sales to date for the 
fiscal year ending Sept. 30 at 76,827, 
compared with 57,297 in the similar 
period of the last fiscal year. 

Before this year, Rambler’s best 


manager for the Great Lakes re-| fiscal year was 1954-55 when 72,323 


gion. 


units were sold, Abernethy said. 


cluding individual gear shifts, brake 
applications and traffic stops 
showed a tremendous decrease on 
the turnpike route over the con- 
ventional roads. 

Individual gear shifts numbered 
82 on the turnpike route, compared 
with 916 on the highway route. 
Brake applications totalled 36 on 
the turnpike route and 772 on the 
highway route. Traffic stops 
amounted to 25 on the turnpike 
and 266 on the highways. 

The route followed by the turn- 
pike Rambler was the Northern 
Indiana Toll Road and the con- 
necting turnpikes of Ohio, Penn- 
sylvania and New Jersey. Viland 
and Chakmakian alternated 
routes during the test run. 

Arrangements for the test run 
were made with the cooperation of 
the Automobile Dealers Assn. of 
Indiana. 


Jacobson ‘Meets’ 
S. Dakota Dealers 
Via Telephone 


DETROIT.—A Chrysler Corp, ex- 
ecutive has “met” a group of auto- 
mobile dealers almost 1,000 miles 
away. 

Speaking from his home here via 
a closed-circuit telephone hookup, 
Charles L. Jacobson, vice-president 
in charge of dealer relations, ad- 
dressed more than 300 South Dakota 
automobile dealers assembled in 
nine cities throughout the state. 

The South Dakota automobile 
dealers met in auditoriums in 
Aberdeen, Brookings, Huron, Mit- 
chell, Pierre, Rapid City, Sioux 
Falls, Watertown and Yankton, to 
hear Jacobson discuss factory- 
dealer relations and receive his 
suggestions as to how both the 
automobile companies and their 
dealer organizations can better 
serve the public. 

The broadcast was the second in 
a series sponsored by the South 
Dakota Automobile Dealers Assn. 
to keep its membership abreast of 
current automotive issues and 
events. Frederick J. Bell, NADA ex- 
ecutive vice-president, was the 
opening speaker. 
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an open letter to america’s motor vehicle manufacturers: 


AUTHORIZED DEALER SURVIVAL ASSN. 


tmeer porated 


Post Office Box 281 Oklahoma City 1, Oklahoma 





i 





August, 1957 


Gentlemen of America's 
most important industry: 


Permit us to humbly ask you for your favorable consideration of an Owner Assurance Service Plan to be inserted 
in your selling agreements this fall when you announce your new models for the coming year. 


We are sure that the insertion of the Plan will correct many merchandising practices which have crept into 
the retail automobile business since World War II; said practices have been depriving your owners of adequate 
service and are now destroying a large segment of your self-respecting Authorized Dealers. 


The purpose of the Plan is to effectuate a compatible partnership between manufacturers, Authorized Dealers, and 
the consumers of the products you manufacture. The Plan is devised whereby your Authorized Dealers will assume 
a genuine obligation both to you, the factories, and to the owners and users of your products. 


The Plan has been declared legal by competent and legal authorities who have pointed out that you are now using 
many plans which compensate your Dealers with rebates or bonuses for many activities carried on by them in re- 
lation to the sales of motor vehicles and parts. 


No long legal phrases are needed to explain the Plan to your Dealer body, for it merely provides for a reward to 
be paid to your Dealers for the performance of specific duties required by you, but which in no way penalizes 
any Dealer. 


We subscribe wholeheartedly to the system of free enterprise and the right of a Dealer to sell his merchandise 
to whom and where and at what price he chooses. We do emphasize, however, that the Dealer has very definite 
obligations to you, his factories, to represent you properly in the community where you have appointed him as 
a Dealer. We do not desire to place a penalty on the initiative of any Dealer, but we firmly believe that the 
payment of an incentive bonus as a reward to him for services performed in providing adequate service to your 
owners in his area of responsibility, will be to your best interest. 


We know that you must realize that you are losing millions of sales annually because day by day more Dealers 
and their faithful salesmen are finding it unprofitable to develop sales through the historical medium of 

hard work and personal solicitation. In fact, confusion created by present-day merchandising evils are causing 
them to turn to gimmick, misleading, and false advertising to bring traffic into their salesrooms. Certainly 
you must know that sales created by this method are limited in their scope--many of them being made by sub- 
standard Dealers who feel no responsibility of seeing that the vehicle is properly serviced before the sale or 
that adequate service is provided thereafter. 


Therefore, Mr. Manufacturer, you must realize that you are having to depend on the “hot one" each year if your 
sales stay up! Certainly, you will admit that it is impossible for each of you to have the “hot one" every 
year. We say, if you will adopt our Plan, while you may not have the “hot one” every year, it will be possible 
for you to have a “hot Dealer", who, with a “hot sales force” can and will go out and sell the "cold one". 


We heartily agree that you have an obligation to your stockholders to earn for them adequate dividends on the 
shares they own in the corporations you manage. 


But we feel that you must realize that you have an even greater responsibility to the millions of owners who 
placed confidence in your companies when they purchased your product, by making sure that they receive proper 
and lasting service throughout its life. 


The small cost, if any, for your adoption of our Plan will be returned many times to your companies in owner 
satisfaction. This product loyalty will assure continued preference for your merchandise, resulting in millions 


of dollars in increased sales. 


The ADSA, originators of the Plan, has no paid officers, all work being done is contributed by your Dealers. 

No one is assuming to be a self-styled spokesman for the Dealer body of this nation, but we feel certain that 
when your good, sincere Authorized Dealers request your help in controlling the evils which are destroying your 
self-respecting Authorized Dealer System, that you will act and save, before it is too late, the only "System" 
yet devised which will protect your greatest Assets, your OWNERS. We believe you will not shirk your duty as 
our "parents" but will move quickly in a spirit of cooperation so that peace and reasonable prosperity might 
reign again among your Dealers. 


Respectfully submitted by 
Cathay Medes deseainat learciiteal, 


"dedicated to serving the owner after the sale" 
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Jet-Fighter Deal Probed . . . 
Plane Profits ‘Fair,’ 


GM Aide Testifies 


WASHINGTON.—A General 
Motors vice-president testified last 
week that the record eonfirms GM’s 
prices and profits on an Air Force 
contract for F-84F Thunderstreak 
fighter planes “were fair and rea- 
sonable and our production per- 
formance was outstanding.” 

John F. Gordon, vice-president in 
charge of GM 
body and assem- 
bly divisions, told 
the investigation 
subcommittee of 
the House Armed 
Services Commit- 
tee that GM’s 
profit on the en- 
tire contract for 
599 planes was 
11.3 percent on 
sales before taxes 
and 54 percent 


John F. Gordon 


after taxes. 


“This is a reasonable rate of 
profit and substantially below the 
rate of profit realized by General 
Motors on its commercial business,” 
Gordon said. 


“Through negotiation between the 
Air Force and B-O-P (Buick-Olds- 
mobile-Pontiac assembly division) 
and through good performance in 
reducing costs,” Gordon said, “the 
total contract value for the planes 
Was reduced from $370,529,236 as 
contemplated in the July, 1954 (GM) 
Proposal to $343,959,500 finally 
agreed upon, or a reduction of $26,- 
569,736.” 

The F-84F planes were produced 
by B-O-P in Kansas City, Kans. 

Gordon also pointed out that 
the proceedings under the 1951 
Renegotiation Act, to which the 
F-84F contract and other defense 
contracts are subject, have not 
been completed for 1955 and 1956. 
Most of the Thunderstreak de- 
liveries were made in 1955, he 
said, and GM’s reports for that 
year and 1956 have been filed with 
the Renegotiation Board. 

“The board will review profits on 
this and other contracts,” Gordon 
explained, “and may negotiate any 
refund considered appropriate.” 

Gordon told the subcommittee 
that the anual rate of return on 
GM assets used in manufacturing 
the planes was approximately one- 
half that earned by 12 leading air- 
craft manufacturers. 

In evaluating the contract, he 
said, weight should be given to the 
fact that GM financed its partici- 
pation solely with its own funds, 
without advances or partial pay- 
ments from the Government as is 
frequently the case in such defense 
contracts. 

“Buick - Oldsmobile - Pontiac As- 
sembly Division’s investment from 
February, 1951, until June, 1953, 
grew to a total of $93,464,000 before 
invoicing the government for the 
first plane, and reached a peak of 
$135,846,000 in May, 1954,” he dis- 
closed. 

As to production difficulties, 
which had an effect on forward 
costs, Gordon recounted that: 

At the time GM assumed the 
Thunderstreak assignment in De- 
cember, 1950, the aircraft had not 

’ 


been completely engineered by 
design contractor—Republic Avia- 
tion Corp. 


Air Force schedules were subject 
to frequent change. 

Trained personnel was critically 
short. 

Subcontracting sources were 
critically short supply. 

There was a shortage of machine 
tools, large forging press capacity 
and sub-assemblies. 

Gordon said that production diffi- 
culties finally were ironed out and 
that B-O-P was able to complete 
deliveries three months ahead of 
schedule. 


in 


| Doss Feted on Retirement— 


Friends in auto industry and advertising 





business attended a farewell dinner party 


“While is was impossible to fore-| for H. Clay Doss, veteran automobile man, in Dearborn. Howard B. Sweeney, vice- 


cast these conditions,” 


he said,| president and regional manager, Outdoor Advertising, Inc., Detroit, was host. Above, 


“nevertheless it did result in our| from left, are Earle D. Bottom, president, Universal Tractor Co., Richmond, Va.; Doss; 
John L. McQuigg, vice-president, J. Walter Thompson Co.; Charles R. Beacham, general 
sales manager, Ford division, and Sweeney. Doss, formerly vice-president of Outdoor 
Advertising, is a former general sales manager, Ford Motor Co., and Nash sales vice- 


being able to make important cost 
Savings through an earlier than 
planned reduction of the aircraft 
organization and costs.” 


president. 





‘$25 if I Never See You Again’ 


EVANSVILLE, Ind. — Two - hun- 
dred miles from here is a “Big 
Three” dealer with a third of the 
investment and physical assets of 
most other dealers in his line in 
same-sized towns. 


He buys cars in large quanti- - 


ties and parks them all around 
his place of business, which is 
hardly bigger than the closing 
office on a used-car lot. 


He has one mechanic—who is 
not factory trained— whose main 
duty is to see that the cars will run 
well enough for buyers to drive 
away in them. 

“My overhead is low and I can 
sell cheaper,” is his sales pitch. 


The dealer makes no attempt to 
wash, polish or perform the fac- 
tory service operations. He tells the 
buyer that the cars are serviced 
and built so well that they will re- 
quire nothing but minor service. 


He makes the appraisal and then 
starts hacking off. He tells the cus- 
tomer that he can wash his own 
car and for that he allows $25. The 
customer is often delighted to strip 
off the factory tags and paper be- 
cause it indicates to him that his 
car is new—factory new. 

That’s the way to tell, the dealer 
told him. 

Then when all the haggling on a 
deal is ended, the dealer tells the 
customer: 


“Now I don’t operate no serv- 
ice department and we don’t do 
no mechanical service here and 
we don’t have the men or equip- 
ment. That’s why you’ve been 
able to buy this car at such a 
low price. Now then, Pll take off 
another $25 if I never see you 
again.” 

So each customer is given $25 to 
take his service problems to other 
dealers who have the manpower 
and equipment and who pay their 
overhead expenses and assume 
their rightful responsibility. 

I was fortunate in finding one 
customer of this dealer. He had 


By Financial Analysts ee 


6 Million Car Sales Seen 


NEW YORK.—Standard & Poor's 
Corp., financial analysts, looks for 
production and registration of autos 
this year to be near the six-million 
mark. 

The firm says dollar sales will 
go up this year, fed by price 
boosts on 19575 and “probably 
further increases on 1958 models.” 
The larger number of sales in the 
low-priced field was expected to 
be offset by demand for 
equipment. ; 

Auto sales are being held down 
by resistance to higher prices, the 
number of customers still paying 
installments on earlier purchases 
and disappointing response to some 
1957s, according to Standard & 
Poor’s. 





The continued high level of buy- 
ing power and good acceptance of 
other 1957 models were listed as 
factors swelling current sales. 

The analysis said the high level 
of dealers’ stocks can be traced to 
the feeling of manufacturers that 
they lost sales in last year’s clean- 
up due to low stocks. 

With truck output running be- 
hind last year’s totals, Standard 
& Poor’s could see no gain in 
production for the full year. The 
firm looked for little change from 
last year’s total. 

Tight credit, higher prices and 
delays in starting road programs 
‘were blamed for a drop in sales of 
heavy-duty trucks but the analysts 
feel that the drop will be temporary. 


| experienced some trouble and| 
| needed an unusual repair requiring 
a part not normally stocked. 


He went to a large dealer in a 
large town and the dealer offered 
to order the part and install it. The 
customer didn’t want to wait and 
so he went to the dealer in his 
home town—the dealer to whom 
the sale rightfully belonged. 


His home-town dealer told him 
that he would appreciate the 
business and that he, too, would 
order this part, and install it 
when it arrived. The customer 
wanted to know if the dealer 
| would loan him a car to use while | 

he was waiting. 

The dealer said he would not and | 
after some words back and forth | 
this dealer told the customer: 


“I dont want to quarrel with you | 
and your choice of dealers because | 
you have made what we think is a) 
wise choice of car or we wouldn't | 
have been selling them at this! 
same location for 35 years, but I 
want to tell you something: 

“During those 35 years we have 
always managed to take care of 
own in one way or another—often 
without profit but more often with 
our legitimate profit. | 

“We have a customer now who 
has experienced the same trouble 
that you have. He bought his car 
from us—the sixth car from us in 
fact—and this fault developed and 
| we didn’t have that part in stock 
|then any more than we do now. 
We spent our expensive labor to 


53 S Records 
Are Claimed for 
British Test Car 


WENDOVER, Utah.—David Ash, 
New York, alternating with Eng- 
land’s Tom Wisdom, driving a tiny, 
low-slung British experimental car, 
have claimed they set 53 American 
and international speed records on 
the Bonneville Salt Flats for Class- 
G engines. 

The car, built by the British 
Motor Corp., has a four-cylinder, 
948-ce engine. Ash and Wisdom re- 
ported they averaged 118.13 mph 
for 12 hours, claiming a new world 
record upsetting the previous 12- 
hour record of 105.89 mph which 
had been held by an Italian Fiat- 
Abarth. 


The experimental car laid claim 
to 25 American national standing- 
start, long-distance records, 25 
American national flying-mile rec- 
ords and three international Class- 
G records. 

BMC’s EX 179 reportedly set new 
international records for the 1,000- 
mile mark of 117.48, breaking the 
existing record of 104.8 as well as 
the international 2,000-kilometer 
mark of 117.87 which formerly had 
stood at 105.8 mph. 


Other records claimed were the 
American national record for 500 
miles with an average speed of 
116.82 mph along with the record of 
1,000 kilometers at 117.24. 











take that part off one of our new 
cars, tying up a $3,000 investment 
until the part came from the fac- 
tory and then at our own expense 
installed that part back on the new 
car. 

“Since you bought from the 
dealer whom we know allowed 
you certain discounts to take 
care of these situations, do you 
think we ought to take the part 
from a new car and put it on 
your car at a direct cash loss and 
loan you a car to use free when 
you are not our customer?” 

The customer saw the point. 

Dealers will raise the question 
as to whether the reputable dealer 
should not have bent over back- 
wards to please the customer of the 
cut-rate dealer. To this question 
the reputable dealer answered: 

“When you are asked to make 
good a guarantee it is almost a 
parable of good business to do 

enough and quick enough to make 
the customer happy or do nothing 
and make him mad. 

“If you need to make a cash 
adjustment for a customer and 
only make 90 percent of what the 
customer thinks he is entitled to, 
you might as well save that 90 
percent and let him get mad and 
quit because he will be just as 
mad on 10 percent as he will on 
100 percent. 

“Consequently, the thought arises 
as to whether we want this man 
for a customer and whether he can 
ever be made into a good customer 
by the persuasion of the dealer. 

“It is my considered opinion that 
he is not a desirable customer and 
that if he ever becomes a desirable 
customer for some dealer it will be 

of his own volition and as a result 
of the lessons he has learned the 
hard way. So, in the meantime, we 
Save any money we might invest 
in him.” 





British Speedster— 


This is the British experimental car, 
officially identified as the EX 179, which 
set 53 International and American records 
during a 12-hour long distance race on 
the Bonneville Salt Flats in Utah. The ve- 
hicle averaged 118.25 m.p.h. for the 
entire run, setting an International Class 
G record to smash the old record of 
105.89 m.p.h. The car, built by British 
Motor Corp., was driven by David Ash 
and Tom Wisdom. 


— 


Territory Security 


Studied by Ford 


Firm Has Open Mind, 
Georgia Dealers Told 


(Continued from Page 3) 


that women don’t feel comfortable 
visiting automobile showrooms. 

“Women like to shop—so why 
shouldn’t a dealership be a place 
especially attractive to women? 
Why should our dealerships look 
and be run like a club for men 
only? Why shouldn’t there be 
salesladies as well as salesmen 
in our business? 

“We must look anew,” Crowley 
said. “We must see what we look 
at. We must understand what we 
see. We must learn from what we 
understand, But above all, we must 
act on what we learn.” 

The long-range prospects for the 
retail automobile business are “ex- 
tremely bright,” he said, adding 
|that the market for automobiles 
continues to grow at a faster rate 
| than the population. 

J. C. Lewis jr., Savannah Ford 
dealer, was elected president of 
the Georgia association, succeeding 
|R. C. Dunlap, of Macon. Other new 
|officers are Joe Westbrook, East 
| Point, first vice-president; James 
C. Downing, Atlanta, second vice- 
| president, and Darrell Johnson, 
Thompson, treasurer. 

District directors elected are 
| Howard Thelkeld, James G. Pru- 
| chett, Horace P. Goza, Thomas 
| M. Callaway jr., Frank DeLong 
| sr. and J. C. McDonald. 





Other business at the convention 
included the adoption of a resolu- 
| tion condemning unethical, un- 
|truthful and misleading advertis- 
ing and urging all members to 
\follow the code of ethical adver- 
tising as developed by NADA. 


MEWA, NSPA 
Decide to Move 
‘Toward Merger 


CHICAGO. The Motor and 
Equipment Wholesalers Assn. and 
the National Standard Parts Assn. 
have decided to move toward a 
merger into a unified trade associa- 
tion. 

The plan calls for a board com- 
posed of two wholesaler-members 
|for each manufacturer-member to 
choose a new name and set up the 
new group. Offices in the new as- 
sociation would be alternated on an 
annual basis between wholesalers 
and manufacturers. 

The plan was submitted to the 
boards of directors of MEWA and 
NSPA. It must be approved by 
both boards and votes of the mem- 
bers of both associations before 
work begins on forming the new 
body. 

If the plan is approved all 
around, MEWA and NSPA will 
each name four members to the 
board which will carry the merger 
forward. 

The proposal calls for the unified 
group to act on broad matters of 
national scope with independent 
wholesaler and manufacturer units 
handling the problems particular to 
each group. 


Reynolds Metals 
Appoints Three 


DETROIT.—DuPont Yager, gen- 
eral manager of the Great Lakes 
region of Reynolds Metals Co., has 
announced three regional appoint- 
ments. 

Robert J. O’Grady is regional au- 
tomotive sales manager; Frederick 
W. Zinnbauer, regional automotive 
engineer, and Ralph L. Harris, 
regional sales promotion manager. 


Buffalo Auto Show 


Scheduled Jan. 4-11 


BUFFALO. — The Buffalo Auto 
Show will be held Jan. 4-11, it has 
been announced by Chester G. 
Daetsch, president of the Buffalo 
Automobile Dealers Assn. 

The exhibit will be in the Masten 
Ave. Armory. Show committees will 
be announced at a later date. 
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Rs HERE, speeding down this busy Kansas 


City trafficway, cotton is showing Mis- 
sourians why it is truly the king of automotive 
fibers. It is an important part of every car that 
passes. In fact, more cotton is used in automobiles 
than all other fibers combined.* In seat padding, 
cotton is unequaled for cool comfort because it 
breathes, dissipating body heat. Cotton fabrics for 
upholstery, sidewalls, and headlining hold bril- 
liant or pastel shades, are easy to clean, have excel- 
lent sound absorption. No wonder more than 
200,000,000 Ibs. of cotton are used each year to 
make driving cooler, quieter, more comfortable—on 
Missouri turnpikes or wherever the highway leads. 


NATIONAL COTTON COUNCIL 
Memphis, Tenn. 


*U. S. Department of Agriculture 1957 market research report 


Where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


HEADLINING 


UPHOLSTERY MATERIAL SIDEWALLS 


FOUNDATION SHEETING 
SEAT PADDING 








PRET a me 
3 f 


eons 








10 
(Established in 1925) 
Member Published Every Monday by Member 
SLOCUM PUBLISHING COMPANY, INC. @ 
o: DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360 N. Michigan Ave. 1800 W. 6th St. 


Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 





Publisher—George M. Slocum (1889-1949). 
Chairman of the Board—Mrs. George M. Slocum. 


Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 
Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Advisory Editor—John O. Munn; Washington Bureau Chief—William Ullman. 


Editorial Associates—Martin L, Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C. Kelley jr., Agnes Stewart, Dolores Augustine. 


Business and Advertising Manager—Richard L. Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
Bradley jr; Chicago—J. Goldstein, Manager, and William Gallagher; Los Angeles— 
Robert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 


Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant. 


Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Classified Advertising Dept. Manager—Eileen Parsons; Mechanical 
Superintendent—Samuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Chicago—Wm. M. McCarty; Cincinnati—Frank Kappel; Cleveland—Sanford 
Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
F. W. Lazell; Harrisburgq—George Shelley; Houston—Ruby Fenoglio; Indianapolis—C. L. 
Kern; Jefferson City—l. H. Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, 
William Carroll: Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; Madison— 
John Wyngeerd; Manchester, N. H.—Guy Langley; Marthaville, La—£. £. Gentry; 
Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; New 
Jersey—Bethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Oakland, 
Calif. —Steve Still: Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. I.— 
T. L. Forbes: Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel; Pittsburgh—t. M. 
Leffingwell: Portland, Ore.—E. W. Peterson; Providence—Ruth M. Eddy; Rochester, N. Y. 
—William Hackman: Salem, Ore.—F. K. Haskell; Salt Lake City—M. S. Harmer; San 
Antonio—J. H. Reed: San Francisco—Leon Pinkson; Seattle—Martin Trepp; South Bend— 
L. E. Dunkin: Spartanburg, S$. C.—L. D. Bray; Springfield, I1.—C. C. Hall; St. Louis—Sam 
X. Hurst; Tacoma—Robert E. Sconce; Utica, N. Y.—Calvert L. Asher; Wamego, Kans.—G. M. 
Hunholtz. 

FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottewa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F, H. Fullerton. 


A 
Subscription: United States and Canada, one year $8, two years $14. 


All other countries one year $12, two years $20. No Free List. 
Copyright, 1957, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 





AUTOMOTIVE NEWS PLATFORM 

1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
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else in the world. 





Where Do Dealer Plans Go 
From Here... and When? 


The auto industry is at a crossroads regarding territorial 
security. 


NADA, by action of its directors in June, launched a cam- 
paign to get auto manufacturers to adopt a service- 
responsibility bonus plan for dealers. All makers except 
Ford, which says it is still studying the plan, have replied to 
NADA that legal obstacles bar the path to adoption of the 
system. 


A group of Oklahoma dealers, spearheaded by NADA 
Regional Vice-President Mead Norton, last month started 
an independent drive for an overriding bonus for new 
ears sold into a dealer’s designated area. 


We are not legal experts and do not profess to know 
which, if either, of the plans is better. We do know—and the 
factories and dealers agree—that the situation on cross- 
selling is dangerous to our franchised dealer setup. 


The present difference of opinion among dealers on a 
solution is a wholesome thing thus far; it brings many 
things to the surface before it’s too late. But it’s about time 
that the two factions start to resolve their differences, 
looking toward a united solution to the problem. 


Until this year, the nation’s dealer body was about 
equally divided on the need for territorial security. Now 
the pendulum has swung decidedly in favor of some form 
of protection, but in doing so has split into at least two 
methods for solution. 


The factories are studying both methods, but their hands 
are tied unless there is a united front among dealers. 


Where do we go from here—and when? 





Coming 
Events 


Dealer Conventions 
a. 25-27—Automobile Dealers Assn, of 
est Virginia, Greenbrier Hotel, White 
Sulphur Springs. 
. 68 — Maine Automobile Dealers 
oan Rockland, 
e 


Sept. 8-10—New York State Automobile 
ee Inc., The Concord, Kiamesha 
ake, 


Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 


9 — New Hampshire Automobile 
He = 


Inc., Samoset Hotel, 


s Assn., Lake Tarleton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 


ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 

ealers Assn., Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

Oct. 1-3—New Jersey Automotive Trade 
cn Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-21—Okiahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. x 


Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 
* 
Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. 1—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Bos- 
ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 411!—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg.. State Fair 
Grounds, Indianapolis. 

Jan. a Automobile Show, 
Hunt National ard Armory, Pitts- 
burgh, Pa. ~ 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
— 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, tone. 

Jan. 25-Feb. | — Rochester Auto Show, 
War Memorial Exhibit Hall, Rochester, 


a. we 
Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 
Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
* * * 


General 

Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 

Oct. 611—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago. 

Oct. 1416—Truck Body and Equipment 
Assn, 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 


30 Years 


Oeee 
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Automotive Cartoon 








“Get that out of here before people think we've taken 
on a foreign car and want to buy it!" 


Letterbox 





‘Salesmen Helpless... . . 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Backs ‘Security’ 


It is with much interest that I 
read your weekly publication and 
you are to be commended for your 
unbiased and accurate coverage of 
the pulse of this automotive busi- 
ness. 

It may interest you to know that 
many salesmen are watching the 
progress of the territory security 
issue as reported by you, for if it 
cannot be resolved satisfactorily 
and soon, many of us are going to 
have to get out of this profession. 

Incidentally, I am not a drifter. 
I am a college grad and a family 
man and have always been proud 
to be a car salesman. 

Yes, I want closed territories or 
some plan that accomplishes the 
same thing, not as a guarantee 
that I won’t have to work any 
more, but rather as something 
that could put me back to work. 
I'm tired of stirring up business 
for another dealership selling the 
same brand auto that I sell. I 
have plenty of competition with 
other makes of cars. 

The law of averages which has 
always been my friend in selling is 


The Big Stories 


At an international automobile contest for efficiency and beauty of 
appearance held in Berlin, Germany, with 62 entries from many 
countries, first prize was awarded to a Cadillac special sport pheaton, 


and second prize went to a LaSalle. 


Production within the automotive industry during the first eight 
months of this year will total 2,730,000 units, or approximately 2,400,000 
cars and 330,000 trucks, it is estimated. These figures compare with 
2,776,706 cars, 314,860 trucks and a total of 3,091,566 units for the 


same period of 1926. 


General Motors in July sold 136,909 cars and trucks to dealers, 
compared with 155,525 in June and 37,643 in July, 1926, an increase 


of 56 percent. 


Export of cars from Canada for the first six months of this year 
totalled $12,901,983 in value, an increase of 2 percent over the same 
period of last year, the Department of Commerce reported. 


—From the files of Automotive News. 





now against me. My chances of sell- 
ing the man I beat the bushes for 
is so smal] that I don’t beat them 
any more. I wonder how many 
salesmen feel equally as helpless to 
better their positions as I do? 

s However, my purpose in writing 
is not to cry on someone’s shoulder. 
I can’t spend or save sympathy. 
Rather I write to question a very 
obvious omission of the real reason 
we don’t get closed territory. That 
the manufacturers don’t want it is 
plain. 


If they did, they would be in 
there pitching for removal of legal 
obstacles instead of breathing a 
sigh of relief when another Justice 
Department official whispers “re- 
straint of trade.” 

Naturally the manufacturer 
doesn’t want a one-sided deal like 
dealers are crying for. The obvious 
omission I refer to is why the 
factory opposes territory security. 
Their reason is good and legitimate. 
Plain and simple, it amounts to 
this: Under closed territory, the 
factory has no protection against a 
dealer who, for various reasons, 
won’t or can’t do a representative 
job in his area. 


Many dealers won’t admit that 

a selling agreement is a two-way 

contract—and that he (the dealer) 

signed an agreement to get “rep- 
resentation” or continually strive 
to improve his “representation,” 
if he isn’t doing so compared with 
other dealers of his brand of cars. 

What is the factory to do with a 
dealer who: 

1. Doesn’t get “price-class”—can’t 
or won't? 

2. Wants all his cars early and 
just doesn’t seem to order cars dur- 
ing cleanup? 

3. Wants more than his share of 
the best sellers in the line—won’t 
take his share of others? 

4. Won’t recruit and train and 
maintain an adequate sales force 
nor provide an adequate incentive 
pay system? 

5. Won’t maintain adequate serv- 

(Continued on Page 29, Col. 1) 
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Sales Conditions in Various Areas .. . 
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Auto Market Reports 


Indianapolis 

Franchised auto dealers in Marion 
County (Indianapolis), Ind., sold 
2,199 new cars in July, compared 
with 2,624 in June and 2,244 in 
July a year ago. 

In the first seven months, regis- 
trations totalled 16,626, compared 
with 16,993 a year ago. 

Ford held a commanding sales 
lead in July, with 600 registra- 
tions, compared with 354 for 
Chevrolet and 262 for Plymouth. 

Other registrations were: Buick, 

176; Oldsmobile, 160; Pontiac, 153; 
Dodge, 91; Mercury, 66; Cadillac, 
57: Chrysler, 57; Rambler, 46; 
Studebaker, 35; DeSoto, 29; Im- 
perial, 22; Volvo, 16; Volkswagen, 
15; English Ford, 8; Renault, 8; 
MG, 7; Lincoln, 6; Hudson, 5; Tri- 
umph, 4; Metropolitan, 3; Morris, 
3: Packard, 3; Porsche, 3; Contin- 
ental, 1; Rolls-Royce, 1, and mis- 
cellaneous, 8. 

New-truck registrations in July 
totalled 202, compared with 274 in 
June. 

By make, they were: Ford, 69; 
Chevrolet, 42; International, 38; 
Dodge, 12; Reo, 9; White, 9; Mack, 
6: GMC, 5; Studebaker, 4; Willys, 
3; Autocar, 1; Divco, 1; Volks- 
wagen, 1, and miscellaneous, 2.— 
(C. L. Kern.) 


Dallas 


Sales increases boosted new-car 
registrations in Dallas to 3,829 in 
July from 3,572 in the previous 
month. 

New-truck sales, meanwhile, went 
up to 478 from 322. 

By make, July new-car registra- 
tions were: Ford, 1,051; Chevrolet, 
979; Plymouth, 455; Oldsmobile, 
$21; Pontiac, 213; Buick, 194; 
Mercury, 168; Dodge, 91; Cadillac, 
88; DeSoto, 78; Nash, 35; Chrys- 
ler, 33; Renault, 29; Studebaker, 
24; Volkswagen, 19; Imperial, 14; 
MG, 11; English Ford, 7; Lin- 
coln, 4; Mercedes-Benz, 4; Austin- 
Healey, 2; Packard, 2; Hudson, 
1; Willys, 1, and miscellaneous, 5. 

Truck registrations were: Chev- 
rolet, 188; Ford, 134; International, 
79; White, 39; Mack, 14; GMC, 11; 
Dodge, 8; Kenworth, 2; Diamond T, 
1; Reo, 1, and Willys, 1—(Ruby 
Fenoglio.) 


Buffalo 


New-car sales in Buffalo and 
Erie County during the first six 
months of 1957 totalled 24,942, a 
fraction of one percent under 1956's 
first half and 9 percent below the 
corresponding 1955 period, accord- 
ing to a report by the Buffalo Auto- 
mobile Dealers Assn. 

Sales in the first half of 1957 
were the third best in history for 
that period in the Buffalo area. 
And because prices were higher, 
car buyers probably spent a record 
number of dollars to get new 
models. 

The 1957 first-half showing in 
Erie County is said to represent 
about $70 million at retail. How- 
ever, dealer profits were not so 
bright. 

It also was reported that sales 
of foreign cars showed a sharp 
gain over the first half of 1956, 
increasing from 265 to 598. 

Sales of new commercial cars for 
the first half of 1957 came to 1,870, 
up from 1,126 in the first half of 
1956.—(George E. Toles.) 

+ + * 


Louisville 

New-car sales in Louisville dur- 
ing July amounted to 1,606 units, 
compared with 1,626 in June. 

July new-truck sales totalled 182, 
compared with 212 in June. 

By make, July new-car sales 
were: Ford, 460; Chevrolet, 423; 
Plymouth, 207; Oldsmobile, 105; 
Buick, 103; Mercury, 86; Pontiac, 
64; Dodge, 49; Cadillac, 25; Chrys- 
ler, 14; Lincoln, 12; Volkswagen, 
11; DeSoto, 9; Metropolitan, 9> 
Studebaker, 9; Rambler, 8; Im- 
perial, 3; Renault, 2; Austin- 
Healey, 1; 1; Hudson, 
1; Travelall, 1; MG, 1; Morris, 1, 
and Willys, 1. 

Truck registrations were: Ford, 
88; Chevrolet, 54; International, 15; 
GMC, 11; White, 6; Dodge, 3; Dia- 
mond T, 2; Volkswagen, 2; Mack, 


and miscellaneous, 1—(A. W.| pared with 1,407 cars 
trucks in the previous month. 


14 
| Williams.) 


+ * + 


| San Antonio 
| Motor-vehicle registrations in San 
Antonio and Bexar County in July 
showed an increase of better than 
22 percent over the previous month 
| —totalling 1,915, compared with 1,- 
560 in June. 
There were 1,750 new cars and 
| 165 trucks registered in July, com- 


By make, July new-car sales 
were divided as follows: Chevro- 
let, 524; Ford, 425; Plymouth, 
255; Buick, 109; Oldsmobile, 91; 
Mercury, 86; Pontiac, 74; Dodge, 
52; Chrysler, 29; Cadillac, 24; 
Rambler, 14; Studebaker, 11; MG, 
11; Imperial, 9; DeSoto, 8; Ren- 
ault, 6; Metropolitan, 5; Austin- 
Healey, 4; Lincoln, 4; Jaguar, 2; 
Alfa Romeo, 1; Hillman, 1; Land 


IN TRANSPORTATION 
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and 153 


Rover, 1; Messerschmidt, 1; Mor- 
ris, 1; English Ford, 1, and Tri- 
umph, 1. 

Truck registrations were: Chev- 
rolet, 65; Ford, 47; International, 
17; GMC, 14; Dodge, 11; White, 6, 
and Mack, 5.—(J. H. Reed.) 

= * 


Cleveland 


Used cars maintained the auto 
market at high levels in the Cleve- 
land area in the mid-August sea- 
son, although new-car sales 
dropped sharply. 

New-car turnover of 1,343 was 
500 under the previous week and 

| 300 under the comparable figure of 
| 1956. 
For July, new-car sales 
amounted to 7,344, compared with 
7,474 a year ago. New-truck sales 
totalled 478, compared with 450 
for the 1956 month. 
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July new-car registrations by 
make were: Ford, 1,746; Chevrolet, 
1,612; Plymouth, 856; Mercury, 495; 
Oldsmobile, 463; Dodge, 458; Buick, 
450; Pontiac, 347; DeSoto, 191; 
Cadillac, 147; Chrysler, 135; Ram- 
bler, 78; Studebaker, 65; Lincoln, 
54; Volkswagen, 51; Checker, 34; 
Imperial, 34; Metropolitan, 26; 
Nash, 15; English Ford, 11; Renault, 
11; Volvo, 9; Hillman, 8; Morris, 8; 
MG, 6; Isetta, 5; Jaguar, 5; Austin, 
4; Triumph, 4; Packard, 4; 
Mercedes-Benz, 3; Alfa Romeo, 2; 
Lloyd, 2; Borgward, 1; Dual Ghia, 
1; Hudson, 1; Porsche, 1, and 
Saab, 1. 


Truck registrations were: Ford, 


| 136; GMC, 101; Chevrolet, 100; In- 


ternational, 50; Dodge, 46; Willys, 
18; White, 14; Mack, 4; Studebaker, 
3; Volkswagen, 3; Divco, 2, and 
Reo, 1.—(Sanford Markey.) 
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Dietrich Appointed Editor 
Of Jobber Product News 


CHICAGO.—Carl B. Dietrich has 
been named executive editor of 
Jobber Product News, tabloid for 
automotive wholesalers published in 
Chicago by Stanley Publishing Co. 

To accept this newly created post, 
Dietrich resigned from the staff of 
Motor & Equipment Wholesalers 
Assn., where he most recently was 
editor of “MEWA’s News Bulletin.” 


* * * 


AESCO Announces Dates 


For Fall Training Courses 

PHILADELPHIA—R, A. Harp, 
president of Auto Equipment & 
Service Co., Inc.. has announced 
the fall program of AESCO’S Train- 
ing Program for automotive and 
light-engine mechanics throughout 
the Delaware Valley area. 

He has announced the age = 
tentative dates for classes to 





conducted by A. P. Costella, vice- 
president, in the company’s class- 
rooms at 1316 N. Sixteenth St.: 
Monday, Sept. 30, Auto-Lite serv- 
ice technicians evening training 
course, eight weeks; Wednesday, 
Oct. 9, Carter personalized instruc- 
tion evening course, 14 weeks, and 
Tuesday, Oct. 15, two-day Briggs 
& Stratton Light Engine Course. 
In addition, a series of Trico 
Vacuum Clinics, special air wiper 
clinics and other types of special- 
ized classes, will be conducted. 
+ a : 


Wright Tool & Forge 


Names 11 Sales Reps 


BARBERTON, O.—Wright Tool 
& Forge Co. manufacturer of 
sockets and socket wrenches, has 
appointed 11 new sales representa- 
tives. The company also named 
Arthur F. Brandt, Evanston, IIL, 
Midwest district manager. 

The new agents are: Sol Gold- 


schmidt & Son and A. P. Hendricks 
Co. New York; E. J. Roelandt, 
Pittsburgh; J. S. Corriveau and R. 
W. Hipkiss, Rocky River, O.; Amos 
Barton, Indianapolis; Jack C. Lyle 
& Associates, Atlanta; Otto Kusler, 
Dallas; Robert O. Dickey Co., Kan- 
sas City; Philip A. Schwartz, Saint 
Paul; Roger Wright, Los Angeles 
and Van F. Belknap, Detroit. 


* * * 


NSPA’s Data Released 


To Association Members 

CHICAGO.—The 25th anniversary 
issue of NSPA’s annual operating 
ratios and costs of doing business 
survey for independent automotive 
wholesalers has been released to 
association members, according to 
J. L. Wiggins, executive vice-presi- 
dent. 

Thirty products or product cate- 
gories which contributed one-half of 
one percent or more of automotive 
wholesalers’ total volume are in- 


sales by lines in 1956. 

The current report is based on 
1956 operating figures supplied to 
NSPA’s marketing research com- 
mittee by automotive wholesaler 
members from every section of the 
country and representing all sales 
volume classifications. 

+ + + 


Whit-Loch Sold 


UTICA, N. Y.—Whit-Loch Utica 
Auto Parts Inc., 807 Court St., has 
been purchased by Peter Mineo and 
Donald Roman, who announced 
they will continue to supply auto- 
motive parts and machine shop 
service to area car and truck deal- 
ers, garages and service stations. 
Mineo will serve as treasurer and 
will supervise the machine shop 
operation. Roman is president and 
will manager the store operation. 

+ + = 


Petroleum Group 
Offers Book on 
Developing Aides 
NEW YORK.—A new handbook 
designed to give practical help to 


petroleum marketers, jobbers and 
dealers in selecting. 





Famous Armstrong Tire “Fist” Pulls In 


Sales For You — As No Other Brand Can 








THE ARMSTRONG RUBBER CO 





Skid-stopping “Ounce of 
Prevention’ Safety Discs give you an 
EXCLUSIVE sales feature that 
customers can see! 


In LIFE, POST. 


Wk 


ADVERTISING ADDS SELLING PUNCH! 


..on TELEVISION ... 
is big-time, frequent. Hits hard because it tells the same proved 
“fist” story over and over. 


GUARANTEE CLINCHES SALES! 


Unconditional road hazard Lifetime Guarantee is longest, 
strongest in the industry. Get the story! 









isin. 


Why sell tires your customers can’t tell from any other tires? 
Why compete on a price basis that squeezes your profit? 


Sell Armstrongs! Customers can see the exclusive Safety Discs in the 
tread. Any salesman can demonstrate, in 10 seconds, why Armstrongs 
stop skids as no other tires can. Once sold, Armstrong customers 
stay sold — come back for more. 


For more sales, easier sales, bigger profit — get the Armstrong story! 


Armstrong advertising 


Home Office, 
= West Haven, Conn. 


| Tractor Sleeve Assn.; 


| bell Co., Inc.; 


is available from the marketing di- 
vision of the American Petroleum 
Institute. 

Entitled “The People in Your 
Business,” the handbook also has 
strong appeal for field managers, 
industrial relations personnel and 
others in positions involving direc- 
tion and supervision, API said. 

Subjects covered include: Ways 
of locating and recruiting employe 
prospects, suggestions for inter- 
viewing, introducing the new em- 
Ploye to the job and initial train- 
ing, how to appraise an employe’s 
performance and how to improve 
the relations between the manager 
and his personnel. 

Copies of the handbook are avail- 
able at $2.50 from the Division of 
Marketing, American Petroleum In- 
stitute, 50 W. Fiftieth St., New York 
20, N. Y. 

+ * + 


Trans-Main Is Sold 


To PSC in St. Louis 


KENT, O.—R. D. Fageol Co. an- 
nounces sale of its Trans-Main 
division, bus transmission rebuild- 
ing firm, to the PSC Automotive 
Maintenance Co., St. Louis. 


Items included in the transaction 


supervising,|consist of the entire Trans-Main 


inventory, plus tooling and equip- 
ment for rebuilding bus torque con- 
verters and components, principally 
those of Spicer Models 916 and 918 
in which Trans-Main specialized. 
Rights to the Trans-Main trade 
name were also included in the 


sale. 
* 


Tex. Wholesalers 
To Meet Oct. 17 


In San Antonio 


AUSTIN, Tex.—The Automotive 
Wholesalers of Texas has sched- 
uled its 1957 convention and booth 
conference Oct. 17-18 at the Hilton 
Hotel, San Antonio. 

G. C. Morris, AWOT executive 
director, said 53 of the 90 available 
booths had been reserved by early 
August. He expressed confidence 
that the remainder would be gone 
by Oct. 1. 

Convention speakers will include 
Morris, C. W. Ferguson, acting re- 
gional director, Small Business Ad- 
ministration, and Maurice Acers, 
chairman of the Texas Employ- 
ment Commission. Panels on insur- 
ance and automatic transmission 
schools also are scheduled. 

Booth contracts have been re- 
ceived from the following manu- 
facturers: A. C. Spark Plug divi- 
sion of General Motors; Allen Elec- 
tric & Equipment Co.; Airtex Auto- 
motive division; American Ball 
Bearing Co.; American Sponge 
& Chamois Co.; S. M. Arnold, Inc.; 
Bar’s Products of Texas; Basic 
Bear Mfg. 
|Co.; Big Four Industries, Inc. 

Binks Mfg. Co.; Howard Camp- 
Central States Sales, 
Inc.; Chicago Rawhide Mfg. Co.; 
Choldun Mfg. Corp.; Dayton Rub- 
ber Co.; E. Edelmann & Co.; Elec- 
tric Auto-Lite Co.; Ewing Mfg. Co.; 
Exchange Parts Co.; Martin 
Fromm & Associates. 

Gates Rubber Co.; Fox Products 
Co.; General Electric, lamp divi- 
sion; Guaranteed Parts Co., Inc.; 
Jack P. Hennessy Co., Inc.; Impe- 
rial Brass Mfg. Co.; Johns-Man- 
ville Sales Corp.; K-D Lamp Co.; 
Knicks Mend-Rite Co.; Mansfield 
Tire & Rubber Co.; Moog Indus- 
tries, Inc. 

National Carbon Co.; C. E. Nie- 
hoff & Co.; Oil-Dri Corp. of Amer- 
ica; Pendleton Tool Industries, 
Inc.; Permatex Co., Inc.; Peterson 
Welding Lab., Inc.; Petroleum Sol- 
vents Corp.; Rebuilders, Inc.; Rich 
Mfg. Corp.; Schroeder & Tremayne, 
Inc.; Shurhit Products, Inc.. 

Spray Products Corp.; Standard 
Electric Co., Inc.; Standard Motor 
Products, Inc.; Unit Parts Co.; Van 
Norman Automotive Equip. Co.; 
Wagner Electric Corp.; Waverly 
Petroleum products Co.; The 
Weatherhead Co.; Western Fidelity 
Life Ins. Co.; Wix Corp. 


+ * * 


50-Lamp Assortment 
BLOOMFIELD, N. J.—A new 
pre-packed 50-lamp assortment of 
flashlight bulbs, representing the 
bulk of consumer demand types, 
has been announced by the West- 
inghouse lamp division. 
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> Plymouth dealers jumped 
off to a fast start last 
November with “‘the car 
that’s 3 years ahead” 
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Next, thousands caught “Plymouth 
Fever” and the result was a spring 
avalanche of sales. 
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And now that Plymouth dealers have made 
1957 the greatest year in Plymouth history, 
they’re celebrating their success with... 


ATION SR 


Plymouth’s snowballing sales make this big 
summer promotion possible. Plymouth 
dealers are shooting for even bigger sales 
and bigger profits from here on in! 
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ago and now we have to pick up| bringing on either a recession or 


AUTOMOTIVE WASHINGTON 


A Bureaucrat’s Chair 
Can Become a Hot Seat 


By William Ullman 


Washington Correspondent 


F ANYONE thinks it’s a soft touch to hold down a bureau- 
crat’s job in Washington, ask him if he would like to 
trade swivel chairs with William McChesney Martin jr., 
chairman of the Federal Reserve Board. While everybody 
else has been ducking out of town to Maryland beaches and 


the hills of West Virginia, 
Martin has been spending a 


sultry summer on Capitol 4 


Hill. 

After finally getting off the hook 
with a House committee, he was 
summoned by Senator Harry F. 
Byrd, Virginia Democrat, to spend 
August before the Senate Finance 
Committee. Byrd is digging into 
Federal money policies. 

But tiresome as these marathon 
appearances must be for Martin, 
his testimony is usually refreshing 
for everybody else. The intelligent 








FRB chairman 
has strong opin- 
ions, expresses 
them well and 
doesn’t try to 
sidestep ques- 
tions. 


What is more, 
he isn’t afraid to 
admit an occa- 
sional mistake in 
high finance. 
Owning up to 
blunders is a rare 


quality in this nervous, shifty capi- 
tal. 


Martin confessed to one boner 
after Senator Edward Martin, 
Pennsylvania Republican, asked 
him if the board moved soon 
enough to combat inflation. 

“No,” replied the FRB Martin, 
“I think it would have been bet- 
ter if we had acted quicker.” 

In 1955, the board chairman ex- 
plained candidly, there was a mild 
recession as a result of inventory 
readjustment, and board members 
“got a little too enthusiastic about 
increasing the monetary supply.” 
At that time, FRB lowered the re- 
discount rate to 1% percent. 


But when the recession suddenly 
turned into a boom, Martin said 
the board was sluggish about boost- 
ing the rediscount rate again. 

In part, he said, you could blame 
this tardiness on lagging farm 
prices at that time, which 
concealed the inflationary pres- 
sures working on industrial prices. 
The economy see-sawed. “You had 
one end going down and the other 
end going up,” the chairman ex- 
plained. 

Then, in refreshing tones for a 
bureaucrat, Martin remarked, “The 


the pieces.” 
* + 


Formula to Lick Inflation 


UT while confessing to tardi- 

ness, Martin still insisted that 
he knows the formula for halting 
inflation. First, he said, cut Federal 
spending and enlarge the Treasury 
surplus. 


The record $71.8 billion peacetime 
budget submitted by the Adminis- 
tration, in his opinion, definitely 
contributed to inflation. Efforts 
both. by Congress and the White 
House are “practically essential,” 
he said, to fighting inflation. 

Second, he called for slower pri- 
vate spending until demands for 
funds are balanced by savings. 
“The only really basic shortage out- 
side of certain types of unskilled 
labor,” he declared, “is in savings.” 

Third, he stood for continued 
restraint of bank credit, no 
easing of “tight money” policies. 
This policy, he said, is taking 
hold now and showing results. 
His statement was in response to 
several Congressional critics who 
have branded “tight money” as 
inflationary. 

While Martin felt sure that in- 


situation got away from us a year! flation could be licked without 





Enjay Butyl_—today’s super-rubber 


Plicoflex® Tape Coating, revolutionary new pipeline wrapping developed by Plicoflex, 
Inc., combines the outstanding protective properties of Enjay Butyl Rubber with 
the identification properties of a color-bearing plastic film to which the Butyl is 
laminated. Applied over an Enjay Butyl based primer and forming a permanent 
bond to the metal, the tape features: absolutely no moisture migration or penetration; 
exceptional resistance to shock-impact; excellent dielectric properties, and out- 
standing resistance to normal and unusual corrosive influences. This cold-applied 
wrapping is safer and cheaper to apply by hand or machine than hot coatings and 


requires fewer personnel. 


This is still another in the steadily growing number of products developed with 
Enjay Butyl Rubber. Contact the Enjay Company for complete information about 


this truly wonder rubber ... where it can help you! Complete laboratory facilities, 
fully staffed by trained technicians, are at your service. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 
Akron + Boston Chicago * Detroit * Los Angeles * New Orleans* Tulsa 


improves pipeline protection...cuts costs! 


BUTYL 


Enjay Butyl is the super-durable 
rubber with outstanding resistance 
to aging ¢ abrasion «+ tear « 


chipping + cracking « ozone and 
corona 
heat « cold « sunlight + moisture. 


e chemicals + gases « 








widespread unemployment, he de- 
nied that Federal monetary policy 
could win the battle alone. 

But he believed that “there is 
no question that the Federal Gov- 
ernment and the American people, 
pulling together, have the power 
to stabilize the cost of living. The 
only question is whether there is 
the will to do so.” 

The alternative to this course is 
a serious crash, Martin told the 
Senate. Inflationary pressures, he 
said, are creating “imbalances that 
ultimately will lead to serious de- 
flation” unless the nation adjusts in 
time. 

* om = 


Some Losses Are Certain 


— explained that adjust- 
ment means losses for some 
businessmen, but that it is better 
for business to take these losses 
gradually in different parts of the 
economy than to take them all at 
once. 

“You must face the realities that 
under conditions of excess, ex- 
travagance, inefficiency, waste and 
incompetence,” he warned, “some- 
one must take a loss. This is a loss 
economy as well as a profit econ- 
omy.” 

While there will be many in 
Washington who disagree violently 
with Martin’s stand on the infla- 
tion problem, few will deny that he 
has single-handedly narrowed the 
controversy to a few clear issues. 

By the time he finished his 
third day in the witness chair, it 
was evident that Martin would 
have to reply to every scrap of 
economic mythology now making 
the rounds. With 15 senators on 
the Finance Committee, only 
three had gotten around to ques- 
tioning him, and one of them 
wasn’t finished. 

Martin, as head of an indepen- 
dent agency, can be trusted to give 
his views without danger of politi- 
cal taint. His statement criticized 
actions of both Democrats and Re- 
publicans, as well as those of his 
own board of governors. 

Of all the testimony delivered so 
far in these important Senate 
monetary hearings, Martin’s is 
likely to carry the greatest weight 
with members of both parties. 


>= > > 
Got Any Tax Complaints? 
House Ways and Means 
Committee will kick off the sec- 
ond session of the 85th Congress 
with two months of “no holds 
barred” hearings on tax law revi- 
sions. The plan is to listen to every- 
one who has ideas on taxes. 

Business groups in the capital 
are eyeing these hearings with 
great interest, for there is general 
agreement that some kind of tax 
cuts are a sure thing in 1958 — an 
election year. 

3 = > > 
Airmen to Study Driving 

E U.S. Air Force, which re- 
vealed the extent of its con- 
cern with auto accidents during re- 
cent safety belt hearings in the 
House, has prescribed a compul- 
sory driver improvement course for 
all airmen under 25 years of age. 
= than half a million Air 
orce personnel will be required 
to take the course, which will 
consist of 10 hours of classroom 
instruction. 

Gen. Nathan F. Twining, former 
Air Force chief of staff, who an- 
nounced the program, said that 
“more than 600 members of the 
Air Force are killed and about 5,500 
injured as a result of accidents in 
private motor vehicles” each year. 

: * = 


Stiff Test Planned for Aged 


DJDRIVERS 75 or older will have 

to pass an extensive examina- 
tion and a road test before they 
get their drivers’ licenses renewed 
in the District of Columbia. 

The new policy also requires each 
elderly applicant to supply a physi- 
cian’s statement certifying that he 
is physically fit to drive. 

= 7 . 


16 Million Miles of Wear 


sx road strips will be subjected 

to 16 million miles of heavy 
truck traffic next summer at Ot- 
tawa, Ill., in tests sponsored by the 
American Assn. of State Highway 
Officials. The Department of De- 
fense will take part in the experi- 
ments. 

Tests are expected to supply both 
military chiefs and trucking execu- 
tives with answers to many ques- 
tions on the behavior of different 
types of roads and pavements un- 
der various traffic conditions. 
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; The Tribune again leads 

, all other Chicago newspapers! 
| *and 

_ for the first 


7 months, too! 


(Source: Media Records, Inc.) 


CHICAGO TRIBUNE 


THE WORLD’S GREATEST NEWSPAPER 





Detroit representative: 
W. E. BATES 1263 Penobscot Bldg. WOodward 2-8422 
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Need 
Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


New Car Sales Manager Assistant Service Manager 
Truck Sales Manager Service Salesman 
Parts Manager 
Assistant Parts Manager 
Salesmen—New Car 
Salesmen—Used Car 
Salesmen—Combination 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 
to obtain them yourself. THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE ...........0-0000-00-2.- ONLY $17.95 


Mail your check today. Put them to work immediately. 
Also write us about our annual “Research Management Service” 


Clilomolive Griltypiiter 


Retail Research Specialists 
10600 Puritan Avenue 


Detroit 38, Mich. 
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King Moves into New Facilities— 


King Chevrolet Co., Tyler, Tex., has moved into this new building. The steel and 
brick structure is entirely air-conditioned and doubles the dealership's floor space 
to a total of 67,970 square feet. 





Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

EW automobile dealers realize 
that an employe, as an auto- 
mobile driver, who negligently in- 
jures a pedestrian or occupant of 
another car is personally liable in 

damages to the injured person. 
For illustration, 
in Moser v. Inter- 
urban Co., 62 N. 
E. (2d) 558, it was 


boy was injured 
by a negligent 
truck driver. The 
boy was in the 
hospital more 
than two months 
and his father 
sued both the 


employer for damages. 

The higher court held the truck 
driver personally liable for $8,500, 
although he contended that he 
should not be held personally liable 


| since he was a mere employe and 


did not own the truck which he 
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new! PALNUT 
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Make their own threads — easily, 


quickly on studs of Nameplates, Medallions, Moldings, etc. 
















Hex form fits all 
standard tools and 
shanks. 


w... low-cost, plain studs become strong, 
vibration- proof threaded assemblies by 
simply fastening with the new PALNUT Self- 
threading Nuts. You eliminate the high cost of 
threaded studs—your fastening operation does 
the thread-cutting while tightening. No special 
tools needed—high-speed assembly is obtained 
with standard tools and methods. 

PALNUT Self-threading Nuts are made of 
spring-tempered steel, comprising a thread- 
cutting lock nut and flat washer in one piece. 
Parts are pulled up tight with a resilient spring 


Thread-forming teeth 
exert powerful vibra- 
tion-proof grip on 
studs. 


Also available with 
plastisol compound to seal out water 
and dust. Shown above is Grounding 
Type with notched base which pro- 
vides electrical grounding through 
non-conductive coatings. 


Write for free samples 
and descriptive literature 


THE PALNUT COMPANY 










Full contact 
(360°) on work 
surfaces, flat 
or irregular, on 
perpendicular 
or off-angle 










“bonded-in” 


locking action that will not loosen in service. Subsidiary 
Available in sizes for 1%", 34” and 14” un- a Glen Read, Mountaineid Md 
threaded studs. Detroit ettice and warehouse: 

730 West Eight Mile Read, Detroit 20, 








was driving at the time the acci- 
dent occurred. 

This court indicated that if the 
negligent driver cannot pay $8,500 
judgment, the court may order 
his home and personal chattels 
sold to satisfy the judgment. 
Moreover, the higher courts have 

established that a debt of this kind 
cannot be avoided by the debtor 
taking advantage of bankruptcy. 
Modern higher courts consist- 
ently hold that an employer is not 


liable in damages for injuries sus-| 


tained or effected by an employe 
while he is driving his own auto- 
mobile at his own expense. How- 
ever, an employer is liable if he 





pays all or any part of the operat- 
ing expense of his employe’s auto- 


mobile. 
* * * 


Employer Is Liable 


For example, in Texas Assn. v.| 
Inge, 208 S. W. (2d) 867, the! 
testimony showed that an em-| 
ployer told his serviceman that he} 
would be paid a travel remittance | 
of seven cents per mile if he used | 
his own automobile to go to and} 
from jobs. 

Under this arrangement an em- 
ploye named Inge used his own | 
automobile to transport himself to| 
and from his employer’s jobs. He 
received no wages for the time con- 
sumed in traveling to and from the | 
jobs. 

One day, after completing his 
regular hours of work at a job,| 
Inge started to drive to his home 
in his own automobile. He collided | 
with a truck and suffered severe | 
injuries from which he died. 

Inge’s dependents sued the em- | 
ployer for damages and compen- | 
sation. The employer contended | 
that he was not liable because 

Inge was not killed while attend- 
ing to his regular duties. Never- 
theless the higher court decided | 
that the employer must pay com- 
pensation to Inge’s dependents: 

The court said: “. . . We do not 
think that he (Inge) stepped out | 
of his role as an employe and be- 
came an independent contractor | 
when he started on his way home| 
in his automobile. The arrange-| 
ment for the use of Inge’s automo- 
bile was a part of his contract of | 
employment.” 

Also, see Maryland Casualty Co. | 
v. Mason, 158 F. (2d) 244. In this 
case an arrangement was made by 
an employer to pay an employe on 
a mileage basis for transporting 
himself and his fellow workers to 
and from work. 

x * © 


Worker’s Negligence Costly 


ir SUBSEQUENT litigation the 
employer was held liable in dam- 
ages for injuries sustained by a 
workmen while being transported 
from work to his home. 

For further comparison, see 
Underwriters v. Terrell, 126 S.W. 
(2d) 752. In this case it was shown 
that an accident occurred when a 
garage employe was driving to the 
garage in his own automobile under 
an arrangement whereby the em- 
ployer furnished gasoline free. The 
employer was held liable. 

It is well established law that an 
automobile dealer always is liable 
in damages for injuries caused by a 
negligent garage employe while 
driving an automobile belonging to 
one of the dealer’s customers. 

For example, in Henry Motor 
Co. v. Hoch, 47 S. E. (2d) 159, it 
was shown that one Hoch sued 
Henry Motor Co. for $25,000 for 











injuries received when an em 

ploye of the firm drove an auto 

mobile against her which knocke¢ 
her down and dragged her son« 
distance. 

The testimony showed that : 
the time of the accident the aut 
mobile had just been repaired + 
the motor company and that it w: 
being delivered to the owner by th 
motor company’s employe. Tt 
higher court awarded Hoch $4,0( 
damages, and said: 

“The evidence authorized th 
jury to find that Barnett (drive: 
was acting within the scope of h 
employment by the defendant 
(Henry Motor Co.) at the time tl 
plaintiff (Hoch) was injured.” 

* + * 


Municipal Tax Faces 


Hearing in Montgomery 


MONTGOMERY, Ala. — Circu 
Judge Walter B. Jones will cor 
duct a hearing Sept. 6 in Mon 
gomery on a suit challenging tt 
validity of a 1 percent municip: 
tax on gross retail sales which we 
adopted by the Montgomery cit 
commission, effective July 10. 

Filed on behalf of a citizen 
committee, the suit contends th: 
the city commissioners passed th 
tax ordinance as an “emergenc 
measure” for the purpose of pr 
venting a petition movement t 
force a referendum on the levy. ] 
is further contended that the ta 
places Montgomery merchants i 
an unfair competitive position wit 
those of other cities. 

Meanwhile, city officials bega 
studies of possible revisions tha 
would help merchants selling out 
side the city. 


Eaton to Build 
Plant in Brazil 


CLEVELAND.—Eaton Mfg. Co 
in conjunction with importan 
Brazilian interests, has formed | 
new automotive parts manufactur 
ing company—Eaton S. A. Indus 
tria de Pecas e Acessorios—wit! 
headquarters in Sao Paulo, Brazi 

John C. Virden, president o 
Eaton, said that a majority of th 
stock of the new corporation i 
owned by Eaton and a minorit 
interest by the firm of Tavares ¢ 
Pinheiro S. A. Engenheria, Indus 
tria E Comercio, of Sao Paul 
Brazil. 

Construction will begin soon oi 
a 25,000 square-foot, one-story fac 
tory building, which will be read 
for production early in 1958, At th 
outset the new plant will produc 
valves for automobiles and truck: 
initially for the replacement marke 
and later for original equipment a 
more trucks and automobiles ar 
manufactured in Brazil. 


Halfway Round the World— 


Several Delco batteries especially pach 
aged for overseas shipment are enrout 
to Lowell Thomas to be picked up « 
Angorma, New Guinea, some 12,000 a 
miles away from the Delco-Remy hom 
offices in Anderson, Ind. The batteries wi 
reach the famed newscaster who is “‘o 
location” deep in the wilds of Ne 
Guinea for the filming of one of seve 
hour-length “High Adventure” series 1 
be shown over the CBS television networ 
this fall. The spectaculars will be joint! 
sponsored by United Motors Service an 
Deico-Remy. Barbara Smith, of the Delc« 
Remy traffic department, was an intereste 
onlooker in the shipping room, since he 
husband is on military duty in that are 
of the Pacific. 
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Aluminum Door Frames 


reduce costs, add beauty, 
permit flexibility and 
integration of design 


r ae ete Bee pgs! |. a 


\ 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS GS ALUMINUM 


From a cost standpoint, aluminum door frames : 
offer the advantages of tooling simplification, Reynolds Aluminum 


flexibility of styling modification, economy of THE METAL FOR AUTOMATION* 
construction, integration of design (rail, inner 

and outer trim molding, for example, can be 

combined into a single aluminum extrusion). 

From a sales standpoint, aluminum door frames The Finest Products 

will not rust, chip, pit, peel or flake. There’s Made with Aleminum 


added customer appeal in this lasting beauty are made with 
feature. aU UL ILL, 
Strong, lightweight aluminum door frames 


are but one of many examples of how the auto- 
motive industry is adding beauty, cutting costs 
and increasing design freedom with both alu- 
minum mill products from Reynolds and with 
parts fabricated and finished by Reynolds 
Aluminum Fabricating Service. 


The photos here illustrate examples of the vw. eae ; aan 
vast fabricating and finishing facilities that fateh steed py ® pony eutesnabiie cain Ged ahametaaiae 
Reynolds offers the automotive industry. From brighten or anodize them in different colors—and can handle 
these facilities come sales appealing color ano- Senlaies keekesdanine aedece otek es 

ized parts with the “gleam of gold” and clear 2 ; ee 
anodized parts with the “‘look of sterling.”’ From 
these facilities come quality parts... quality 
controlled from mine to finished part and 
backed by Reynolds technological know-how 
in producing and fabricating aluminum. Eco- 
nomical parts, too, because of Reynolds tre- 
mendous variety of the most modern fabricating 
and finishing equipment. 

For details on these facilities and for the Part of a battery of Reynolds Part of a battery of Reynolds 
assistance of Reynolds Aluminum Specialists Seine cand tow on ane ts te tahoawian @ 
on mill product applications or on fabricated 1957 hood moldings automotive parts. 
parts, contact your nearest Reynolds Office. Or 
write Reynolds Metals Company, Fisher Build- 
ing, Detroit 2, Michigan or Reynolds Aluminum 
ce — South Ninth Street, 

uisville 1, Kentucky. 


Reynolds Aluminum Fabricating Service 


BLANKING + EMBOSSING + STAMPING + DRAWING + RIVETING + FORMING 


A a The tanks in this new Reynolds anodizing installation can handle 
ROLL SHAPING TUBE BENDING WELDING + BRAZING + FINISHING parts 24’ long, 12’ high and 4’ wide, making it possible to handle 
hundreds of trim parts at one time. This half-block long system is 
another new addition to Reynolds multimillion dollar finishing 
facilities investment 











hy Joseph M. Callahan 


Supplier Relations 
Gets Forward Look 
HE “forward look,” which 
has come to Chrysler 
Corp.’s cars and organization 
in the past few years, is now 
being extended to the cor- 
poration’s supplier relations. 

The new look at Chrysler’s pur- 
chasing department consists of (1) 
@ program of “divisionalization” 
for purchasing, (2) a new policy 
statement on supplier relations and 
(3) — most recently — the ap- 
pointment of J. C. Poyner as di- 
rector of supplier relations. 

Ford Motor Co. has taken a 
similar action in appointing James 
L. Cameron as its director of sup- 

plier relations. A 
GM spokesman 
said that his firm 
sees no need for 
such an action at 
this time. 
Fundamentally, 
Chrysler’s Poy- 
ner feels that 
his job is to do 


J. C. Poyner tions between 
his corporation’s 12,553 suppliers 
and the 725 purchasing employes 
who spend $2% billion a year for 
Chrysler Corp. 

Poyner, who started at Chrysler 
Corp. as a clerk in 1926 and most 
recently was the corporation’s as- 
sistant general purchasing agent in 
charge of raw materials, said: “We 
feel we've had good vendor rela- 
tions in the past, but we hope to 
improve our relations.” 

> > ” 
Grievance Umpire 
- HIS new position, Poyner will 
act as an impartial umpire in 
the settlement of grievances or 
fancied grievances of suppliers, as 
an information service for suppliers 
and as a parttime traveler who will 
visit suppliers to offer assistance 
and to evaluate their ability to 
produce. 

“Tll be doing my best to see that 
the vendors get a good deal,” he 
said. “But this doesn’t mean that 
the complaining vendor will always 
be right. 

“A supplier has to make money 
to be a good supplier—otherwise 
he can’t stay in business. I expect 
that the volume of our purchasing 
will continue at the same level in 
the next few years.” 

As a purveyor of information, 
Poyner will tell suppliers whether 
a particular item is purchased “cen- 
trally” or by the division, and which 
men should be contacted. 

For example, Poyner was re- 
cently visited by a vendor with a 
tool inspection bench. He informed 
this vendor that his product, if 
needed, would be purchased by the 
divisions. Poyner then gave the 
man the names of the master me- 
chanics, the chief inspectors and 


(Continued on Page 26, Col. 3) 
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Engineering - Production - Materials | 


A Monthly Section Describing and Interpreting Technical Developments 


Purifiers Possible by *59 or 760... 


Exhaust Research Stepped Up 


LL gh Oe tata eget eh tagyr wenentine 
devices to minimize unburned 
hydrocarbons eventually will lead 
to radical changes in the automo- 
bile exhaust system. The goal of 
researchers in this field is a unit 
that will significantly reduce the 
automobile’s contribution to air 
pollution. 

During the past three years, a 
large-scale industrywide effort 
has been directed toward en- 
gineering solutions to this prob- 
lem. Considerable progress has 
been made in experimental work, 
and the outlook is hopeful. The 
experts are confident that the day 
is not far off when car makers 
will be able to “get off the hook 
on the smog question.” 

The most optimistic authoritative 





Factory’s Roof 
Built to Retard 
Spread of Fire 


IWINSBURG, O.—T hirty-four 

acres of fire-retardant roofing 
protect Chrysler Corp’s giant new 
stamping plant here. 

The roofing consists of a flame- 
resistant Koroseal vapor barrier 
and nonflammable Lexsuco adhe- 
sive R 907 T. 

Engineered and distributed by 
Lexsuco, Inc., Cleveland, under the 
name of “Lexsuco Fire-retardant 
Roof Construction,” the materials 
are manufactured by B. F. Good- 
rich Industrial Products Co., Akron. 

The roofing at the sprawling 1,- 
400,000-square-foot plant was in- 
stalled by Industrial Roofing & 
Sheet Metal, Inc., Cleveland. 

> > . 

ys complete roof consists of a 

Walcon steel roof deck, Lexsuco 
fire-retardant roof construction, 
Fesco Board roof insulation and a 
Koppers four-ply tar and gravel 
built-up roof. Lexsuco says its con- 
struction eliminates flammable as- 
phaltic materials from between the 
roof deck and insulation. 

“Factory Mutua] Laboratories 
in Norwood, Mass., Lexsuco Pres- 
ident Frank Curtis said, “proved 
in fire tests that asphaltic ma- 
terials used between a metal roof 
deck and insulation let go com- 
bustible gases. These gases are 
forced down under pressure 
through the roof, where they ig- 
nite and spread fire. Preventing 
this reaction is one of the pur- 
poses of the Lexsuco system.” 

Curtis said that the tests proved 


(Continued on Page 18, Col. 5) 
* * 


Safety on Top— 


Rolis of fiame-resistant Koroseal vapor 
barrier film are applied to 34-acre roof 
of Chrysler Corp. stamping plant in 
Twinsburg, O. The material is designed 
to protect against asphalt melting and 
feeding flames in case of a plant fire. 


opinions peg first availability of 
suitable exhaust purifiers for 1959 
or 1960 models. No one who is close 
to development work on such equip- 
ment expects a production version 
to be ready in time for 1958 cars. 

Contrary to the impression given 
by recent over-optimistic headlines, 
the “answer” has not yet been 


Headlamp Shelils— 


At ovtput end of C. M. Hall Lamp Co.'s 
new 450-ton press, stampings flow from 
the lower chute into a conveyor for de- 
livery to another department, while cut- 
tings are ejected from above. 


Giant New Press 
Speeds Output of 
Headlight Shells 


A 450-TON stamping press that 
forms automobile headlight 
shells from strip steel at a rate of 
2,000 parts per hour has been in- 
stalled at C. M. Hall Lamp Co., De- 
troit. 

Claimed to be the largest unit 
of its type, the dieing press is 
said to be the first designed to 
stamp out double units for the 
new dual-headlight system at a 
rate exceeding that at which 
single units previously were pro- 
duced. 


Shells for the dual lamps on 1957 
cars had been formed on single- 
station presses prior to installation 
of the new equipment. 

. > a. 

i bppex new press is fully automatic 

and its capacity is twice the 
total of six older presses it re- 
places. It is 11 feet high, 16 feet 
long and 17 feet wide, including 
drive. Weight of the machine is 
175,000 pounds. 

Other key specifications of the 
new 450-ton, double-crank press 
include: Stroke, 14 inches; speed, 
18 to 36 strokes per minute; shut 
height, 17 to 20 inches; and die 
area, 36 by 170 inches. 

The machine is powered by a 75- 
horsepower motor, and its working 
pressure source ig two 20-ton air 
cylinders. 

The 450-ton pressure rating is 
said to be 150 tons higher than that 
of the largest similar automatic 
presses built previously. This high 
pressure was necessitated by the 
unusual size of progressive dies the 
machine is designed to handle. Die 


dimensions of 36 by 170 incheg com- | | 


pare with the 28 by 150 inch dies 
used for predecessor 300-ton ma- 
chines. 


Engineering New Products 
Page 28 


found—certainly, none of the ex- 
perimental devices yet disclosed is 
represented as an actual production 
design. The fact is that many diffi- 
cult engineering, design and ma- 
terials problems remain to be 
overcome. And much costly, time- 
consuming product development 
work still must be performed. 
= + + 

A known experimental ap- 

proaches to reduction of hydro- 
carbon emission from automobiles 
may be classified according to one 
of two basic operating principles. 
One type is an engine (induction 
system) modification, the other calls 
for a change in the exhaust system. 

Among engine induction system 
modifications, the most feasible 


17 


devices fall generally into two 
categories: Those which stop the 
flow of fuel from the carbure- 
tor during deceleration, and those 
which maintain burnable mix- 
tures during deceleration. 

Exhaust-treatment devices, on the 
other hand, are operable (in theory) 
by physical separation methods, 
chemical methods and a variety of 
miscellaneous approaches. Accord- 
ing to George J. Nebel, chairman, 
Automobile Manufacturers Assn., 
exhaust system task group, “The 
most practical way to separate 
hydrocarbons from exhaust gases is 
by oxidation.” 

This may be accomplished either 
catalytically or with flame-type 

(Continued on Page 22, Col. 1) 





Armor-Plated Plastic Tools 
Boast Low Cost, Long Life 


NEW “armor-plating” technique | 


holds promise of significant 
gains in the life of plastic tooling, 
according to Leicester, Lovell & 


Co., the British firm which de-| 


veloped the process. 


Favorable results in the first 
production applications of this 
form of plastic tooling reportedly 
have aroused widespread interest 
throughout the British automo- 
tive industry. 

Both in England and the U. S., 
ordinary plastic tools have proved 
suitable for many applications in 
automobile plants. However, dur- 
ing the planning stages of a tool- 
ing program, it generally is recog- 
nized that plastic tools have serious 
limitations that, in some instances, 
offset the advantage of significantly 
lower first-cost (as compared to 
conventional steel tools and dies). 

> : > 


HE barrier to more extensive 

use of plastic tooling is the 
relatively short working life. As a 
general rule, when working on 
steel or other hard metals, plastic 
tools are good for only 10,000 to 
20,000 parts. 

To overcome this drawback, 
Leicester started a program 
aimed at development of a thin 
armor-plating on a plastic base, 
instead of having an all-plastic 
tool. These experiments began 
about 18 months ago, and now it 
is reported that a number of 
steel-covered plastic tools have 
been used successfully in produc- 
tion runs. 

Results to date allegedly indicate 
that the new armor-plated plastic 
tools have “shown themselves ideal 

for the big-volume production called 
+ 7 . 


Tough Tooling— 

First step in a British process for mak- 
ing steel-coated plastic tooling calls for 
spraying of the plaster mold with a 
coating of alloy steel. Later in the proc- 
ess, this coating is transferred to the 
surface of the plastic tool. 





for in the automobile industry”— 
where runs up to 100,000 or more 
for a single part are commonplace, 

Working in cooperation with 
Metallization, Ltd. Leicester de- 


|veloped a new technique that 
| reportedly extends the application 


of their epoxy resin tooling into 
the region of high-production tools, 
“combining maximum wear resist- 


|ance with economic production 


methods.” 
> > > 
— first step in producing such 
a tool is to make a suitable 
female mold of the required shape 
for the punch. The mold surfaces 
then are prepared and a layer of 
high-carbon steel or nickel-chrome- 
molybdenum alloy is applied on in- 
ternal surfaces. The metal coating 
is applied by spraying to a depth 
of 0.02 to 0.03 inches. 
A special metal spraying pro- 
cedure is required, since the coat- 
(Continued on Page 19, Col. 1) 


Special Fasteners 
Beef Up Joints in 
Wooden Trailers 


A FASTENING technique used in 
trailers for guided missile con- 
trol equipment may cause a revival 
of interest in wood construction for 
commercial trailers. This possibility 
is envisioned by Marvin P. Reece, 
supervisor, test laboratory, Rosan, 
Inc., in releasing details of the new 
fastening technique to AvuTOMOTIVE 
News. 

In the commercial trailer field, 
wood construction has “all but 
disappeared,” according to Reece. 

He said that experience proved 


. wood incapable of satisfactory 


service under prolonged use and 
severe operating conditions. 

The reason allegedly is that “after 
relatively short periods, fastened 
joints became loosened because of 
vibrations and shifting weight en- 
countered when the trailer was in 
motion.” 

. a +. 


ad epee trend away from the use of 
wood is expected to be re- 
versed,” Reece stated, “with a new 
type of fastening technique that 
strengthens the area where fasten- 
ers are to be placed.” 


members and is, therefore, ex- 
(Continued on Page 18, Col. 3) 
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Used in Trailers... 


pected to aid in reducing over-all 
weight of future trailer designs. 


The technique of strengthening 
the wood in the area of the fastener 
is implemented with a metallic in- 
sert that is placed in the wood. 
The insert itself is designed for 
screwdriver installation in a drilled 
hole. It then serves as an anchor 
for conventional machine screws. 

It is asserted that, in some sizes, 
the machine screw will fail under 
tension loading before the insert 
pulls out. “The reason for the high 
holding power of the insert lies in 
its unusual design,” Reece ex- 
| plained. 





- * > 
i= blade-shaped external thread 


slices into the wood without 
damaging the fibers or wood layers, 





Insert Strengthens Wood Fastening— | 


Rosan, Inc., developed these metal inserts as a new approach to fastening wood | 
members used in trailer construction. After the hole is drilled, the insert is screwed | it is claimed. In this way, the fibers 
into the hole and serves as an anchor for a threaded fastener. Knife-thread inserts| are able to retain their original 
have internal and external threads. Internal threads hold the fastener in the insert,| strength. In identifying the theory 


while external threads hold the insert in the wood. Reece 


New Fasteners for Wood 





(Continued from Page 17) 





underlying the design, 
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pointed out that the thin blades 
slice between the fibers as they 
enter the wood. 

In contrast, he said, the “thin 
blunt threads of ordinary wood 
screws crush, wedge or otherwise 


the wood.” Then, when fibers are 
damaged, the fastener becomes 
susceptible to loosening under 
heavy use and vibration such as 
experienced in trailers and vans. 

An important basic feature of the 
so-called knife-thread insert is its 
ability to guide itself precisely in 
the desired direction. “This direc- 
tional stability is inherent, because 
the thread is formed against a 
straight shank,’ Reece continued. 


With this design, the unthreaded 


| portion of the shank forms a pilot 


to guide the insert into the pre- 
drilled hole. As the insert is screwed 





destroy the natural formation of 





Conductivity Measured 


By K-Factor Tester 


PHOENIXVILLE, Pa. — Tatnall 
Measuring Systems Co. has devel- 
oped a K-Factor tester to measure 
the specific thermal conductivity of 
a material. 

The Tatnall K-Factor tester is a 
simple apparatus using the bag 
technique for heat conductivity 
measurements. It meets ASTM re- 
quirements, is quick and conveni- 
ent to use and low in cost, Tatnall 
claims. The unit consists of a port- 
able hot plate unit, a cold bath and | 


a relay rack. 


| 
| 


| 


| 


| 
} 





Reflected in this modern motor car wheel, hub-and-drum, and brake 


KELSEY-HAYES COMPANY 
Gen’! Offices: Detroit 32, Mich. 


Automotive. Aviation and Agricultural 
Parts - Hand Tests ter industry and Home 
15 Plants: Detroit and Jackson, 
Mich.; Los Angeles; McKees- 
port, Pa.; Springfield, Ohio 
(Speco Division); Utica, N. Y. 
(Utica Drop Forge & Tool Divi- 
sion); Davenport, lowa (Farm 
Implement and Wheel Divi- 
sion); Windsor, Ont., Canada. 


assembly are the precision and excellence of quality which have earned 
for Kelsey-Hayes a respected name among suppliers to the 
automotive industry since 1908. Products representative of the 
specialized skills and facilities of Kelsey-Hayes in the manufacture 
of fine automotive parts and components include: wheels, brakes, 
hubs and drums, power brakes, transmission bands and other chassis parts. 


|into the hole, the fit between the 


insert shank and the hole remains 
constant, it is claimd. 


This action keeps the insert from 
“drifting” out of line during instal- 
lation and aids in speeding fabri- 
cation where it is necessary to 
maintain a high rate of production 
for installation of a large number 
of fasteners. 

* * * 

HERE are two variations of the 

knife-thread units, each de- 
veloped for a specific type of ap- 
plication. One of these is the insert 
just described. 

The other is a stud with a 
standard thread at one end and 
a knife thread at the other. Em- 
bodying the same basic principles 
as the insert, the knife thread 
stud is intended for attaching 
wooded panels either to metal or 
wood trailer frames. In this way, 
Reece points out, studded trailer 
panels are readily installed with 
definite alignment of studs with 
holes. 

When high torquing of the fas- 
tener is necessary, both the insert 
and the stud may be equipped with 
a lock ring that is serrated on its 
inside and outside diameters. 

In this installation, the insert or 
stud has a serrated collar that en- 
gages with the inner serrations of 
the lock ring. At the same time, 
the outer serrations of the lock ring 
broach the parent material to firm- 
ly lock the ring and insert or stud 
in place. This locking arrangement 
then remains part of the assembly. 

7 > > 

N ADDITION to plain wood, all 

types of plywood and many 


| plastics that are utilized in trailer 


manufacturing reportedly may be 
used with knife thread inserts and 


| studs. 


Regardless of the materials be- 
ing joined, it is claimed that the 
insert and screw combination will 
retain its strength through a large 
number of assembly and disas- 
sembly operations. 

The new fastening technique 
being used in the 


is 
construction of 


| trailers slated to carry mobile con- 


trol equipment for Nike missiles. 

The missile products division, 
Fruehauf Trailer Co., is supplying 
the basic trailer to Army Ordnance 
through the prime contractor, 
Western Electric. and the subcon- 
tractor, Douglas Aircraft. 


Plant Roof Built 
To Resist Fire 


(Continued from Page 17) 
that “Lexsuco roof constructions 
will not feed or spread a fire and 
will eliminate the usual dense black 
smoke that accompanies a building 
fire and makes fire-fighting diffi- 
cult.” 
* * * 

S A result of the tests, Factory 

Mutual has awarded Lexsuco 
roofing a Class I rating. The roof- 
ing system has received Factory 
Insurance Association approval as 
well. 

B. F. Goodrich Koroseal vapor 
barrier also protects the insulated 
built-up roof from the damage of 
moisture migration, Curtis said. 
Without the protection of Koro- 
seal vapor barrier, he said, water 
vapors, prompted by warmer in- 
side and colder outside tempera- 
tures, can penetrate the insulated, 
built-up roof. 

“This,” he said, “may cause ex- 
tensive damage often undiscovered 
until beyond repair.” 


Dana Promotes 3 


Three promotions have been an- 
nounced in the engineering depart- 
ment at Dana Corp., Toledo, Ray 
Reed has been appointed chief engi- 
neer of the railroad division; Ner- 
man Revenaugh, has been named 


mechanical transmission engineer, 


and William Trisler now is a uni- 
versal joint engineer. 
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Low Cost, Long Life Claimed . 


Armor-Plated Plastic 
Used in British Tools 


(Continued from Page 17) 


ing has a natural tendency to 

contract away from the female 
mold surfaces as it cools, The 
spray technique finally adopted 
is based on feeding a thin wire 
of the selected metal into a hand 
spray gun, in which it is heated 
to about 2,000 degrees Centrigrade 
by an oxygen flame. 

Despite the short distance of 
travel from the gun “muzzle” to 
the mold surface, the molten metal 
cools to approximately 80 degrees 
Centrigrade—hence does not dam- 
age the mold. 

A sand-filled resin core then is 
prepared and hardened in the same 
manner as for conventional plastic 
tools. The facing resin mixture is 
prepared as usual and applied by 
brush to the core surfaces, after 
which the core is placed in the 
metallized mold. 

> = > 
—— the facing mixture has 
been poured into the mold and 
allowed to harden, the completed 
tool is removed with the sprayed 


Cimeo Develops 
Assembly Unit 
For Ball Joints 


ANN ARBOR, Mich—Two spin-| 


ning operations, ordinarily assigned 
to other specially tooled equipment, 
are included in a 12-station se- 
quence of the Series 4C54 special 
assembly machine developed by 
Cimco Engineering Co. 

Designed for assembly of the 
upper ball joint assembly portion 


of the steering mechanism in a car, | 


the machine has an operating cycle 
time of six seconds, permitting a 
production rate of some 600 pieces 
per hour at 100 percent efficiency. 

The assembly machine handles 
both the left-hand and right-hand 
ball joint assemblies by the inter- 
changing of one rest pad and one 


diamond locater in each of the 12) 


fixtures. 
The spinning operations are 
scheduled for the sixth and seventh 


steps of a 10-step operation se-| 


quence. At station eight, the Cimco 
spinning unit rough spins a ball 


joint socket (a steel forging) over | 
a closing disc while a mist spray | 


lubricates the spinning rolls. At 


station nine, a second spinning unit | 


finish spins the socket and a spray 
mist lubricates the rolls. 

Aithough design of the part to be 
spun required spinning rolls of 
smaller diameter than would be 
used conventionally, Cimco’s rigid 
design assured longer spinning-roll 
life, because vibration is _ elimi- 
nated, it is said. 

In addition, the spinning rolls are 
lowered hydraulically insuring pos- 
itive pressure with maximum con- 
trol throughout the cycle. 

The machine is equipped with a 
model 36Lt-12 index table and a 
special 54-inch dial plate. Other 
equipment in addition to the spin- 
ning units include two greasing 
units, a hopper feed unit, and one 
automatic ejection unit. The ma- 
chine is equipped with suitable 
hydraulic pumps, oil reservoir, 
valves, and necessary pneumatic 
cylinders and controls. 


Potter Instrument Opens 


New Plant on Long Island 


GREAT NECK, N. Y.—Potter In- 
strument Co., Inc., producer of elec- 
tronic equipment for use with com- 
puters and control of industrial 
machinery, has opened a new fac- 
tory and office building on Sunny- 
side Blvd., in Plainview, Long 
Island. 

The move represents the fourth 
time in the company’s 14-year his- 
tory that it has doubled its ca- 
pacity. The new facility has more 
than 50,000 square feet of floor 
space. 


metal adhering to it. The armored 
tool then is ready for use after a 
cleaning operation. 

Experience allegedly indicates 
that, if the mold has been made 
carefully, with low-expansion 
plaster or a suitable epoxy-resin 
mixture, the tool’s final dimen- 
sions are a precise duplicate of 
the original master. 

In actual productive use, the 
metallized plastic tool reportedly 





The Holley “team” 


This new Holley 















“has been found superior to an| 
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equivalent steel tool of the highest 
grade.” This performance advan- 
tage is attributed to the fact that 
the sprayed “armoring” is slightly 
porous, and thus holds the working 
lubricant and creates less wear- 
producing friction. 

The British auto industry is said 
to be exhibiting an active interest 
in the possibilities of using armor- 
plated plastic tools. Among the 
large manufacturers which already 
have tested them are Austin Motor 
Co., Morris Motors, Rover Cars and 
Vauxhall Motors. It is reported that 
tools already are being made for 
A.C.-Delco and Briggs Bodies. 

+ cz = 

‘_ report from AUTOMOTIVE 

News’ London correspondent 
asserts that economic advantages 
will cause other companies to adopt 
this type of tooling for various 
parts requiring a long production 
run. Specific mention was made of 


How Holley Teams 

Carburetor — Governor — Distributor 
For a New Kind of 

Power Control System 


of carburetor, governor, and the new rotovance 
distributor provides positive engine control under all load and operating 
conditions. Engineered and designed as a power control system, each 
unit is coordinated with the other so that all conditions of speed and 
load are measured throughout the entire operating range. The result: 
better economy, more power, and better engine regulation from cut-off 
to load point than with non-coordinated units. 


“team” is only one of the many engineering advances 
Holley has contributed to the automotive and truck industries. And it’s 
one example of the many reasons why more and more car and truck 
manufacturers are “looking to Holley” for power control systems. 


HOW IT WORKS: The distributor centrifugal spark advance, determined by weights (1) is supple- 
mented for part throttle operation by vacuum measured at the carburetor throttle body (2) and connected 
to the spark advance diaphragm through inlet (2A). Vacuum for operating the governor diaphragm (3) 
is obtained from the carburetor at (4) and connected to the centrifugal control valve (5) through (4A). 
Clean air, drawn from the carburetor air horn (6) is taken into the distributor at (6A). Governing is ac- 
complished when engine speed causes the valve to close, which shuts off the air bleed and permits the 
vacuum from port (4) to develop a throttle closing force on the diaphragm. 











Rowe Industries Buys 


Assets of Cox Mfg. 


TOLEDO.—Acquisition of the 
assets of Cox Mfg. Co., Inc., An- 
gola, Ind, by Rowe Industries 
here has been announced by H. 
M. Klopping, general manager of 
the Toledo firm. 


Clearance lights designed for 
sides of truck and trailer bodies 
and manufactured by the Indiana 
firm will be continued by Rowe 
at its Toledo plant, Klopping said. 
Rowe manufacturers electrical, 
electronic and mechanical units 
for use in varied industrial and 
commercial fields. 





the fact that still another big} 
British automobile maker—the 
Rootes Group—is starting experi- 
mental use of these tools in the 
plant of one of its associate com- 















1, CLEAN AIR 
INLET 


2. SPARK 
ADVANCE 
VACUUM 


3. GOVERNOR 
VACUUM 


FOR MORE THAN HALF-A-CENTURY—ORIGINAL EQUIP- 
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panies, British Light Steel Press- 
ings, Ltd. 

The immediate popularity and 
potential widespread use of steel- 
coated plastic tools is attributed 
to the inherent cost-savings they 
offer. 

In the first place, cost of a tool- 
ing program may be reduced by 
from 75 to 80 percent by specifying 
plastic tooling instead of conven- 
tional metal equipment. However, 
the expected life of such tools nor- 
mally is only about one-fifth of that 
than for a comparable metal tool. 

The cost of spraying the armor- 
plating 4s said to be approximately 
$9 per square foot—which adds 
about five or 10 percent to the 
cost of plastic tooling. The end 
|result is claimed to be a steel- 
| coated plastic too] that has service 
life comparable to that of standard 
metal tooling, but at considerably 
less cost. 








NEW ROTOVANCE DISTRIBUTOR 





MENT MANUFACTURERS FOR THE AUTOMOTIVE INDUSTRY 


11955 E. NINE MILE ROAD, VAN DYKE, MICHIGAN 
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Oversize Diameter Rivets 
Join Dimpled Sheets 


An oversize-diameter design has been 
added to the line of Conical Keystone 
Lock (CKL) blind rivets produced by Huck 
Mfg. Co., 2480 Bellevue Ave., Detroit 7, 
Mich. 

The rivets are mode 1/64-inch oversize 
on diameter to ensure hole filling and 
produce a tight installation in dimpled 
sheets, it is claimed. They are available 
with countersunk head style in a wide 
voriety of sizes. 





Coolant Hose Features 


Protective Steel Casing 


Fiex-Set plastic coolant hose, produced 
by Cobon Plastics Corp., 44 lLofayatte, 
Nework 2, N. J., is available in a pro- 
tective steel ovter casing designed to 
combat abrasion and cuts caused by flying 
hot chips, or by shavings. 

Cobon has designed and developed this 
unit to insure conformity of contour in 

* any desired bending radius, regardless of 
how it is bent or twisted—and to stay 
put in any position, it is claimed. It is 
made for coolants, sulphur base oils, 
chemicals, etc. and will withstand cooling 
Pressures. 


Flooring Material Marketed 
For Trucking Locations 


A flooring material compounded espe- 
cially for use in high-speed hand and 
power trucking locations, has been an- 
nounced by Monroe Co., Inc., 10703 Que- 
bec Ave., Cleveland 6, O. 

Known as Sternite, it is applied in a 
%-inch layer over concrete and is said to 
form an extremely hard surface that elimi- 
nates wheel drag. It will not depress under 
wheels. The material is dark brown in color 
and said to be nonslip, nonporous, light- 
weight, fire-retardent, wear resistant, easily 
applied by even the most inexperienced 
workmen and easily feather-edged. 

. 6-5 


Torque Cables Developed 


For Mechanical Instruments 


Rotofiex torque cables, especially de- 
signed to drive mechanical instruments, 
have been marketed by Teleflex, Inc., 
North Wales, Pa. 
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that is attached to the end of the cable 
and will shear if the instrument load be- 
comes excessive. Therefore, the cable will 
not rupture when the instrument jams if 
the Fusetip is used in the system, it is 
claimed. Maintenance costs are said to 
be reduced since the tip can be replaced 
more economically than the cable. 


Laminate Processes 
Announced by Arvin 


Two processes which are said to add 
greatly to automotive and aviation uses 
of vinyl metal laminates have been an- 
nounced by Arvin Industries, Inc., Co- 
lumbus, Ind. 

Arvin said the laminate can be welded 
fo metals of heavier gauge than itself. 
Using special equipment, the vinyl metal 
laminate can be welded to heavy brackets, 
framework or other metal sheets, Arvin 
said. Previously, it could be welded to 
metal only one gavge heavier than 
itself or to the same 


material, Arvin said. 
* aa + 
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Bearing Block Features 
Unique Mounting Device 


A line of spherical roller bearing pillow 
blocks, called Spher-Align, incorporating 
@ vwnique mounting feature, has been 
announced by Dodge Mfg. Corp., Misha- 
woka, Ind. 

The pillow blocks supplement the line 
of tapered roller, ball, and sleeve bear- 
ings developed by Dodge for all types 
of industry. The mounting feature, called 
Micro-Mount, makes it possible to seat 
Spher-Align bearings solidly on shafts 
quickly and easily, it is claimed. The 
bearings are offered through Dodge Dis- 
tributors in both expansion and non- 
expansion types and are stocked in sizes 
to fit shofts from 2 7/16 to 8-inch 
diameters. 





Wintriss Introduces 
Die-Protecting Device 


Wintriss, Inc., 20 Vandam St., New York 
13, N. Y., announces the introduction of 
an electronic-mechanical press control to 
prevent tool and die damage caused by 
mechanical overload. 

The Circuit Master consists of a me- 
chanical sensing unit and electronic con- 
trol. On first contact with an overload, 
the sensing unit sends an impulse to the 
electronic control unit which in turn re- 
lays this impulse to the clutch solenoid, 
stopping the press immediately, it is said. 
The Circuit Master Mark I! model Ri has 
been designed for power presses using 
dies incorporating flattening, forming, 
coining and similar operations where the 
closed position of the die is fixed by any 


* The Rotofiex system features a “Fusetip’ | of the above operations. 





Engineering and Production 
New Products 





or lighter gouge | Electrosonic Cleaning Unit 


Is Available to Industry 


The Telephonics Tank Mounted Trans- 
ducer, an ultrasonic cleaning unit, is now 
available from John B. Moore Corp., Nut- 
ley, N. J. 

The unit is said to provide industry 
with a large capacity Transducer for 
efficient conveyor operations, permit 
instant ultrasonic cleaning of large objects 
or a great number of small objects, result- 
ing in production time savings and lower 
operating costs. The unit is recommended 
for dual mounting on production line 
tanks, or on separte tanks where porta- 
bility is desired. 


Line of All-Nylon Filters 
Marketed by Danielson 


All-nylion filters designed to withstand 
rust and corrosion in a wide range of 
applications have been announced by 
Danielson Mfg. Co., Danielson, Conn. 

The Danco filters are custom-molded in 
types, sizes and shapes to meet specific 
filtering requirements. 





Buffing Compound Applicator 


Announced by Nankervis 


An air-operated buffing compound 
applicator said to permit the application 
of a full 10 inches of compound without 
resetting or adjustment has been announced 
by the George lL. Nankervis Co., 15300 
Fullerton Ave., Detroit, Mich. 

Designated as the model 1006, the 
applicator can be installed on all types 
of buffing machines from simple lathes 
to multi-operation automatics. Lightweight 
construction, less than 24 pounds, permits 
installation on floating heads without 
disturbing balance. It can be installed in 
any position without affecting operation. 
An important feature is said to be its 
ability to feed any number of strokes 
per minute, applying compound only when 
required. a 


Speed Reducer Developed 


By Tulsa Winch 


A worm geor speed reducer which is 
said to incorporate antifriction ball bear- 
ings for input and output shafts has been 
developed by Tulsa Winch Co., Tulsa, 
Okla. 

labeled Model G4S, the reducer pro- 








Ibs-ft. output torque, and is designed for 
intermittent operation. Weight is held to 
36 pounds by use of cast-aluminum hous- 
ing. Tulsa said it can be driven by electric, 
gas, hydraulic motor or manually, or by 
single speed power take-off if truck 
mounted. 
* * + 

Heat-Control Device 
Features Compact Size |Formsprag Lines Includes 


A line of small millivoltmeter pyrometers, Over-Running Clutches 
the HP-30 series, has been announced by | utes 66 tote Geille ben 


General Electric's instrument department. | : 
Designed to keep pace with the trend | bearing sprag clutches for over-running, 
to smaller size in process instrumentation, | indexing and backstopping purposes are 
these devices embody high-strength mag-| "ow available from Formsprag Co., 23601 
net material, printed circuits and miniature | Hoover Rd., Van Dyke, Mich. 
a and relays. The pyrometers are in-| Series B is recommended for true over- 
re ie as Ge eat & Gee | running applications, for low-speed service 
| where the inner race over-runs (where 


process variables such as speed, vacuum, 
density and electrical quantities. both races rotate during some portion of 
+ * +. | the cycle). It is available in bore diam- 
| eters from 2%, to 5¥ inches, with torque 
capacities from 1,875 to 11,600 foot- 
pounds. Series C is intended for indexing 
| and backstopping applications and is 
| evottette in bore diameters from 2% to 
| 5% inches, with torque capacities from 
3,160 to 11,600 foot-pounds. 





Two 











Air-Operated Machine 
Spray Decorates Dials 


An air-operated, electrically controlled 
machine developed by Conforming Matrix 
Corp., 363 Toledo Factories Bidg., Toledo 
2, O., automatically spray decorates dials 
at a high production rate. 

The machine feotures three square- 
shaft air cylinders which clamp the part 
firmly against metal masks during the Applied with Spray Gun 
spraying operation. Three pieces are/ 
loaded at a time and the drum revolves| Development of Stafoam polyurethane 
during painting. The spray guns can be | formulations for spray gun coating of fiat 
stationary or oscilliating, depending on|or contoured surfaces, fabricated objects 
the nature of Ge part. |or assemblies has been announced by 

- American Latex Products Corp., 3341 W. 
Shoulder Screw Line El Segundo Bivd., Hawthorne, Calif. 

A line of upset-forged shoulder screws, Applied with ca De Vilbiss catalyst 
in diameters up to 2% inches and in any| spray equipment to clean, wax or oil-free 
length desired, has been developed by | surfaces, ALPCO’s 1900 series Stafoam 
Cleveland Cap Screw Co., 4502 Lee Rd.,| will foam-in-place to any desired thick- 
Cleveland 28, o. ness between one-eighth and two inches, 

forming a surface bond stronger than the 

| material itself, it is claimed. Series 1900 

| Stafoam is available in densities ranging 

between two and 20 pounds per cubic 

foot, either in rigid or semi-rigid forms 

and in non-spray formulations as well. 
. © @ 





Stafoam Polyurethane 


} 
| 
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Comparator Air Gauge : 
Introduced by Freeland Rotoblast Cleaning Table 
A comparator gauge that works on the Introduced by P angbor: n 


j 


back-pressure circuit principle has been | 
introduced by Freeland Gauge Co., 9940 
Freeland Ave., Detroit 27, Mich. 

The monufacturer calls this air gauge 
the model “L" and states that it consists 
of a filter, pressure regulator, pressure 
gauge, and adjustable restriction unit, and 
a@ gauging indicator. The gauging indicator 
has adjustable limit pointers and linear 


vides 29 to 1 reduction, is rated at 875 calibrated scales. 


Pangborn Corp., Hagerstown, Md., has 
introduced a 4-foot Rotoblast table room 
for cleaning all types of work in foun- 
dries and plants that require a small, 
flexible machine for a wide range of 
cleaning operations. Castings, forgings 
and stampings up to 48-inch diameter by 
24 inches high, as well as plastic and com- 
position materials, can be blasted in 
this unit, it is said. 
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v Advertisers in New York News, 1956 
v v Spent more money in The News than in 


any other New York City newspaper. 


Total U.S.  Spentin News% 
Expenditure  6.Y.News in WLY. 
¢ 1 General Motors Corp......$53,778,652 $788,338 16.8 
Yv 2 Ford Motor Co... 25,366,292 422,917 24.3 
Vv 3 Chrysler Corp... 17,946,196 350,595 23.3 
/v 4 Colgate-Palmolive Co... 12,335,541 550,763 47.3 
//_ 5 Distillers Corp.— 
Seagram’s Ltd... 11,751,216 598,862 33.2 
Jé 6G Lever Bros. Co... 10,576,501 423,071 57.6 
/v_ 7 General Electric Co... 10,292,387 401,986 45.6 
/d¢_ 8 National Distillers 
Products Corp............. 8,628,760 196,069 34.3 
4¥ 9Schenley Industries, Inc. 7,365,790 146,494 36.9 
vv 10 Procter & Gamble Co... 7,141,885 243,746 56.8 
/¥ 11 National Dairy 
Products Corp.......... 7,107,153 434,393 46.1 
vv 12 General Foods Corp....... 6,701,455 269,629 53.0 
/v¥ 13 R.J.ReynoldsTobaccoCo. 6,517,893 183,255 31.3 
/v 14 American Tobacco Co... 6,033,100 279,191 32.7 
/¥ 15 Philip Morris & Co., Inc. 5,975,055 198,313 27.0 
/ 16 Studebaker-PackardCorp. 4,495,716 30,516 10.4 
¢ Vv 17 National Biscuit Co. 4,281,819 246,500 71.5 
¢ 18 Shell Oil Co... 4,215,509 43,888 12.4 
¥ ¥ 19 Armour & Co. sas 3,998,486 138,000 58.9 
¢ ¢ 20 Campbell Soup Co... 3,854,537 372,710 76.6 
/ J 21 Eastern Airlines, Inc. 3,604,034 279,242 21.0 
¥ ¥ 22 Standard Oil Co. (N.J.)... 3,442,246 123,234 29.5 
¥ ¢ 23 General Mills, Inc. 3,432,583 144,259 58.8 
vv 24 Nestle Co., Inc., The 3,319,632 234,896 53.3 
vv 25 Swift & Co... _ 3,223,682 74,594 78.4 
¥ 26 Westinghouse Elec. Corp. 3,137,028 56,304 27.5 
¥ 27 American Airlines, Inc... 3,044,602 139,172 20.5 
vv 28 Pillsbury Mills, Inc. 2,969,334 139,715 60.0 
¢ / 29 Standard Brands, Inc. 2,963,542 117,324 24.7 
¥ ¥ 30 American Motors Corp... 2,895,365 51,052 26.4 
// 31 GilletteCo..... 2,809,071 163,919 62.6 
vv 32 Hiram Walker— 
Gooderham &WortsLtd. 2,758,014 116,610 32.5 
vv 33 Pepsi-Cola Co...........-- 2,699,739 122,953 30.2 
Vv 34 Quaker Oats Co... 2,681,805 152,028 55.7 
/ ¥ 35 Monsanto Chemical Co... 2,519,640 114,576 46.7 
¥ v7 36 Sterling Drug, Inc... 2,518,287 166,641 59.0 
¥ ¥ 37 Socony-Mobil Oil Co.,Inc. 2,501,197 67,676 21.6 
¥ 38 Doubleday & Co., Inc... 2,452,387 75,110 17.1 
v¥ 39 Radio Corp. of America... 2,441,853 152,033 25.3 
vv 40 Continental Baking Co... 2,436,771 74,027 54.2 
¥ 41 Sun Oi Co. «2,344,121 58,540 24.7 
vv 42 Gulf Oil Corp... .-2,218,484 += 74,413 29.4 








Total U.S. 
Expenditure 


¥ ¢ 43 GoodyearTire& RubberCo. $2,206,072 
¥ 44 Standard OilCo.(Indiana) 2,203,736 
v/v 45 Prudential Insurance Co. 2,203,603 


év 46 Trans World Airlines, Inc. 2,182,757 
/v 47 Coca-Cola Co. . 2,116,391 
/v 48 Liebmann Breweries, Inc. 2,085,240 
vv 49 Bristol-Myers Co. . 2,032,580 
v¥ 50 Curtis Publishing Co... 2,025,928 
vv 51 Clorox Chemical Co... 2,008,429 
vv 52 Publicker Industries Inc. 2,005,438 
v¥ 53 United Airlines Inc. . 1,939,951 
54 Carnation Co. . 1,902,320 
55 Wm. Wrigley Jr. Co. _ 1,878,405 
/v 56 Libby, McNeill & Libby. 1,835,290 
vv 57 AmericanHomeProd.Corp. 1,811,087 
vv 58 Liggett&MyersTobaccoCo. 1,755,772 
vv 59 G.F.Heublein & Bros.,Inc. 1,746,033 
/v 60 Sinclair Refining Co... 1,733,642 
vv 61 Stanley Warner Corp... 1,731,153 
v ¥ 62 Hunt Foods, Inc. _ 1,705,759 
vv 63 Kellogg Co. . 1,635,515 
vv 64 Brown-Forman 
Distillers Corp... 1,628,882 
vv 65 P. Lorillard Co..........-:1,607,420 
¥ 66 Du PontdeNemours&Co. 1,589,630 
vv 67 Greyhound Corp... -—:1,588,763 
vv 68 Standard Oil Co. (Calif.).. 1,543,433 
69 Glenmore Distilling Co... 1,518,079 


Vv 70 Renfield Importers, Ltd... 1,495,075 
v / 71 Helene Curtis Industries. 1,485,355 
72 Phillips Petroleum Co... 1,446,058 

vv 73 FirestoneTire&RubberCo. 1,401,266 


Spentin News% 
W.Y.News in WY. 


$105,320 76.5 
9,342 33.0 
118,574 56.3 
176,822 23.3 
49,725 23.2 
353,456 24.9 
99,604 46.4 
42,644 6.6 
50,303 25.2 
172,059 42.5 
71,579 20.2 


48,256 53.9 
87,340 50.4 
99,025 35.9 
85,182 27.3 
52,161 21.5 
47,081 50.4 
116,627 44.2 
47,249 54.1 


28,327 60.7 
60,832 20.0 
69,316 20.0 
37,107 25.8 
5,024 65.4 


46,609 17.2 
99,557 63.9 


* 


9,570 32.3 


THE f@ NEWS, New York's Picture Newspaper 
with twice the circulation, daily and Sunday, of any newspaper in America 


v / 74 Pabst Brewing Co. 

vv 75 National Airlines, Inc... 

vv 76 Borden Co. 

v / 77 Chesebrough-Pond’s, Inc. 

vv 78 CanadaDryGingerAle, Inc. 
v 79 Time, Inc... 


¥ 80 American Iron 
& Steel Institute... 


vv 81 Best Foods, Inc... 


v 82 Pan American 
World Airways... 


vv 83 Beacon Co... 
vv 84 New York Central System 
vv 85 Allstate Insurance Co. 
¥ 86 Reader’s Digest Assn.,Inc. 
vv 87 CornProductsRefiningCo. 
v / 88 H. J. Heinz Co. 
dé ¥ 89 Eversharp Inc. 
vv 90 Carter Products, Inc. 
¥ 91 Helena Rubenstein, Inc. 
v¥ 92 Eastman Kodak Co. .. 
// 93 B. T. Babbitt, Inc. 
vv 94 Grove Laboratories, Inc... 
Jv %TexasCo. 
Vv 96 Delta Air Lines, Inc. 
¥ 97 Institute of Life Insurance 
98 Continental Oil Co. 
/v¥ 99 Sunbeam Corp. 
vv 100 Sunshine Biscuit, Inc... 


io 
* Not in New York Newspapers 


Total U.S. 
Expenditure 


. $1,392,270 $129,058 45.9 


1,384,476 
1,380,333 
1,362,158 
1,346,181 


. 1,344,516 


1,342,300 
1,341,486 


1,334,910 
1,299,611 
1,284,260 
1,271,224 
1,269,422 
1,264,122 
1,264,076 
1,253,321 


. 1,244,671 


1,241,852 


. 1,230,743 


1,219,638 
1,213,458 
1,210,317 
1,208,840 
1,173,383 
1,172,955 
1,141,303 
1,135,499 






Spent in News 
LY.News in WLY. 


143,795 24.3 
124,631 35.5 
93,436 65.6 
86,441 28.3 
10,852 2.3 


30,155 18.1 
102,872 55.5 


62,522 10.9 
130,471 34.5 
101,961 23.3 
69,816 74.7 
32,161 19.8 
45,450 64.3 
161,379 63.7 
38,250 36.0 
52,413 36.3 

319 21.3 

31,926 10.4 
100,468 60.5 
54,814 40.8 
36,462 35.4 


57,146 26.1 
15,312 20.4 


x 


34,481 85.3 
49,429 65.2 


371,153,747 13,002,265 31.9 
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Exhaust Research Stepped Up 


(Continued from Page 17) 


combustion. In the first case, the 


apparatus is called a catalytic con- 
verter; in the second case, an after- 
burner, Both devices gives es- 
sentially the same result, in that 
after air is added to the exhaust, 
most of the combustible constitu- 
ents are burned to carbon dioxide 
and water. 
* * > 


MEROUS design variations, 

covering the gamut of funda- 
mental approaches, have been 
tested either independently or as 
part of the cooperative effort put 
forth since the auto industry began 
its massive attack on the air pol- 
lution problem. 

A considerable body of informa- 
tion on air pollution and its 
causes has been accumulated as 
@ necessary preliminary to or- 
ganized experimental programs 
on devices designed to alleviate 
the situation. 


Ten days ago, in Seattle, all as- 





pects of the subject were covered in 
an all-day air pollution session that 
added up the most comprehensive | 
“progress report” yet offered by the 
| Society of Automotive Engineers on | 
| this vital topic. 
Synopses of the session’s eight 
| technical papers and a broad view 
|of progress to date were given in 
|}a luncheon talk by John M. Camp- 
| bell, chairman, AMA vehicle com-| 
bustion products subcommittee. 
= +. - 


Smog Factors Listed 


In Review of Theory 


EVIEWING the currently ac- 

cepted theory for smog forma- 
| tion, Campbell explained that mi- 
nute amounts of hydrocarbons and 
oxides of nitrogen—in concentra- 
| tions of only one or two parts per 
million—undergo a photochemical 
reaction in bright sunlight to pro- 
duce significant quantities of ozone 
and other materials having a power- 
ful oxidizing effect. 

It is these components in the | 








| Seattle meeting described in detail 


atmosphere that cause eye-smart- 
ing, throat irritation and hazy 
conditions which are characteris- 
tic of smog. 

The SAE papers presented at the 


the thorough studies being con- 
ducted by the automobile industry 
in its effort to ensure that motor 
vehicle exhaust gases shal] contain 
as little objectionable material as 
possible. 

First, of course, is the problem of 





exhaust gas analysis. Campbell 
pointed out that the unburned 
fractions of fuel that escape com- 
bustion and appear in exhaust gas 
are present in amounts equalling | 
only a few tenths of one percent. 


* * * 


ASOLINE itself is a complex 
mixture of hydrocarbons re- 
quiring elaborate methods for exact | 
analysis. Then, to complicate fur- 
ther the exhaust gas problem, the} 
exhaust gas composition varies con- 





New Process Promises 


To Kill Chrome Rust 


DETROIT. — The problem of 
rust forming on chrome-plated 
steel surfaces may be solved if 
laboratory tests of a new plating 
process developed by Wagner 
Bros. Inc., are borne out. 

According to Bruno Leonelli, 
director of research for the De- 
troit manufacturer of plating 
equipment and supplier, the new 
process shows high promise— 
based on the company’s prelim- 
inary testing. 

Basically, the new method in- 
volves the use of a zinc base 
plate in the copper-nickel-chrome 
plating sequence, says Leonelli, 
who developed it. 





tinuously with changes in engine | 
load encountered in normal driving. 


“Thus,” Campbell said, “it is 
one thing idling at an inter- 
section; it is something else dur- 
ing acceleration (and changing 
as the car speeds up); and it 
has still different composition 
when the car is cruising at a 
given constant speed.” Also, when 
the throttle is closed and brakes 


lexiglas ...the best salesman a business ever had 


Does your sign 


invite business . . 


do more than identify? Does it 
. create a feeling of quality... 


enhance your product and your place of business? 


Consider the silent salesmanship of a sign made 
of PLEXIGLAS® acrylic plastic. Day and night it 
stops people in a variety of ways—large areas of 


light and color, 


unusual shapes, accurate trade- 


mark reproductions and contrasting colors. It 
says, ““Here’s a good company to do business 
with,” and ‘‘Here’s a product worth buying now.” 


PLEXIGLAS signs resist weather and breakage. 
Maintenance costs are low. Light sources are 
protected for longer life. 


Write for our brochure showing how new and 


used car dealers are using PLEXIGLAs signs. Color 
samples are available, as well as the names of 


sign companies near you who are experienced in 


using PLEXIGLAS. 





Chemicals for Industry 


ie ROHM € HAAS 


COMPANY 
==] —= WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
: Representauves in principal foreign counties 


Canadian Distributor: Crystal Glass & Plastics, Lid., 
130 Queen’s Quay East, Toronto, Ontario, Canada 


are applied, “the exhaust gases 
go through a wide fluctuation in 
composition insofar as factors 
affecting smog are concerned.” 
Furthermore, it isn’t only the 
composition of exhaust gas that is 
changing—the volume of gas re- 
leased in a given time interval also 
varies widely from a few cubic feet 
per minute during idling to several 
hundred cubic feet per minute dur- 
ing acceleration, 


It is, therefore, recognized that 
an accurate appraisal of the con- 
tribution of various phases of auto- 
mobile operation to total atmos- 
pheric pollution requires an 
accurate and continuous know!- 
jedge of exhaust gas flow and its 
continually changing composition 
during typical car operation. 

+ * * 


‘/ day’s first paper, by J. C. 
Neerman and G. H. Millar, 
| scientific laboratory, Ford Motor 
Co., described how instrumental 
analysis has been applied to this 
problem. Knowledge of both com- 
| position and rate of flow is essen- 
tial in calculating the total] output 
of pollutants. 


The Ford paper told about de- 
velopment of two portable instru- 
ments for measuring the emission 
of unburned hydrocarbons, One 
device is called the “infra-red 
interference filter photometer.” It 
measures and records the concen- 
tration of hydrocarbons in the ex- 
haust by means of their optical 
absorption. The other is a “viscous 
matrix air flow meter.” This 
measures and records carburetor 
intake air flow on a moving 
vehicle. 


A second Ford Motor Co. paper 
described an instrument for mak- 
ing a continuous and integrated 
determination of exhaust gas com- 
ponents during operation of an 
automobile over a typical traffic 
course. 


Automotive engineers have long 
been able to measure certain 
characteristics of automobile ex- 
haust by running an engine in a 
stationary location on a dyna- 
mometer. However, the paper by 
|Ford engineer R. T. VanDerveer 
and his three associates traces de- 
velopment of a new method to 
measure, record and integrate 
complex data on a moving vehicle. 

It tells how mobile electronic 
multiplication and integration is 
visible for the determination of 
hydrocarbon emission under actual 
driving conditions. This new in- 
strumentation is expected to pro- 
vide a direct means of evaluating 
the effectiveness of devices applied 
to vehicles for the purpose of re- 
ducing hydrocarbon emissions. 

* > > 


Tr REVIEWING automotive as- 
| pects of overall progress in air- 
pollution control, Campbell noted 
that another problem in estimating 
the amount of pollution caused by 
automotive traffic is the determi- 
nation of a “typical” or “average” 
driving pattern. 

This subject was covered in a 
report delivered by D. M. Teague, 
Chrysler Corp., on behalf of the 
AMA traffic survey panel. Tea- 
gue’s presentation dealt with a 
survey of the Los Angeles traffic 
pattern. 

In its studies of the Los Angeles 
situation, the AMA group worked 
with the Air Pollution Control 
District and local traffic authori- 
ties in arriving at a traffic pattern 
that could be used as a basis for 
estimating total pollutants dis- 
charged into the atmosphere. 

This information provided an ap- 
proximation for amounts of idling, 
acceleration, cruising and decelera- 
tions that could be expected from 
each car. The report contains a 
large amount of detailed informa- 
tion concerning operating condi- 
tions under which automobiles are 
driven in urban traffic 
* 


* * 





FOr example, the measurements 
indicate that the average Los 
Angeles driver spends 15 percent of 
his driving time at a standstill, with 
engine idling. Approximately 16 
percent of the time is devoted to 
cruising at nearly constant speed. 

The representative driver ac- 
celerates 37 percent -of the time 
and decelerates for about 32 per- 
cent of his driving time. 

The foregoing steps comprise the 
development of “new diagostic 
tools” for studying the problem. 
Campbell called them “an essential 
adjunct to measures aimed at ac- 

(Continued on Page 23, Col. 1) 
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Purifiers Possible by ’59 





Research Stepped Up 
On Exhaust Systems 


(Continued from Page 22) 


tually controlling exhaust products 
either by some modification of 
present engines, or by addition of 
new equipment.” 

Previously available data on the 
emission of hydrocarbons during 
deceleration when the throttle is 
closed suddenly had estimated that 
as much as 60 percent of the total 
automobile contribution originated 
from this source. 

For this reason, the AMA-co- 
ordinated industry effort was first 
directed toward corrective measures 
aimed at a reduction of hydro- 
carbon losses during deceleration. 
The initial goal was development of 
some form of fuel control in the 


induction system. 
+ 

A PAPER presented by H. H. 

Dietrich, Rochester Products di- 
vision, on behalf of the AMA in- 
duction system task group summa- 
rized 2% years of work on this 
phase of the problem. 


* * 


In these studies, a great many | 


different ideas for control of fuel 
flow during deceleration were 
tried out. As a result of these 
investigations, the researchers 
concluded that the most satis- 
factory principle is some form of 
manifold vacuum-limiting device. 

Such a device may take any of 
several forms, but the basic prin- 
ciple is to prevent manifold vacuum 
from rising over 21 to 22 inches of 
mercury. Above this point, the in- 
coming mixture does not burn com- 
pletely, and considerable quantities 
of unburned fuel are passed on to 
the exhaust. 

It was revealed at the SAE meet- 
ing that the Los Angeles Air Pollu- 
tion Control District now has tests 
under way on several prototypes 
for adaption to different makes of 
cars. 

= . > 


Early Pollution Data 


Prove Inaccurate 
— induction system devices are, 


however, only capable of reduc- | 
ing hydrocarbon emissions during | 


deceleration. Effectiveness of such 
units is questionable—since recent 
surveys show that earlier figures 
were inaccurate, and hydrocarbon 
emission during deceleration ac- 
tually represents only 30 percent of 
the total. (The remaining 70 per- 
cent of hydrocarbons are emitted 
during idling, cruising and acceler- 
ation—when the induction system 
corrective device is ineffective.) 

A number of authorities, there- 
fore, seriously doubt that any 
form of induction system modifi- 
cation ever will supply “the an- 
swer.” They place their reliance 
on eventual perfection of suitable 
equipment for exhaust treatment 
prior to discharge from the tail- 
pipe. 

George J. Nebel, GM Research 
staff, chairman, AMA exhaust sys- 
tems task group, summarized co- 
operative efforts involved in experi- 
ments on treatment of the total 
exhaust gas, either by direct com- 
bustion or by catalytic conversion. 

Direct combustion (in the form 
of an afterburner) has not proven 
satisfactory for automobiles. The 
conclusion of the task group that 
has worked on this problem is that 
some sort of catalytic oxidation will 
be required. 

Exhaust gas mixtures generally 
are too lean in combustible ingredi- 
ents to permit continuous direct 
combustion. Moreover, they contain 
lead, sulphur and phosphorous com- 
pounds that have a deleterious ef- 
fect on most of the known oxida- 
tion catalysts. 

* * x 

ROM the start, it was apparent 

that exhaust treatment would 
be a long-range solution requiring 
a lengthy development period to 
overcome the many technical prob- 
lems involved. 

This AMA task group believed, 
nevertheless, that a greater reduc- 
tion in hydrocarbon emission 
would be achieved ultimately by 
exhaust treatment than by induc- 
tion system devices. 

At the SAE meeting it was stated 
that “the industry believes that 


events of the past two years have 
confirmed these opinions.” 

Nebel’s report revealed that a 
catalytic converter “has shown some 
promise” but life tests are not yet 
completed. Various design, installa- 
tion and service problems associ- 
| ated with the application of 
|} an exhaust-treating device must be 
studied further. 
| These remaining problems in- 
clude: Size and space requirements, 
silencing, heat radiation and peri- 
odic inspection and maintenance re- 
| quirements. 

* + * 


\Vanadia Catalyst 
Looks Promising 


fp wine the past few months, | 
some promising re-| 


however, 





oxidation catalyst. Campbell said: | alyst life might have been obtained| portion of the hydrocarbons to 


“Although it is too soon to say 
with any -degree of certainty 
whether this catalyst will prove 
satisfactory, we feel very much en- 
couraged in this respect.” 

His reference here was to a 
vanadium oxide catalyst, which 
was used in laboratory tests de- 
scribed in a paper by E. F. Hill, 
W. A. Cannon and C. E. Welling, 
Ford Motor Co, This Ford paper 
gave a “preliminary evaluation” 
of work on a catalytic method 
for testing exhaust gas. 

It outlined important require- 
ments to be fulfilled by such a 
catalyst and presented the results 
of single-cylinder engine tests of 
some materials found to be of 
value in earlier investigations. 


The report stated that a vana- 
dium oxide catalyst was “demon- 
strated to be reasonably tolerant of 
lead solids 
effectiveness of more than 80 per- 


cent in the first 100 hours of test- | 


ing.” 


This catalyst purportedly shows | 


over-all more than a 50 percent 
hydrocarbon conversion in a total 
of 175 hours of testing with three 
millileters tetraethyllead in the fuel. 


in exhaust gas, with | 


if the fuel had a lower lead content. 
* * * 

7. is continuing at Ford to 

develop “a better catalyst sup- 

port and to change the lead scav- 

enger to produce lead solids of a 
less active character.” 

The authors reported that the 
present vanadia catalyst requires 
an operating temperature range 
of 550 to 900 degrees Fahrenheit 
to attain and maintain the re- 
ported effectiveness, This imposes 
a design limitation in that any 
useful device will have to be 
located near the engine to permit 
rapid warmup to operating tem- 
perature. And a by-pass may be 
necessary to prevent overheat- 
ing under certain conditions, 

On the “plus” side, it was claimed 
|}that this particular catalyst tends 
| to reduce the heat dissipation prob- 
lem, because it oxidizes a major 





Wendle Sold in Spokane 


Frank LaFreic, former Daven- 
port (Wash.) Ford dealer, and 
William Nottley have purchased 
|the pioneer firm of Wendle Bros. 
| (Lincoln-Mercury), Spokane, Wash. 
It will be operated under name of 





| sults have been obtained with an/| The paper stated that a longer cat-' Empire Lincoln-Mercury. 
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...a proven fact” 


John P. Mansfield 


President, Plymouth Division 


“Parts sales are an opportunity for additional 
profit. This is being proved day after day. 
You can make this profit, too. 


“Some dealers are missing a bet by not 
making the most of their MoPar Parts busi- 
ness, yet it’s easier today than ever. For ex- 
ample, our new dealer franchise agreements 
give you the most liberal protection in the 
industry for your parts investment. For an- 
other thing, MoPar has more than doubled the 
number of Parts Representatives to help you 
make this additional profit. They are ready 
to assist you with your ordering, stock con- 
trol, and merchandising aids. 





carbon monoxide and does not oxi- 
dize the carbon monoxide already 
present. Due to this characteristic, 
an opinion was expressed that a 
container fabricated from mild 
steel should have a satisfactory life 
with this catalyst. 

The final paper on the program 
was presented by D. G, Fowler, 
Chrysler Corp., chairman, AMA 
carbon monoxide special group. 
Fowler noted that his group was 
formed in March, 1956, to develop 
a uniform measurement procedure 
to be used in evaluation of carbon 
monoxide contamination in pas- 
senger cars. 

Each company previously had 
been using individually developed 
procedures for testing carbon mon- 
oxide in vehicles. The AMA special 
group first established basic cri- 
teria for a universal procedure, 
after which a uniform procedure 
was developed by the group and 
| evaluated by each company. 


The procedure lists the type of 
equipment to be used, outlines test 
conditions to be followed with a 
car idling and with a car in motion, 
|and also describes the kind of in- 
|formation to be recorded in each 
condition of operation. 





“You’ve got a great advantage here in 
being able to offer Chrysler-engineered parts 


for Chrysler-built cars. 


“Tt all adds up to an opportunity to keep 
‘years ahead’ in all phases of your business.” 
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Another Edsel First! 


‘Top automotive writers 
drive new Edsels home 


New cars are news—and the public’s been waiting for the facts 
about the Edsel for a long time. To make sure they get all the 
facts first hand, we’ve invited 300 of the top automotive 
writers in the country to come to Dearborn with their wives 
to see and drive the car. 


Our two-day National Press Conference, which begins 
today, will be attended by representatives of the nation’s 
newspapers, magazines, wire services, radio and television sta- 
tions. Unique climax to this Conference will be a driveaway 
of new Edsels by the automotive writers. 

We’ve actually invited them to road-test an Edsel on their 
way home—a daring challenge to let them confirm our 
enthusiasm for the Edsel and then report it locally in their 
own words. 

Press conferences like this one are one more example of our 
efforts to create—and hold—consumer interest for all Ford 
Motor Company products. 

Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD e THUNDERBIRD e MERCURY ¢e LINCOLN e CONTINENTAL 
FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


ene 


ae toe tage cee en 


COMING SOON THE NEW EDSEL 








26 


AUTOMOTIVE NEWS, AUGUST 26, 1957 





Turnings . 





e e By Joseph M. Callahan 


(Continued from Page 17) 


the purchasing agents at each di- 
vision. 
+ * = 
= CORP. began divi- 
sionalizing its purchasing about 
two years ago and now about 30 
percent of all purchasing is done 
at division level. Some 60 percent 
of the total cost of Chrysler Corp. 
cars is spent with suppliers. 
Although exactly which items will 
be purchased by the division has 
not been definitely decided, Poyner 
generalized, “Anything that is pe- 
culiar to one car will be purchased 


more cars, it will be centrally pur- 
chased.” 


41 states. Seventy percent of these 
suppliers employ fewer than 100 
persons. 


aa + 
Seek Efficiency 
_ following Chrysler Corp. 
policy statement on supplier re- 
lations has been prepared expressly 
for readers of Automotive News: 
“Chrysler Corp. has delegated 
to purchasing sole responsibility for 
the procurement of purchased ma- 


* 


Arvin Saves Thousands 
Using Plastic Tools 


COLUMBUS, Ind.—Six months 
ago, Arvin Industries, Inc., of Co- 


—_ 


terials, parts, commodities and 
services for the corporation, includ. 
ing the conduct of negotiations pre. 
liminary to purchase, the selection 
of sources excepting those desig. 
nated or limited by the engineering 
division, and the conclusion of 
agreements. 

“In conduct of these responsi- 
bilities, purchasing desires io 
acknowledge the immense value 
of capable and successful sup- 
pliers to the corporation, to main- 
tain relations of mutual respect 
and goodwill with them and to 
promote the free interchange of 
ideas and assistance between the 
corporation and its suppliers. 
“Chrysler desires and expects its 
suppliers to make fair profits, and 
| expects to purchase requirements of 
specified quality and quantity, to be 
delivered in accordance with es- 
tablished schedules at the lowest 
prices consistent with fair profits 
to its suppliers. 


Broadly speaking, the divisions 
will buy such items as bright 
work, moldings, stampings and 
trim, Corporation buyers will buy 
frames, wheels, giass and insulat- 


lumbus, embarked on a plastic tool- | 
making program. Today the firm 


“In order to obtain these ob- 
jectives, Chrysler prefers to do busi- 
can count its tool expenditure sav-| ness with efficient and progressive 
ings in thousands of dollars, re-|suppliers who can meet their com- 
ports S. Frank Mattox, plant man-|mitments, who can produce at 

ing material. / | ager. |reasonable cost and who will con- 

Under Emlyn Lloyd, director of| “Where applicable, plastic tools stantly endeavor to improve the 
purchasing, Chrysler Corp. supplies | have cost less than half as much| quality and reduce the cost of their 
its 42 manufacturing plants by buy-|as the steel tools they have re-| products. 
ing from vendors in 1,377 cities in' placed,” he said. oe as 

Will Assist Vendors 


“t ASTING relations are, and will 

continue to be, maintained 
with capable suppliers, but new 
sources must continually and ag- 
gressively be sought by Chrysler 
to provide additional requirements, 
and to provide new materials, prod- 
ucts, processes and designs and to 
replace suppliers who have not re- 
mained competitive. 

“All suppliers will be accorded 
full and fair hearings for their 
| presentations and any cases in 
which suppliers may feel that they 
have not been justly treated will 
carefully be reviewed and re- 
| evaluated. 

“Samples of more than nominal 
value will be purchased; new 
products, processes and materials 
of interest to the corporation will 
be tested and evaluated. 

“Technical and engineering con- 

tributions to the Chrysler Corp. by 
suppliers will be recognized and 
|}such contributions taken into ac- 
| count in the allocation of Chrysler 
| business. 
* “Chrysler will assist its suppliers, 
particularly small or new suppliers 
with technical problems in the de- 
velopment of their skills, in im- 
proving the efficiency of their op- 
erations and possibly in other ways, 
whenever it is possible and practical 
to do so. 

“Chrysler prefers multiple sources 
for requirements in order to pre- 
serve competition, protect supply 
and build goodwill among a large 
number of business associates. 

“Chrysler feels that an attitude of 
honesty and fairness toward sup- 
|pliers will build goodwill and co- 
operation for the corporation and 
its purchasing activities.” 











division. If it’s used on two or 


60 Years Old and Still Going Strong— 


This 60-year-old Krieger electric Brougham was built in France in 1897 and is still | 


capable of doing a 40-mile run without having its batteries charged, at speeds up | 
to 27 miles an hour. It was one of the highlights at the British electric power con- | 
vention at Eastbourne, England this year. 










There’s no 
substitute for the 
FORGED crankshaft 

























Crankshafts have been made successfully by 
other methods of fabrication and have proven to be 

good enough for certain non-critical applications—but 

for maximum dependability of the modern, compact, 

high compression, high torque engine a forged 

crankshaft is essential. | 


Ford Promotes 


Price, Kaplan 


DEARBORN.—Two major man- 
agement appointments have been 
announced by W. A. Folsom, Ford 
division general manufacturing 
manager. 

G. B. Price has been named ex- 
ecutive assistant to Folsom and 
will retain his position as associ- 
ated operations manager of divi- 
sion facilities at its Highland Park 





The forging process assures, to the greatest 
degree possible, uniformity and predictability of physical 
properties with a minimum variance from piece to piece 
or from one location to another in the same piece. 


Wyman-Gordon has been forging crankshafts since 
the beginning of the internal combustion engine era and 
today produces more crankshafts for a greater variety of 
applications than any other company in the world. Ina 
crankshaft there is no substitute for a forging, and in a 
forging there is no substitute for Wyman-Gordon 
quality and experience. 





Sanford Kaplan G. B. Price 
(Mich.) plant. Sanford Kaplan was 
named planning and engineering 
manager at Ford’s Long Beach 
(Calif.) assembly plant. 

Price, with Ford since 1947, will 
be responsible for advanced manu- 
facturing and facilities planning 
and for administration of current 
programs. Kaplan, with the com- 
pany since 1946, will supervise the 
production control, manufacturing 
standards, manufacturing engineer- 
ing, plant engineering and traffic 
departments at the Long Beach 
plant. 


Ro teXs) 
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WORCESTER 1, MASSACHUSETTS 
HARVEY, ILLINOIS ¢ DETROIT, MICHIGAN 
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CHICAGO, — Inland Steel has 
contracted for construction at its 
Indiana harbor works of a new 
sintering plant designed to expand 
its ironmaking capacity by 300,000 
tons a year. 

The new plant, which will treat 
fine particles of iron-bearing ma- 
terials before they are fed into 
blast furnaces, will have twice the 
capacity of the company’s present 
sintering facilities. 

> * * 


Air Reduction Starts Work 


On New Laboratory Building 


MURRAY HILL, N. J.—Ground 
has been broken here for an 
addition to the laboratory facili- 
ties of Air Reduction Co., Inc. 

The _ two-story, half-million- 
dollar building will be devoted to 
the development of polymers 
primarily for paints, adhesives, 
plastics and coatings, It will be 
completed this year. 

* . * 


Quality Society Schedules 


New England Conference 


BRIDGEPORT, Conn. — The 
New England sections of the 
American Society for Quality Con- 
trol will hold its lith annual 
conference here Oct. 16-17. 

Seminars will discuss new me- 
thods for improving product quality 
and lowering operating costs. 

> = + 


Mechanical Engineers 


Name Two Assistants 

NEW YORK. — The American 
Society of Mechanical Engineers 
has appointed two new assistant 
secretaries, 

William E. Reaser will have 
responsibilities in the field of work- 
ing with students in engineering 
colleges. William F. Ryan will be 
in charge of the society’s codes and 
standards service. 

= > > 


Putnam Acquires Control 


Of Fastcut Tool Firm 


DETROIT.—Earl R. Putnam, 
formerly a partner in Fastcut Tool 
Co. here, has purchased all out- 
standing stock to assume control 
of the firm. 

Putnam said immediate plans in- 
clude the addition of several new 
items to Fastcut’s line of cutting 
tools. 


. > = > 
Colonial-Romulus Names 
3 More Representatives 
DETROIT. — Colonial-Romulus 
division of Colonial Broach & Ma- 
chine Co. has appointed three ad- 
ditional companies to represent it. 
They are: E. W. Brock Co., Cin- 
cinnati; Eaton Co., Hackensack, N. 
J., and Geoffrey-Lane, Inc., Denver. 
* > 7. 


Sparta Mfg. Adds Space 


To Teflon Coating Unit 
DOVER, O.—Sparta Mfg. Co. is 
erecting a 5,000-square-foot addi- 
tion to its plant to increase its 
capacity for Teflon coating of 
metallic and nonmetallic parts. 
The addition will have air-condi- 
tioned dip rooms so that tempera- 
ture and humidity can be controlled. 
* > . 
Plastics Conference 


NEW YORK. — The Reinforced 
Plastics division of the Society of 
the Plastics Industry, Inc., will hold 
its 13th annual Technical and Man- 
agement Conference at the Edge- 
water Beach Hotel, Chicago, next 
Feb. 4-6. 

os * + 
Hydraulic Press Acquires 
Henry & Wright Division 

MOUNT GILEAD, O.—Hydraulic 
Press Mfg. Co., a division of Koeh- 
ring Co., has acquired the Henry & 
Wright division of Emhart Mfg. Co., 
Hartford, Conn. 

The final price will be determined 
by the size of the inventory at the 
time of transfer. Sources at Koeh- 
ring estimate the price will be in 
excess of $1%million. The purchase 
puts H-P-M, the manufacturer of 
hydraulic presses, in the mechanical 
press field. 

+ * + 


Hamilton Picks Weber 
HAMILTON, O.—H. J. Weber & 
Co., Chicago, specialist in sheet 
metal fabricating equipment, has 
been appointed a distributor for 





presses made by Hamilton division 
of Baldwin - Lima- Hamilton Corp. 
Weber’s sales territory will include 
northern Illinois, southern Wiscon- 
Sin and northern Indiana, 

> = * 


Wesson Names Kearney 


FERNDALE, Mich.—Wesson Co. 
announces appointment of Kearney 
Tool Sales, Rockford, Ill, as a 
distributor for southern Wisconsin 
and northern Illinois. 

ca * - 


Pittsburgh Coke & Chemical 


Acquires Insul-Mastic 
PITTSBURGH. — Assets of the 
Insul-Mastic companies of Summit, 
Ill., producers of industrial protec- 
tive coatings, have been purchased 
by Pittsburgh Coke & Chemical 
Co., it was announced by W. Ken- 


Pittsburgh company. 

The newly acquired facilities, 
located near Chicago, will continue 
production of the Insul-Mastic line 





\GM Names Forbush Chief 


|neth Menke, vice-president of the} 


of asphaltic coatings and insulating 
materials for sale through the par- 
ent company’s Protective Coatings 
division. The Insul-Mastic sales or- 
ganization will be integrated with 
the division’s sales force. 


Scientists Say They've Cut 


Diesel’s Offensive Fumes 
UNIVERSITY PARK, Pa— 
Pennsylvania State University 
engineers are making diesel en- 
gines more socially acceptable. 
Dr. Paul H. Schweitzer, profes- 
sor of engineer research, said a 
new diesel model combines the 
features of a carburetor engine 
with a regular diesel engine by 
injecting 85 percent of the fuel 
directly into the combustion 
chamber and 15 percent in a fine 
mist into the intake air valve. 
The combination, he said, 
“practically eliminates” all ezx- 
haust fumes. 
* * * 


Of Auto Ordnance Unit 


DETROIT.—Lothrop M. Forbush 
has been named assistant to Mau- 
rice A. Thorne, head of the vehicle 











——_— 
Flamm - 


About 1920, one motorist in- 
stalled an electric toaster under 
the hood of his car to help him 
start the motor in cold weather. 





development group of the General 
Motors engineering staff. 

He will head the automotive ord- | 
nance section, succeeding Roland 
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V. Hutchinson, who will undertake 
special assignment work. 
+ * ” 


Metals Bibliography 

PITTSBURGH.—A selected bibli- 
ography from the library of Alumi- 
num Co. of America has been made 
available to designers and design 
engineers in the metalworking in- 
dustry. The new listing is available 
by writing room 799, Alcoa Blidg., 
Mellon Square, Pittsburgh 19, Pa. 


+ * * 
Fabricating Plant Opened 


By Penco Near Phila. 


OAKS, Pa.—A new metal fabri- 
cating plant has been placed in 
operation here by Penco Metal 


| Products division of Alan Wood 


Steel Co. 

The plant contains 156,000 square 
feet of floor area, more than three 
times that of Penco’s former plant 
in Philadelphia, 25 miles to the 
south. 





20th Century Opens 


In Beckley, W. Va., 20th Century 
Motors has opened and will handle 
Jaguar, Triumph, Hillman, Morris 
Minor, Austin Healey and MG. 
William L. Britts is the owner. 
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ICKERS$. TYPE VANE PUMPS than all other makes 
combined are used for HYDRAULIC POWER STEERING 


HYDRAULIC 


more ‘automotive manufacturers 


EQUIPMENT 





CQ MICKERS. Pumes 


STEERING 


Vickers’ new VT-27 model pump sup- 
plies the power for steering Mercury's 


Turnpike Cruiser. This 


pump has excellent performance char- 


a compactness that 


problems. 


The VT-27 design incorporates a 
pressure lubricated sleeve type bearing 


previous ball bearing, 


reducing cost without sacrificing per- 
formance, sound or life characteristics. 
Advance-minded engineering like this 
is one of the reasons why more and 


are 


selecting Vickers power steering pumps. 


VICKERS INCORPORATED 


DIVISION OF SPERRY RAND CORPORATION 


AUTOMOTIVE PRODUCTS DEPARTMENT 
MOBILE HYDRAULICS DIVISION 

ADMINISTRATIVE and 
DEPARTMENT 1532 


ENGINEERING CENTER 
@ DETROIT 32, MICH. 


7742 
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LADDER-STAND—The Aluminum Ladder 
Co., of Worthington, Pa., has expanded 
its manufacturing facilities and is now 
producing a line of all steel ladder- 
stands. At present, 30 different models, in 
sizes up to and including eight steps 
are available. These ladder-stands ore 
made of welded, %-inch square, steel 
tubing which is coated with a rust- 
resistant, aluminum finish. The reinforced, 
expanded steel steps are designed for 
maximum slip-resistance. 

* * * 

Packaging Development 

A folding carton, constructed to 
provide continued protection for 
precision products after it has been 
opened, has enabled Start Pilot 
Corp., Mineola, N. Y., to package 
its motor starting fluid capsules by 
the dozen. The carton was designed 
by Robert Gair Division, Continental 
Can Co. 





MIRROR STABILIZER—A plastic mirror 
stabilizing nut, designed to permit the 
adjustment of the inside rear view mirror 
without a tool, has been announced by 
M and M Specialties, 44 East Chestnut 
St., Columbus 15, O. The nut is available 
in several colors. It permits movement 
of the mirror almost six inches sideways 
ond three inches up and down, it is 
cloimed. 

a + 2 

Anti-Skinning Ingredient 

A new ingredient for the preven- 
tion of skin formation, during ap- 
plication or while in the container, 
has been added to Gasoila Joint 
and Sealing Compound. According 
to J. H. Harris, vice-president of 
Federal Process Co., this is the only 
change ever made in the Gaso 
formula in the 42 years of its exist 
ence. 





SERVICE DESK—tThe Shure service desk, 
model 9332, designed for the service de- 
portment selling area, features a well 
lighted writing surface and completely 
enclosed storage space below, The desk 
is built of heavy gauge steel and finished 
in high temperature baked white enamel 
with red trim. Width of the unit is 38 
inches, depth is 26 inches, overall length 
is 57% inches, and desk surface height 
is 44 inches. Shure Mfg. Corp., 1601 S. 
Hanley Rd., St. Louis, Mo. 

oe ~s 


Colorless Hardener 


For Concrete Floors 


A colorless liquid treatment, re- 
puted to harden and densify old or 
new concrete floors, ig announced 














by Monroe Co. Inc., Cleveland. 

Known as No, 860 concrete floor 
hardener, the clear liquid is said to 
penetrate into concrete. It then in- 
duces chemical reaction that re- 
crystallizes the floor into a dense, 
non-porous “hard-as-flint” surface. 
ca * . 


UMS Parts Cabinets 


Two newly designed Delco-Remy 
ignition parts cabinets, colored 
orange and black, are now available 
to UMS wholesale distributors, ac- 
cording to United Motors Service 
division of General Motors. They 
are designed so they can be stacked 
one on top the other, placed sep- 
arately on a shelf or work-bench 
or hung on the wall. 

* . 





WHEEL COVERS—Wheel covers featur- 
ing bars in bold relief for “spinner” 
effect have been marketed by NAMSCO, 
Inc., 333 Thirty-first Ave., Bellwood, Ill. 
Designated 6B-14 for 14-inch wheels and 
68-15 for 15-inch wheels, the covers in- 
corporate no-slip, no-turn, no-squeak at- 
tachment springs and triple chrome plate. 
They are said to be interchangeable with 
original equipment. 

>, = * 


Electronics for Business 

A program to produce an elec- 
tronic data-processing system for 
general business use has been an- 
nounced by National Cash Register 
Co., Dayton, O. Designated the NCR 
304, the system is said to provide 
automatic accounting, auditing, re- 
porting and other business record- 
keeping functions in one continuous 
operation. 





LUBRICATION GUIDE—The 1957 Chek- 
Chart Automotive Lubrication Guide con-| 
tains com plete, monvfacturer-aopproved 
lubrication recommendations for all U. S. 
cors ond light trucks in diagrommotic 
form, plus tabvier data on popular 
Evropean cors and many other excivsive 
features, as well as general service in- 
formation. Available from Chek-Chart 
Corp., 33 E. Congress Porkway, Chicogo 
5, Um. 





* * « 
: ignals REFILCO PACKAGE — Refill Filter Co., 
Distress Sig Fifteenth Ave., Newark, N. J., hos 
redesigned pockage for 
“Premium-Pock™ oil filter cartridge 
| line. The emphasis in the design is on 
the “5,000 miles guvoranteed™ which ap- 
peors on all faces of the carton to create 
a multiple impoct of this theme when 
j lined up on dealer shelves. Identification 
| of various sizes and models ore imprinted 
the white space provided at the 
bottom. 


New York City. The luminous flags 
may be attached to the car window 
to inform passing motorists that 
the driver needs medical or me- 


> . > 
Acrylic Polish Offered 
A cleaner-polish compounded for 
acrylic finishes on new-model cars 
has been introduced by Permatex 
Co., Inc., 300 Broadway, Hunting- 
ton Station, N. Y. 


| 
“She. 


CHARGER-TESTER — The “Golden Age” 
Series of Marquette battery charger- 
tester machines, manufactured by Mar- 
quette Mfg. Co., 307 E. Hennepin Ave., 
Minneapolis 14, Minn., incorporate silicon 
rectifiers which greatly enhance the power 
conversion efficiency and provide non- 
aging characteristics, it is claimed. Be- 
sides the new rectifier design, the “Golden 
Age” series features Marquette's exclusive 
| 20-second push button testing and auto- 
matic charging for six and 12-volt bat- 
teries. An individual cell check accessory 
j is also available. 
2 «4 





CLEARANCE-MARKER LAMP—A _ clear- 
ance-marker lamp designed to fit the fiat 
surface cab roofs on Ford, Chevrolet, 
GMC and International trucks has been 
developed by Griffin Lamp Co., of Hamil- 
ton, O. The model 117F has a chrome- 
plated body and pressed cast aluminum 
base picte, and is available with red 
or amber lens. Comes complete with 
mounting pad and sheet metal mounting 
sqrews, for either six or 12-volt installa- 
tion. 





* oy 
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BRAKE CYLINDER CUPS—The Automotive 
Division, Wagner Electric Corp., 
Plymouth Ave., St. Louis 14, Mo., has 
announced the development of high Tem- | 
perature Resistant (HTR) rubber compounds — loor Carpet 


for hydraulic brake parts. Results of the oat - 
research include findings that better seal- | Made of G Hair 


ings in high temperature service is ob- A car-floor carpet made of goat 
tained by the design and. resiliency of | hair has. been marketed by Lea 
HTR cups which maintain maximum lip | Fabrics, Inc, 768 Frelinghuysen 
tension, it is claimed. Tests showed that, AV@-, Newark, N. J, 

HTR cups give optimum results without} The carpet has a rubber backing 
the necessity for cup expanders. | and is made in two pieces for the 
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front and one piece for the rear 


floor. 
= * + 





VALVE TOOL—A tool that will remove 


stuck hydraulic valve lifters in just min- 


vtes has been introduced by Lisle Corp., 


Clarinda, ta. 

According to the manufacturer, the tool, 
called the Lisle HL! hydraulic lifter tool, 
con pull tightly frozen valve lifters from 
the engine block quickly and easily. The 
HLI's pulling rod is inserted through the 
pushrod in the block and attached to the 
pulling chuck, whose lock-on rims expand 
in a straight line, assuring positive at- 
tachment to all types and sizes of lifters. 

> « > 


Radiator Filters 


A new counter card carrying six/ 


Neutra-Rod radiator filters is of- 
fered by Engine Accessories Mfg. 
Co., 5801 E. Beverly, Los Angeles. 
The filters have alternate active- 
magnesium and copper discs which 


set up a mild galvanic reaction that 
is said to remove rust and scale 


from engine cooling systems. 
. . 





MUFFLERS—A step toward solving the 
costly muffler replacement problem for 
car owners has been made by Armco 
Steel Corp., Middletown, O., with the 
development of an aluminum-coated steel 
that withstands heat and corrosion twice 
as long as other metals in current usage, 
it is claimed. Armco's special steel, hot- 
dip coated on both sides with molten 
aluminum by a patented process, resists 
heat scaling to 1,250 degrees Fahrenheit 
and fights condensed exhausts liquids that 
chew muffler walls, it is said. The alum- 
inized steel mufflers are said to have an 
average life expectancy of 58 months. 

















PULLER—Two points for gripping or 
three points for gripping are now avail- 
able in a single jaw puller being offered 
by the Owatonna Tool Co., 314 Cedar St., 
Owatonna, Minn. The combination pullers 
can be changed from two-jaw to three- 
jaw pullers by shifting one jaw and add- 
ing another. The user gets the advan- 
tage of six puller sizes with only three 
puller heads of the combination type, it 
is claimed. Available in sizes from six 
tons through 14 tons capacity. 

* * ® 


Battery-Terminal Spray 
A spray coating for terminals to 
protect storage batteries against 
current leakage, acids and corro- 
sion has been marketed by Krylon, 
Inc., 18 W. Airy St., Norristown, Pa. 
* * 7 





SUNSHADE—The Sanco Auto Venetian 
Sunshade features S-shaped 24-inch wide 
steel slats and aluminum brackets that 
are contoured to match the curve of the 
car window. A unique design feature of 
the sunshade is the fact that each slat 
is positioned at a different angle from 
every other siat—all point to the driver's 
eye through rear vision mirrow so as to 
provide builtin maximum vision, it is 
claimed. One size is said to fit all cars. 
Sanco, Inc., 125 Ivy St., N. E., Atlanta 


3, Ga. 
* * * 


VW Gas Gauge 


An all-electric gas-level indicator 
for Volkswagen is being distributed 
by A. R. Fisher Products Corp., 
21-21 Forty-fourth Drive, Long Is- 
land City 1, N. Y. 

ao * ” 





STORAGE LOCKER — A ‘“‘flush-front” 
storage locker featuring a door with re- 
cessed handle and ventilating louvers, has 
been announced by Aurora Steel Products 
Co., 114 Third St., Aurora, Ill. The design 
utilizes a three-way action latch which 
has a completely retractable padlock loop 
and pre-locking feature, permitting the 
door to be locked while open and to lock 
automatically when closed. The locker 
line is available in standard sizes, in fiat 
or slope top styling. Choice of 6-inch legs, 
closed base or without legs. Finished in 
olive green, gray or other baked enamel 
colors. 





| 
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In the Letterbox 


(Continued from Page 10) 


ice facilities and personnel? 

6. Joins strong city or county 
new-car dealer associations that 
restrict competition among them- 
selves and possibly restrict sales 
in that area? 

7. Will not advertise or erect 
signs to let people know he is in 
business ? 

8. Will not take steps to correct 
weak spots in his business, no mat- 
ter how often the factory tries to 
point them out? 

9. Is surly toward almost anything 
the factory proposes? 

10. Just doesn’t care (he might be 
financially well off, or just lazy or, 
perish the thought, incompetent). 

11. Screams bloody murder if the 
factory wants to cancel him or any 
other, no matter how justly? 

Why don’t we face the facts 
that there are many dealers who 
would do some or all of these 
things, that the factory men know 
this and are too smart to allow 
it without some protection for 
themselves. 

Let us also face these facts: 

1. Open territories punish the 
just as well as the unjust dealer. 

2. Price competition has lost its 
punch—because everyone is doing it 
and it cancels out. 

3. The new-car buyer is paying 
as much if not more for his new 
car under this “open” system and 
price war, because in discounting 
our new cars we depress the value 
of the used cars. Result—trading 
difference (the real price of new 
cars in 85 percent or more of the 
purehases) goes up. 

4. We are losing sales because 
men like myself aren’t beating the 
bushes. 

5. We are losing sales because of 
a lack of permanency of relations 
between a salesman and his cus- 
tomer—a lack of trust. 

This list could go on and on but 
any one in the car business knows 
of these and many more reasons 
why this senseless price war be- 


Demand for Extras 
Is at Peak, Says 

+. ° +. 
Chrysler Division 

DETROIT. — Demand for luxury 
and convenience features in auto- 
mobiles is at an alltime high, ac- 
cording to Clare E. Briggs, Chrys- 
ler division sales vice-president. He 
said a survey reveals that all major 
equipment options available on 
Chrysler automobiles have gained 
steadily in popularity since 1954. 

TorqueFlite automatic transmis- 
sion tops the list so far in the 1957 
model year with 99.9 percent ac- 
ceptance against 99.4 percent in 
1956, some 98.7 percent in 1955 and 
97 percent in 1954. 

Heaters are in second place with 
97.1 percent this year, 97 percent 
in 1956, some 96 percent in 1955 
and 92 percent in 1954. 

Power steering has jumped to 96 
percent of Chrysler production 
from 89 percent in 1956, some 78 
percent in 1955 and 52 percent in 
1954. A portion of this jump is the 
result of the new Chrysler Sara- 
toga series which has power steer- 
ing as standard equipment. 

Radios are in fourth position with 
89 percent in 1957 against 83 per- 
cent in 1956, a higher 87 percent 
in 1955 and 74 percent in 1954. 
Whitewall tires are included in 87 
percent of Chrysler orders against 
83 percent in 1956, some 80 percent 
in 1955 and 64 percent in 1954. 

Ranking sixth is power brakes, 
which have been included in 78 
percent of all orders so far this 
year against 72 percent in 1956, 
some 70 percent in 1955 and 42 
percent in 1954. 


Foundrymen to Meet 


CHICAGO. — The Gray Iron 
Founders’ Society will stage its 


tween dealers of the same product 
has got to cease. 

If each side would recognize 
the problems of the other a solu- 
tion could be reached. A dealer 
has no qualms against releasing 
a salesman that doesn’t produce. 
It’s odd that they would object so 
strongly that the factory wants 
and deserves protection against a 
dealer who doesn’t 

A plan that could work, if ad- 
ministered in good faith, would save 
the retail auto business—such a 
plan as the following: 


ages—it is mathematically impos- 
sible for every dealer to have price 
class. 

3. Establish two alternatives for 
the protection of the factory: 

a. The right to “open” a given 
area to cross-selling if the dealer 
isn’t doing a representative job, and 
leaving it open until the necessary 
steps are taken to correct the situa- 
tion. (The fairness, wisdom and, 
possibly, the help of a disinterested 
arbitrator might be necessary.) 

b. The right to cancel a hope- 
less dealer (after all methods to 
help him help himself have been 
exhausted), Again an arbitrator 


4. Establish an academy to train 
sales people in the art of selling and 
merchandising. 

Well, I've about said my piece. I 
sincerely hope something will be 
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1, Reestablish closed territories or 
area of service responsibility (two 
names for the same purpose.) 

2. Establish definite, preunder- 
stood conditions of acceptable and 
unacceptable dealer performance, 
with dealers cognizant of their re- 
sponsibilities and with factory rep- 
resentatives remembering that 
“price-class” is an “average” and is 
subject to the weakness of all aver- 


NEW GOLDEN 
BONDERITE 


How its golden color can mean better products, 
greater profits for aluminum fabricators 


done and this business gets back to 
some semblance of sanity. This 
price war has consumed dealer 
gross profit and money that should 
be spent conditioning cars has been 
thrown on the altar. Now my com- 
missions are being tossed in. (I’m 
a partner in gross profits now that 
there aren’t any—will I be a part- 
ner when the profits get bigger— 
if ever?)—MicHiGaN SALESMAN. 


Service Management Training— 


Forty dealer service managers and other key personnel from Buick’s San Francisco 
zone recently completed a four-day training course on service management at the 
General Motors Training Center, San Leandro, Calif. Above, one of the four classes 
conducted during the training sessions. From left are John Zoller, Burlingame; Robert 
Finlay, Buick zone business manager; Lewis H. Duncan, Petaluma; Albert Bubb, Palo 
Alto; Jack Morningstar, Buick zone service representative; Ray Gentry, Ukiah; E. G. 
Guthrey jr., resident Buick instructor; Tom Caveia, Antioch; Richard Nample, Vaca- 
ville; Elmer Gipson, San Francisco; Ralph Boyer, Buick regional service manager, and 
Vic Laskowski, Salinas. 











The golden coating achieved on aluminum by new 
Golden Bonderite is the key to a whole new concept in 
control, economy and efficiency. 


No longer need you worry along with variations in 
—_—= ts and solution analyses that go up and 
down from hour to hour or day to day. The color of 
the metal as it emerges from the Bonderite machine is 
a visual check on solution effectiveness and coating 
quality. It looks the same—and it is the same—24 
hours a day, seven days a week. 





n 
i 
i 


Parker "Reactifier” and How it Works 


In ordinary surface treatment solutions of this kind, 
a build-up of impurities occurs as work is processed. 
These impurities affect the efficiency of the treatment 
in inverse ratio until finally the solution is beyond 
redeeming. The tank has to be dumped and a fresh 
bath made up. 

This costly, wasteful procedure is ended when you 
use Golden Bonderite in conjunction with the sensa- 
tional Parker “‘Reactifier’”’ column, an exclusive appa- sags again in use. Quality is uneven and 
ratus that polices the solution constantly, removing uncertain. 
the harn elements and allowing you to use the New Golden Bonderite and the 
solution indefinitely, without ever having to discard it. i 

“straight-as-a-string”’ efficiency. No variation 


in quality even if you operate 24 hours a 
day, seven days a week. Solution analysis 
remains constant, free of impurities that 
reduce efficiency and quality. 


The saw-tooth line above is entirely too 
familiar to operators of conventional alumi- 
num treatments. Efficiency sags as metal is 
treated, recovers as chemical is added, quickly 


Better Products, Better Profit 


‘You use a surface treatment for your aluminum pro- 
duction to improve paint adhesion and corrosion resis- 
tance, to reduce rejects in the finishing department and 
to assure customer satisfaction. Uneven efficiency in 
surface treatment usually means loss of paint adhesion, 
production rejects and the danger of costly field service 
and replacements. 

Golden Bonderite’s uniform efficiency, so easily 
checked by color, will save you money. 


1 It provides a uniform, effective paint base. 
2 It allows you to schedule and maintain high pro- 


Simple To Use 
New Golden Bonderite may be applied by spray or 
immersion. Treatment time can be v to suit pro- 
duction speeds and equipment. Golden Bonderite comes 
to you in concentrated liquid form, easy to 
use. 


duction | Let us show you actual samples and test data on 

3 . ae es t unif sai iaieaaliadl Golden Bonderite for aluminum. Call or write today! 

Gaketions ee oe eee NOTE: A companion product to Golden Bonderite produces 

ee aot an appealing scratch-resistant green coating on aluminum. 

4 It eliminates the need for dumping and rebuilding It’s a lovely color wii further finishing. A natural for 
treatment solution. architectural products. 


RUST PROOF COMPANY 
2164 E MILWAUKEE, DETROIT 11, MICHIGAN 


PARKE, 


BONDERITE BONDERITE and BONDERLUBE PARCO COMPOUND PARCO LUBRITE TROPICAL 
corrosion resistant aids in cold forming rust resistant wear resistant for friction heavy duty maintenance 
paint base of metals surfaces paints since 1883 





*Bonderite, Bonderlube, Parco, Parco Lubrite, Parker Pre-Namel—Reg. U.S. Pat. Off. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

In answer to reports that Mer- 
cury is cutting out its advertising 
in all but 150 weekly papers across 
the nation, a division spokesman 
said last week: 

“It is likely there will be some 
reduction in Mercury’s use of 
weekly newspapers based on a 
number of considerations at this 
time. 

“Mercury division and its adver- 
tising agency, Kenyon & Eckhardt, 
are continuously trying to improve 
the efficiency of all media buying. 

“We take no position for or 
against any class of advertising 
media except on the basis of our 
judgment of a particular me- 
dium’s suitability to serve a 
given need at a given time,” he 
said. 

Mercury has been advertising in 
approximately 1,200 weekly news- 
papers in addition to its other 
media promotions. 

+ * +. 


New Commercials for Ford 

A new 1957 series of six ani- 
mated television commercials, for 
Ford dealers and Ford Motor Co., 
have been created and produced 
for J. Walter Thompson Co., by 
Playhouse Pictures, Hollywood. 

The television spots are shorter 
versions (20 seconds) of the New 
York Art Directors Club award 
winning Tennessee Ernie Ford 
Show animated openings, created 
by Playhouse. 

All six commercials are cur- 
rently televiewing throughout the 
U. 8. 


* * * 


Olin Mathieson Campaign 


chemicals division of Olin Mathie- 
son Chemical Corp., Baltimore. 


Focal point of the campaign, 
Moore said, will be a concentrated 
six-week program, starting Sept. 
21 with spot announcements on 
Monitor, NBC’s continuous week- 
end radio program. The announce- 
ments, urging motorists to get their 
anti-freeze early, will be given by 
Miss Monitor during her regular 
weather reports. 

Dealer tie-in pieces will be pro- 
vided in the form of window post- 
ers featuring a close-up photo- 
graph of Miss Monitor asking 
motorists to “Buy your anti-freeze 
early.” 

The campaign will be further re- 
inforced by trade ads, the Olin 
Mathieson “Have-A-Heart” poster, 
and special fall envelope stuffers 
that will personalize the dealer’s 
anti-freeze recommendations. 


For sales training and other or- 
ganized dealer activities, Olin 


color motion pictures. 
* * = 


Ad Council Meets Sept. 23-26 


The Automotive Advertisers 
| Council will hold its fall meeting 
at the St. Clair Inn, St. Clair, 
Mich. Sept. 23-26. 

R. K, McConnell, advertising 
manager of Federal-Mogul-Bower 
and president of the Council, has 
indicated that initial response 
from the membership insures a 
record attendance. * 

Subjects vital to the sales, pro- 
motion, and advertising of auto- 
motive replacement parts will be 
discussed. 





* . > 


Plastics Labeling Contest 
The third annual contest for the 


Plans for a fall advertising and| best informative labeling for plas- 
promotional campaign to show the| tics products sold at retail has been 
motoring public the wisdom of|announced by the Society of the 


early installation of anti-freeze have | Plastics Industry, Inc. 
industrial! test is open to all companies and 


been reported by the 


The con- 


Mathieson is also offering two full | 





individuals in the U. S. manufac- 
turing or marketing consumer 
plastics products. Non-members as 
well as members of the SPI are 
eligible. 

Entries, which may be labels, 
hang tags, inserts, packaging, etc. 
should be submitted to SPI with 
the products they identify, when 
practicable. The contest, which will 
be judged by merchandising au- 
thorities and: editors, closes Dec. 
1, The society is located at 250 
Park Ave., New York 17, N. Y. 


* * * 


Auto Mat Service Growing 


Ted MacDonald, of MacDonald 
Advertising Services, Inc., Lafay- 
ette, Ind., reports that an auto 
advertising mat service intro- 
duced last February is growing 
rapidly. 

Currently the service is avail- 
able to dealers through their 
local newspapers in 100 cities, 
but MacDonald expects that by 
the end of this year 200 or more 
newspapers will be using it. 

* = + 


Film on Oil Available 


Glimpses of oil men and oil com- 
panies at work will be the basis of 
this year’s Oil Progress Week fea- 
ture motion picture, according to 
the American Petroleum Institute, 


| which sponsors the annual observ- 
| ance. 


The 26%-minute motion picture 
is in black and white. Prints will be 
$50 each, for 16 millimeter issues. 
The API said no 35-millimeter is- 
sues will be available this year. 
Distribution will be made later this 


| Summer. 


Title of the Oil Progress Week 


|movie is “A Story of People and 
| Progress, Featuring John Daly.” 


+ > > 
Names 
James F. Black has jointed Kud- 
ner Agency, Inc., New York, as 
account manager on the Goodyear 
Tire & Rubber Co. account. Black 
formerly was vice-president and 
account supervisor at Benton & 
Bowles, Inc. 
= > . 
Walton Petty, formerly advertis- 
ing and sales promotion manager 








Ford Dealers, Officials Review Ad Plans— 


Northern California Ford Dealers Advertising Assn. board members and Ford 
officials are shown reviewing the association's fall newspaper advertising campaign. 
From left are John H. Eagal jr., Stockton; Clarence Bullwinkle, Berkeley; Walter J. 
Cooper, Ford western regional sales manager; Robert Bishop, Santa Rosa, president; 
Morris Landy, Oakland; Robert Roat, J. Walter Thompson advertising account execu- 
tive; James A. King, Ford, San Jose district sales manager, and S. Y. Armit, San 
Francisco. 








special projects. Garvey formerly 

was on Business Week magazine. 
= > > 

Edward Keil, formerly of the 

|New York Daily News, and Roy 


: : : _| Koch, formerly with the State De- 
pointed to the public relations de partment, have joined the promo- 


partment of Champion Spark Plug tion department of Look magazine. 
Co. He was a member of the liaison | i: -s « 
section of the company’s sales de-| 
partment prior to his new assign- 
ment. James E. Neal will replace 
Helman in the liaison section. 

> > ” 


for Koochook Co. of St. Louis, has 
joined the staff of Martin Fromm 
& Associates, Kansas City. 

* = = 


Neil H. Helman has been ap- 


Frank Cawl jr., formerly direc- 
tor of research, has been named 
director of research and promotion 
for Outdoor Advertising, Inc. Prior 
| to joining OAI last October Cawl 

Barbara C. Strandberg has been! was with Hearst Advertising Serv- 
appointed supervisor of field inter-| jog 
viewing services at Elrick and La-| * 
vidge, Inc., a Chicago marketing | Stuart Wilkes, former managing 
planning and research organiza-| editor of the Oil Daily, Chicago, 
tion. Miss Strandberg formerly was) has joined the editorial staff of the 
with the Armour Research Foun-| oj) Information Committee of the 
dation. American Petroleum Institute in 

i | New York. 

Stanley J. Panek has joined Dun-| -— - FF 
lop Tire & Rubber Corp. as assist-| Mark Arnold has been promoted 
ant advertising manager. Panek|to retail manager of the Bureau of 
formerly was advertising manager | Advertising, American Newspaper 
of Lake Erie Machinery Co. | Publishers Assn., succeeding Robert 

a | Van Slambrouck, who has ac- 

Charles M. Garvey has joined the| cepted the position of advertising 
staff of Popular Science as assist-| manager of the Sacramento (Calif.) 
ant managing editor in charge of Bee. 








You give the commercial this time, son. 
Show the folks the big blue sign. 


You can find a lot of ways to prove aluminum is durable... 
ye it gives. your car a permanent “new look:’ 
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Shoot, boy. Let’s 


about aluminum trim, 






Al, I have 
a question 


every other kind. Keeps its new look, too. 


Next time.we get together, son, I want 
you to. help me introduce one of my 


Py. 4 


Kaiser Aluminum 
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-- This is a GREAT year for RAYON TIRE CORD! Thanks to the 


we GREAT new ADVERTISING CAMPAIGN in Saturday Evening 
z Post and Time, more and more car-conscious customers are demanding 
> Rayon Cord Tires than ever before! And because the public wants Rayon, 
or every car manufacturer uses them as original equipment on new cars! 
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For safety in emergencies... A a 


elmost all fire tracks rely on Rayon Hi-Test Tire Cord 


Here’s the latest 
ad in Rayon’s 
GREAT series! 


Cato gh mead Grats Boye tt Ts Lew aise yc you queens Raves Lanowee, bar, 330 Fda Anema, New Vor | 


Be sure you ride on Rayon=world’s leading tire cord 





In fact, 99.2% of all the ’57’s come with Rayon Cord Tires! 


These ads tell new-car prospects that— 


emergency vehicles—highway service trucks, police cars, 
ambulances—depend on Rayon Cord Tires for safety. 


Rayon Tire Cord is, pound for pound, as strong as steel. 


Rayon Tires run quieter and are free of the troublesome 
“morning thump” found in other tires. 


9 out of 10 cars ride on Rayon Cord Tires. 


Rayon Cord Tires deliver premium safety at no 
premium in price. 


Rayon—the world’s leading tire cord—is standard equip- 
ment on every auto manufacturer’s new models. 


WE’RE KEEPING YOUR 
CUSTOMERS SOLD ON 
THE TIRES YOU SELL! 





American Rayon Institute, Inc., 
350 Fifth Avenue, New York 1,N. Y. 
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Across the Nation... 


AUTOMOTIVE NEWS, AUGUST 26, 1957 


Auto Dealer Changes 


bridge Motors, Inc., Stockbridge, | Alaska; Mosley Motor Co., Atlanta; 


Studebaker- Packard announced 
that it has awarded 23 new fran- 
chises in 16 states. They are: Bur- 
gess Packard - Studebaker, Ocean- 
side, Calif.; Hyndman Implement, 
Rolla, N. D.; Phillips Motor Co., 
Marion, N. C.; Bill Johnson Motors, 
Cleburne, Tex.; Gay Implement & 
Motor Co., Cuero, Tex.; Sanders- 
Pfeiffer Motor Co., Madisonville, 
Tex.; Brookhill Motors, Inc., Wil- 
liamson, W. Va.; Ernie’s Texaco 
Service, Reed City, Mich., and Su- 
perior Motors Super Market, Mon- 
roe, Mich. 

Bryn Mawr Mercedes Packard 
Studebaker Co., Bryn Mawr, Pa.; 
McRoberts Auto Service, Fleming- 
ton, N. J.; Kohler Farm Implement 
Co., Bloomington, Ill.; Joe Hackl 
Auto Sales, Minneapolis; G & G 
Motors, Temple, Pa.; Masters Mo- 
tor Sales, Malden, Mo.; Dean Mo- 
tor Co., Roswell, N. M., and Stock- 


Mass. 
Diehl Motor Sales, Alpena, Mich.; 


Gilly’s Motor Co., Farmington, N. | ville; 


M.; Socotch Motors, Inc., Cleve- 
land; Jay Dee Co., Inc., Willow 
Grove, Pa.; Wilson Motors, Flag- 
staff, Ariz., and Tri Motors, Inc., 
Fort Atkinson, Wis. 


16 More Dealers 
Named to Handle 
French Renault 


Sixteen dealers for the French 
Renault have been named in the 
U. S. They are: 

Brauser Motor, Inc., Riverhead, 
L. L.; Car Cade, Inc., Valley Stream, 
L. L; R. & S. Sales & Service, Inc., 
Smithtown, L. L; Dependable Mo- 
tors Co., West Haven, Conn.; Reli- 


able Sales & Service, Bridgeport, 
Conn. 

Koplin Lincoln-Mercury, Eliza- 
beth, N. J.; Cochituate Motors, 
Cochituate, Mass.; Palmetto For- 
eign Motor Sales, Columbia, S. C.; 
Harley-Davidson Sales Co., Seattle; 


| Dean-Taylor Pontiac, Medford, Ore. 


P. T. Automotive Service, Juneau, 


Thompson Motors, Tupelo, Miss.; 
Paul Mountcastle Motors, Nash- 
Pryor Motor Co., Decatur, 
Ala., and Ren Motors, Seaboard, 
L. IL. 


* * + 


Williamson Buys Neal 


Williamson Motor Co. has pur- 
chased Neal Motor Sales, making 
Williamson the only Imperial- 
Chrysler-Dodge dealer in Corpus 
Christi, Tex. 


* * * 


Dodge to Williams 


Frank Williams, owner of 
Williamson Motor Co., 1223 Wa- 
ter St., Corpus Christi, Tex., has 
purchased the Neal Motor Co. 
(Dodge), at 1201 Chaparral St., 
and has moved its stock of auto- 
mobiles to the Water street loca- 
tion. In addition to Dodge, he 





* 





S-P Signs Mich— 

Henry Mich, center, formerly associated 
with Packard and Oldsmobile, is shown 
signing a Studebaker - Packard - Mercedes 
sales agreement with C. V. Waltzer, Los 
Angeles Studeboker-Packard zone sales 
manager. The name of the firm is Mich 
Motors, located in Huntington Park, Calif. 





will continue to handle Imperials 
and Chryslers. 


Gimma Buys Buick 


John P. Gimma, formerly sales 
manager of Stephens Buick Co., 





Fashion-right upholstery of 
Du Pont Nylon helps close sales 


You'll turn prospects into buyers when you point out all these 
advantages Du Pont nylon brings to upholstery: 


e exciting new colors, textures «¢ longer wear 


e year-round comfort with woven fabrics 


e easier care 


e helps maintain car appearance and value 


Why not use these extra sales appeals on your next prospect... 


and see how they help close the sale faster! 


*le us oa orf 


BETTER THINGS FOR BETTER LIVING 


. THROUGH CHEMISTRY 


— 


New Orleans, has bought Gregg 
Buick Co., West Beach Blvd., Biloxi, 
Miss., and will change the firm 
name to Gimma Buick Co. William 
Sanford will be sales manager. 

+ + * 


Exclusive Dodge Truck 


Charles Maniscalco has been 
appointed an exclusive Dodge 
TRUCK dealer and will operate 
under the name of Dodge Truck 
Center, 1154 Magazine St., New 
Orleans, Maniscalco was formerly 
a Reo dealer. 

oa - 


Allen Showrooms Sold 


Don Allen Chevrolet, Inc., hag 
sold its former new-car and truck 
showrooms on Central and Lexing. 
ton Aves., Albany, N. Y., to local 
businessmen. Arthur J. Harvey, 
attorney for the buyers, said - the 
purchase price was close to $100,- 
000. 





+ + + 
Mavity Buys Out Pechin 
Paul Mavity has bought the 
Mercury dealership in Lafayette, 
Ind., from Jim Pechin and will 
continue it at the same location, 
14 N. Sixth St. Mavity has been 
associated with Glenn R. Pitman 
Ford in Lafayette. 
+ oa 


+ 
Goetsch, Irvine Get Dodge 


Goetsch-Irvine Motor Co., Inc., 
has been appointed Dodge dealer 
in Manhattan, Kans, Lee Goetsch 
and Bob Irvine own the firm. 

= 


* * 


Sledge Buys Ind. Deal 


R. O. Sledge, manager of the 
Henry Clay Hotel, Ashland, Ky., 
for the past three years, has pur- 
chased the Pontiac dealership in 
Jeffersonville, Ind. 

= = * 


Pender Opens New Outlet 


Carl T. Pender, Dodge-Plymouth 
dealer in Paola, Kans., has opened 
another dealership in the building 
formerly occupied by the Buick 
dealership in Osawatomie, Kans, 
Mechanics from the former Buick 
dealerships in Paola and Osawa- 
tomie have been added to the 
Pender staff. 


45 Dealers Added 
By AMC in Month; 
351 This Year 


Forty-five dealers were signed by 
American Motors in July, accord- 
ing to L. W. Stevens, director of 
automotive dealer development. He 
said it brings to 351 the number of 
dealers added in the first seven 
months of 1957. 

The newly franchised dealers are: 
- Bonesteelis Sales & Serviee Inc., 
Salem, Ore.; Linnehan Auto Sales, 
Ellsworth, Me.; Pisenti Motors, 
Petaluma, Calif.; Sun City Motors, 
Inc., El Paso, Tex.; Worstel] Motor 
Co., Roswell, N. M.; Ed English 
Rambler Sales & Service, Chicago; 
Butterworth Motors, Taunton, 
Mass.; Evansville Rambler Sales, 
Evansville, Ind.; Van’s Rambler 
Sales & Service, Midlothian, IIL; 
Arnold Motor Co., Davis, Calif. 

Roger Motor Sales, Dalton, Ga; 
Bosse Motors Inc., Salt Lake City; 
Peterson Motor Co., Boise, Id.; Put- 
nam Motors, Inc., Palatka, Fla.; 
Duncan Motor Co., Louisville; Red 
Lion Motor & Body Service, Phila- 
delphia; Fredonia Truck & Farm 
Equipment Co., Inc., Fredonia, N. 
Y.; Merrimack Valley Motor, Inc., 
Lawrence, Mass.; Evans Ceter Ga- 
rage, Angola, N. Y.; Tri-Rambler 
Inc., Baldwinsville, N. Y. 

Bloomfield Plaza Motors, Inc., 
Bloomfield, N. J.; Franklin Motors 
Inc., Franklin, Va.; Bob Moore 
Oldsmobile Inc., Wichita; Stewart 
Motors, Hurricane, W. Va.; Park 
Price Oldsmobile, Inc., Pocatello, 
Id.; Tullos Motor Co., Bogalusa, 
La.; Geisinger Motor, Sioux Rapids, 
Ia.; Mrozek Auto Sales, Linden, N. 
J.; Simmons Motors, Cambridge, 
Md.; Ira B. Burr Motor Co., Neosho, 
Mo.; Haus Buick-Rambler, Inc., 
Brattleboro, Vt. 

Weis Motor Sales, Alma, Mich.; 
Clarinda Motor Sales, Clarinda, Ia.; 
Clark Brothers, Elizabeth Town, N. 
C.; Tidball Garage, Killbuck, O.; 
R & S Motor Co., Inc., Lumberton, 
N. C.; Mayo Motors, Trexlertown, 
Pa; Mitchell Pontiac Sterling, 
Colo.; J & J Mercury, Inc., Put- 
nam, N. J.; Demaree Buick Co. Inc., 
Madison, Ind.; Don Maloney Sales, 
Croswell, Mich.; Pohl Motor Sales, 
Wapakoneta, O.; Bradin Cadiilac- 
Olds, Inc., Asheboro, N. C.; Salyer 
Motors, Clinton, Okla.; Larke Buick 
Co., Hastings, Mich. 




















There's nothing so powertul as an idea | 
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Some magazines specialize in news or fiction or fashions. Better Homes 
& Gardens specializes in ideas. Ideas that wake people up so their 
dreams of richer, happier family life can come true. None of the 

other major media creates quite the same kind of do-something-now 
mood. Because nothing can equal practical ideas to keep home 

lovers busy planning and doing and buying things. 


The husbands and wives (and their children) who read BH&G don’t 
just talk about the things they see in their favorite idea magazine. 
They do something about the ideas they see on every page. 


The happy truth for advertisers is that there’s nothing quite so 
powerful as an idea if you want to make a sale. And Better 
Homes & Gardens is as full of ideas as a supermarket is full of 


food! 'That’s why it keeps on growing bigger and stronger fiat % 

and livelier every year. Meredith of Des Moines .. . ‘ - se A 7 , B 
America’s biggest publisher of ideas for today’s living a” a 
and tomorrow’s plans :; “ : - re . 


/ ot America reads i H (5 the family idea magazine 
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AUTOMOTIVE NEWS, AUGUST 26, 1957 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"56 =°57 
Jan, 


"66 °S7 
Feb, 


"56 57 
March 


°56 
Apr. 


Prices of ‘56s added and '48s dropped in November, 1955. Prices of "57s added and ‘49s dropped in November, 1956, 





Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $5 to $879, 
according to Automotive News’ 
index. 


It was the second week in a 
row that prices had gone up, and 
the average carried to within $2 
of the overall average price re- 
corded in early June. 


There were no setbacks last 
week among individual models. 
With the exception of ’54s, which 
held unchanged from the previ- 
ous week, all individual prices 
increased. Gains amounted to $7 
on "57s, $7 on ’52s, $6 on '53s, $5 
on "51s, $5 on ’50s, $4 on ’56s and 
$4 on ’55s. 

At a group of represéntative 
auctions last week, the sales ratio 
was 64.6 percent, with an average 
consignment of 175.2 units. A 
week earlier, the average con- 
signment was 200.5 units and the 
sales ratio was 66.7 percent. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


Figures alongside bars represent dollars. 


| drive, and (ps) indicates power wel aaa, use Mayfair Hardtop, $615°. 
steering. | PLYMOUTH -— '54 Savoy station wagon, | 
* * a $760; Plaza 2-dr., $380. '53 station wag- 
BUFFALO on, $605; club coupe, $475*; 2-dr., $300, 
| $235 
(Thruway Auto Auction, Inc, Sale every PONTIAC oo Chieftain 2-dr., $875. 5 
| Monday. Prices are for sale of Aug. 12.) 2-dr., $730°. ‘53 Chieftain 4-dr., $525°, 
ew ' Mame $475*. "52 4-dr., $400*, ‘51 4-dr., $120. 


(64 percent sold as dealers showed es- 
pecially active interest in ‘53 and °56 
models, Automatic transmissions brought 
extra high premiums, Sold 57 cars out of 
89 consignments.) 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 9.) 


| BUICK—'55 Special 2-dr., $1,220°. "54 RM (Market strong with activity awfully 
Hardtop, $950* (ps). ‘53 Super 4-dr.,| esod on anything clean and ready to 
$700* (ps), $560*; 2-dr.. $570°, $480°; | retail.) 
ee Hardtop, | guicK—'57 RM Riviera, $2,800* (ps); 
= Special station wagon, $2,550*. '56 Super 
| CADILLAC—'56 coupe de Ville, $3,350°. Riviera, $1,995* (ps): Century Riviera, 
"51 (62) 4-dr., $460°. $1,805", $1,750*°;: Special Riviera, $1,- 
CHEVROLET—'56 Corvette, $2,440°. ‘55 850°. "55 Special Riviera, $1,500*; 2-dr., 
Bel Air Hardtop, $1,220*, $1,210° (ps); $995*. "54 Century 4-dr., $1,075*; Spe- | 
Two-ten (8) 2-dr., $890°. ‘54 Bel Air cial 4-dr., $985*, $815*, $755, $750. 
station wagon, $1,050; One-fifty 4-dr., | CADILLAC—'56 coupe de Ville, $3,185* 
$435. ‘53 station wagon, $730* (ps); Bel (ps), $3,130° (ps); (62) coupe, $3,155° | 
Air 4-dr., 2 at $600; Hardtop, $400. ‘52 (ps); (60) 4-dr., $3,165° (ps). "54 (62) 
Hardtop, $315*; club coupe, $270*; 4- 4-dr., $1,885* (ps). "53 (62) 4-dr., $1,- | 
dr., $350*, $210*. "50 Hardtop, $120. cat Lt. $800". monte 
. "HEV 7 - "57 ‘orvette, 850. *f 
DeSOTO—'S1 Custom 4-dr., $125 Bel Air (8) 2-dr., $1.595°; conv., $1,- 
DOD G E—’'53 Meadowbrook 4-dr., $290, 540°. '55 Bel Air (8) coupe, $1,305*; 
$275*. ‘52 Coronet 4-dr., $275; Meadow-| 4-ar, $910*: Two-ten (8) station wagon, 
brook 4-dr., $200. $1,220*: Delray, $1,075, $975°: 4-dr., 
FORD—'54 Custom 2-dr., $705. "53 station $865. 2 at $845, $820, $810, $795. "54 
wagon, $610°; 4-dr., $630, $460. ‘52 Two-ten 2-dr.. $725, $565. ‘53 2-dr., 
Hardtop, $530*; 2-dr., $310. $490. "52 2-dr.. $365, $320°. $300, $295, | 
LINCOLN—'54 Capri 4-dr., $1,135*° (ps). | foe. J hy SS $195. °51 2-dr., 
MERCURY—'53 Monterey 4-dr., $500*. +52 | CHRYSLER—"55 NY 4- dr., $1,570* (ps). 
Hardtop, $525*, $410. ‘50 4-dr., $125. "51 Windsor 4-dr., $285*, $100. °50 4-dr., 
N AS H—'55 Custom Cross Country, $1,-| $115 
100° | DesoTo ‘S7 Firesweep 4-dr.. $2,320° 
OLDSMOBILE—'56 (88) 2-dr., $1,370. (ps). 





| DODGE—'57 Coronet Hardtop, 

| Coronet 4-dr., $205. 

FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
225* (ps), $2,200* (ps), $2,165°*, 
4-dr., $2,155*; conv., $2,025*, $1,985°; 
Country sedan, $2,395*, $1,875. '56 Fair- 
lane (8) conv., $1,265*; Victoria, $1,- 
425*; Main (8) 2-dr., 
4-dr., $1,235, $1,180, $1,160, $1,145. ‘55 
Fairlane (8) Victoria, $1,310*, $1,150*, 
$1,125*; Custom (8) 4-dr., $820. 

HUDSON — '55 Hornet 4-dr., $875*. ‘54 
Hornet coupe, $540*, $470* (ps), $250°. 
52 Hornet 4-dr., $255* 

MERCURY—'56 Custom Hardtop, $1,245*. 
"55 Monterey 2-dr., $1,045; Custom 2- 
dr., $840. ‘54 Monterey coupe, $1,010*, 
$795*: 4-dr., $905*, $845*, $770*, $710*, 
$650, $545. "53 2-dr., $520*, $410*, $205°. 

N ASH —'52 Ambassador 4-dr.. $265*; 
Statesman 4-dr., $150*. °28 2-dr., $155. 

OLDSMOBILE—'57 (88) Holiday, $2,550* 
(ps). "56 (98) conv., $2,065° (ps); (88) 
Super Holiday, $2,000* (ps); (88) Holi- 
day, $1,925* (ps), $1,905*, $1.845* (ps); 
4-dr., $1,910° (ps). ‘53 (88) 4-dr.. $700*; 
(98) Holiday, $505*. "52 2-dr., $235°. 

| PACKARD—'55 Clipper 4-dr., $990*. 
2-dr., $125°* 

PLYMOUTH—'55 Savoy (8) 4-dr., $810; 

| Belvedere (6) 2-dr.. $910°. ‘53 Cran- 

| brook 4-dr., $565*, $340. "52 4-dr., $230. 
"S51 4-dr., $160, $125 

PONTIAC—'56 Star Chief Catalina, $2,- 
035° (ps). ‘55 Chieftain Catalina, $1,- 
360°; 4-dr., $1,050*°, $875. "54 Chieftain 
2-dr., $675. "53 Chieftain station wagon, 
$650°; Catalina, $565*; 4-dr.. $480° 

RAMBLER—'55. i- dr., $845°. 
wagon, $740*. 

| STUDEBAKER —'53 Champion 2-dr. ; 

! $290°. ‘51 2-dr.. $115°, $110°; 4-dr., 

| $100°. '50 club coupe, $165°, $100*. 


$2,000°*. 


"51 





"53 | 


$2,150°*; | 


$910; Custom (8) | 


"54 station | 


$295°, | 


WILLYS—’'56 Jeep, $685. 
2-dr., $255*. 

MISCELLANEOUS—'56 Volkswagen coupe, 
$2,190. '53 Dodge %-ton pickup, $465, 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Mon. 
day. Prices are for sale of Aug. 12.) 


‘53 Aero Lark 


BUICK—’55 Super coupe, $1,270* (ps). ' 
Super conv., $1,050* (ps). 

CADILLAC—’57 (62) conv., $4,300* (ps), 
'56 (62) coupe de Ville, $3,650. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2, 


180* (ps); Two-ten station wagon, $2,. 
150; 4-dr., $1,910. '56 Two-ten (8) 4-dr,, 
$1,315. ‘55 Delray (8) 2-dr., $1,060*; 
(6), $735. '54 Two-ten (6) 2-dr., $650*, 
"52 4-dr., $295*, ‘51 4-dr., $285°. ‘50 
4-dr., $125. 

CHRYSLER — '57 Crown Imperial conv., 
$4,400* (ps). °'49 Windsor (6) conv., 
$135*. 


DODGE—’57 Custom Royal (8) coupe, $2,- 


550* (ps); Coronet conv., $2,375* (ps); 
4-dr., 2 at $2,275* (ps), $2,250* (ps); 
coupe, $2,250* (ps), 2 at $2,205* (ps). 
"53 Coronet conv., $470*. °52 Coronet 


(6) club coupe, 
FOR D — '57 (8) 
(ps), $1,850; 


$315. 

Ranch Wagon, $2,250* 
Fairlane 2-dr., $1,960*; 
Custom 4-dr., $1,600. °'56 Fairlane (8) 
conv., $1,580*; 4-dr., $1,385*; Custom, 
| $1,370*. °55 Fairlane (8) 4-dr., $1,090*, 
| $975*, $700*; Mainline 2-dr., $950; 4- 
| dr., $890; Custom 2-dr., 2 at $865. 'S4 
| Country sedan (8), $1,050. 
| MERCURY—’'56 Monterey coupe, $1,640*; 
4-dr., $1,305*. °54 Monterey coupe, $1,- 
040*. ‘53 Custom 4-dr., $625°*. 





OLDSMOBILE — '55 (98) Holiday coupe, 
$1,605* (ps). °53 (88) Holiday coupe, 
| $870*. 


PACKARD—'51 4-dr., $160*. 
| PLYMOUTH—'57 Custom (8) station wag. 


on, $2,325; Belvedere conv., $2,150*, $2,. 
050*,. °55 Belvedere (8) conv., $1,175*. 
‘53 4-dr., $200. '52 club coupe, $190. 

PONTIAC—'57 Super Chief 4-dr., $3,365* 
(ps). °56 Catalina 4-dr.. $1,665°. °5S5 
Chieftain 2-dr., $920. ‘52 Chieftain 4- 
dr., $200* 

WILLYS—'55 station wagon, $1,050. 


MISCELLANEOUS—'57 Volkswagen 2-dr., 
$1,935, 2 at $1,885; Chevrolet (8) %-ton 
pickup, $1,630. ‘53 GMC ‘%-ton pickup, 
$505*. "51 GMC ‘%-ton pickup, $295. 


LOS ANGELES 


(Harold Henry's Auto Auction. 
every Tuesday and Thursday. Prices are 
for sales of Aug. 1 and Aug. 6.) 


BUICK—'57 Super 2-dr. Riviera, $2,650* 
(ps); Century 4-dr. Riviera, $2,650° 
(ps). "56 Special Estate Wagon, $2,100* 
(ps); Riviera 2-dr., $1,900* (ps), $1,- 
750*. ‘55 Century Riviera, 2-dr., $1,245* 
(ps). "54 RM Riviera 2-dr., $1,095* 
(ps); Special 4-dr., $1,030*, $735. ‘53 
RM Riviera 2-dr., $615* (ps); Super 4- 
dr., $550° (ps); Special Riviera 2-dr., 
$465°*. ‘52 Super Riviera 2-dr., $270*. 
"51 RM 4-dr.. $195*. ‘50 Special 4-dr., 
$225*. ‘49 RM conv., $195°*. 

CADILLAC—’'57 coupe de Ville, $4,935* 
(ps), $4,650° (ps); (62) coupe, $4,550* 
(ps). $4,525* (ps). "56 coupe de Ville, 
$3,850° (ps), $3,605* (ps); (62) coupe, 
$3,605° (ps), $3,295* (ps), $3,175* (ps); 
conv., $3,600° (ps), $3,425° (ps); 4-dr., 


(Continued on Page 35, Col. 1) 


Sale 


Frequency Rates: Ling salle aoacnelenecah I-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on TF 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 





COLORADO 





COLORADO AUTO AUCTION 
SOUTH 
S ONLY 


Auctioneer 
Ceolenels Johnny Weed and Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudiey-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at || A.M. 

Phone Sherman 4-3263 


9p aera 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4695 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 


Crossroads 


. where they meet . . . buyers 
and sellers... 


dealers. They meet at the dealer auc- 


new and used car 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








penver | NEW ENGLAND'S OLDEST AND BEST 


| 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 


Phone Franklin 1-3845 


——\ SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
{Dealers Only) 
Operating Since 1946 


CONNECTICUT 








10 YEARS CONTINUOUS OPERATION | 
Sale Every Wednesday at 11:00 | 


SOUTHERN AUTO SALES, INC. | 
AUCTION 


Warehouse Pt., Conn. 





es _ ILLINOIS 

QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


MICHIGAN 











GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ame west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best’ 

Phone: ARdmore 6-4720 








6200 Independence 
Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 








Auctioneers | 
MISSISSIPPI “Sek Erwin de, Weltmen 
JACKSON — Greater Jackson Auto — ev lens Ssiling a.m. 
Auction, Inc., Wilmington St., P.O.| 499 or More Gare. "in Half the Time." 


Box 8468, Wednesday, 12:30 P. M. 
MICHIGAN 








Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located Y2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed Phone Dunkirk 3-0150 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


| Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
| John W. Becker 





THRUWAY AUTO AUCTION, INC. 


Route i8 B Buffalo, New York 


EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


LUCAD 


(Leading Used Cer Auction Directory) 

-++ls the key to a dealer's problem when 
leoking for a place to buy or sell cars. 
-For rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 








| 


| 


| Om U. S. Rowre 20A 


NORTH CAROLINA 


RALEIGH Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 
Phone 5-9535 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 








rth PE ne SERED! 
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$410; Main (8) 4-dr., $535; 2-dr., $455*. 
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$650, $540°; 4-dr., $405° (ps); Special 














2-dr., $480°, °51 Super Riviera, $200°; *53 Crest Victoria, $800*, $630; ‘Custom 
. « station wagon, $280". "SO 4-dr., $285°. Model Breakdown (8) 2-dr., $005"; Custom (6) 2-dr., 9458, 
, af . $330; 4-dr., $400. "52 Custom (8) 2-dr., 
Used-Car Auction Prices  ||12"s32 ‘aint. °Rj| OF Auction Averages | $20! Sifivoit? Sins oo 

isn” es as). "55 (¢) te ss: anedet =. — -_ HUDSON—’S4 Hornet 2-dr., $545*. 
* (ps), $2,290° (ps); 2-dr., $2,395* . ‘o Date MERCURY—’56 Monte 2-dr., $1,600*, 
(ps). "54 (62) conv., $2,085° (BS); 4-0, | 19BT..ncenue $2,187 $2,213 $2,198 | “Sisose se” station wagon,’ $1270; 
8). *b4 (Continued from Page 34) $1,795° (ps). i csinchetice 1,531 1,553 1,569 | Custom 2-dr., $1,100, $1,000, $925°. '54 





CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 





Monterey 2-dr., $1,010*, $890°; 4-dr., 
1,202 1,171 | gego* (ps). ’53 Monteréy conv., $800* 





































































’ (ps), 2,725* (ps). ’55 (60) Special 4-dr., $3,- ’52 Chevrolet %-ton pickup, $450; Dodge 195*; 2-dr., $1,825; Two-ten (8) 4-dr., 
: Soe (ps), $2,900* (ps), $2,800* (ps);| (6) %-ton pickup, $450. "J" aebuer 4-| $1,500°. '56 Bel Air (8) 2-dr., $1,500*; 830 849 (ps); Custom 2-dr., $520, $380*. "52 2- 
, $2. coupe de Ville, $2,930* (ps); conv., $2,-| dr., $545. °50 Chevrolet %-ton pickup, coupe, $1,455*; 4-dr., $1,365*; Two-ten 538 553 dr., $310. 
n, $2. 780* (ps). "54 coupe de Ville, $2,525* $400. '48 Dodge %-ton pickup, $105: 4-dr., $1,250, $1,225. '55 Bel Air (8) 345 359 OLDSMOBILE—’57 (98) Holiday, $2,850* 
4-dr,, (ps); (60) Special 4-dr., $2,435* (ps). Ford (6) %-ton utility, $300. 2-dr., $1,475*, $1,445; club coupe, $1,- (ps); (88) Super conv., $2,600* (ps). 56 
1,060*: 53 (62) coupe, $1,210*. ’51 (62) 4-dr., =! Oe a aie eae 248 249 Step an aa Paya. (pe). 
650°, 70*, 15*, $575*, 25*; coupe de ; ‘o-ten ( -dr., 045, ; 1 . Ps); 4-dr., , Ps); 
7 vine, fag "50 tees” Special 4-dr., CHICAGO 4-dr., $860. '54 Two-ten station wagon, 1s $2 Super Holiday, $2,050* (ps); 2-dr., $1,- 
$510*; (62) 4-dr., $475*, $445*. 49 (61) (Arena Auto Auction, Sale every Tues-| $955; 2-dr., $730; 4-dr., $610*; Bel Air 710° (ps); (88) Holiday, $1,925* (ps), 
conv,, coupe, $425°; (62) 4-dr., $370*; conv.,| day. Prices are for sale of Aug. 13.) 4-dr., $865, $825; conv., $600; Delray| Average $ 879 $ 891 $ 893 $1,900*, $1,840* (ps). °55 (98) Holiday, 
conv,, $340*. '48 (61) 4-dr., $185*%. °47 (61) (Sold 288 cars out of 391 consign- 2-dr., $820. '53 Bel Air 4-dr., $705, $615, $1,860* (ps), $1,850°, $1,800° (ps), $1,- 
coupe, $335*. ‘46 (75) 7-pass., $155°.| ments.) $565; station wagon, $340; Two-ten 4- bird, $2,465* (ps); Fairlane (8) Victoria, 750*, $1,550*; (88) Holiday, $1,665°; 
®, $2. | cHEVROLET — °57 Bel Air (8) Sport | BUICK—'57 Century conv., $3,000° (ps);| GF... $630, $590; 2-dr.. $575. °52 2-dr.,| $1,700; conv., $1,580, $1,450*; sedan,| 2dr, $1,440%, $1.435°, $1,280"; (88) 
(ps); coupe, $2,400*, $2,265* (ps); conv., $2,-| Riviera, $2,335* (ps). ’56 Super Riviera, $425; conv., $290. ’51 station wagon,| $1,495°, $1,390*, $1,250° (ps); Ranch Super 2-dr., $1,650. °55 (88) Holiday, 
(Ps); 250°, $2,025*; Sport Sedan, $2,235°, §2,-| $2,105*; RM Riviera, $2,065* (ps); sta-| $385; 2-dr., $250°. Wagon, $1,475*; Custom (8) 4-dr., $1,-| $1,025°. "54 (98) 4-dr., $1,280* (ps). "53 
(Ps). 185° (ps), $2,150*; Two-ten (8) Delray,| tion wagon, $2,000*. ’55 Super conv., | CHRYSLER—'’53 NY 4-dr., $500*; Wind-| 210%, $1,165*, $1,130*, $1,050°; 2-dr., (88) conv., $830° (ps). 
oronet $1,965". "56 Corvette, $2,775*; Bel Air| $1,345; Riviera, $1,375* (ps), $1,325*| sor (6) 2-dr., $380*. 51 NY 2-dr., $235°. $960*. °55 Fairlane (8) Victoria, $1,365, | PACKARD—’55 Clipper Constellation, $1,- 
(8) Sport coupe, 2 at $1,860* (ps), $1,-| (PS); RM Riviera, $1,330* (ps); 4-dr.,| DODGE—'55 Suburban station wagon, $1,-| $1,245; sedan, $1,000; conv., $1,005*° 380° (ps). ’54 Clipper 2-dr., $615°. 
2, 250° 820°. $1,745*, $1,700*; 4-dr., $1,700%,| $1,225° (ps); Special Riviera, $1,300*,/ 270*; Royal (8) 4-dr., $1,165*, $1,150*| (ps); 2-dr., $910; Custom (8) 2-dr., $1,- PLYMOUTH—'56 Suburban station wagon, 
960°; $1,695*, |$1,625°, '$1,595* (ps); Sport| $1295°. °54 RM Riviera, $1,170° (ps),| (ps). '53 Coronet (8) 4-dr., $440*. 125*; $1,025*; sedan, $1,000; 4-dr., $925,| $1,565; Belvedere (8) conv., $1,535*; 
e (8) Sedan, $1,695*; ‘Two-ten (8) 4-dr., $1,-| $1,085 (ps); Super Riviera, $1,075*,| FORD—'57 Retractable Hardtop, $2,750*| $835; Custom (6) 4-dr., $695*; Ranch} S&voy 2-dr., $1,070*; 4-dr., $1,060; Plaza 
stom, 685, $1,395; 2-dr., $1,590°, $1,575°: Dei-| $1,025°, $1,015*; conv., $1,000° (ps);| (ps); Fairlane (8) 500 4-dr., $2,150*;| Wagon, $930. '54 Crest conv. $985*;| (5) 4-dr., $755; Plaza (6) 2-dr., $750. 
0908, ray coupe, $1,606*; (6) 2-dr., $1,175*. 2-dr., $945*. °53 Super Riviera, $705*, Custom (8) 2-dr., $1,635*. °56 Thunder- Custom (8) 2-dr., $680°, $535, $455, (Continued on Page 36, Col, 1) 
0; 4- 55 Bel Air (8) Sport coupe, $1,575*, 
5. SA $1,520*, $1,500*, $1,475*, $1,420*; 4-dr., 
$1,490 2-dr., $1,415* (ps); Two-ten (8) 
640°; 2-dr., $1,275*, $1,200, 4-dr., $1,175*, $1,- 
$1,- 090; One-fifty (6) 2-dr., $845. ’54 Bel Air ' 
4-dr., $750*; Two-ten 2-dr., $705*; One- 6 
mae | BO ze te, Bs ore ofn in ut never more than six weeks 0 
coupe, dr., $655, $570; 4-dr., $505; Bel Air 2- 
dr., $655*; One-fifty 4-dr., $455. °52 
SL Deluxe 4-dr., $425*, $405; 2-dr., 
wag. $425*; Special 4-dr., $400; 2-dr., $280. € 
$2,- 51 Station Wagon, $540*; Deluxe 4-dr. 
175°, Station Wagon, $370; Bel Air, $420*, 
0. $350*; SL Deluxe 4-dr., $325*, $275; ee 
365° 2-dr., $275*. °50 Bel Air, $285*; SL De- 
55 luxe 4-dr., $215; Special 2-dr., $205; FL 
n 4- Deluxe 4-dr., $180*. ‘49 SL Deluxe 2- 
dr., $220; 4-dr., $215. 2 
dr CHRYSLER—’57 Windsor 2-dr., $2,750* 
ohn (ps). 53 NY 4-dr., $485* (ps). '52 NY # 
kup 4-dr., $470* (ps); Windsor club coupe, ” 
; $375*. °51 Windsor club coupe, $245*. U 0 | —_ 
; "49 Saratoga 4-dr., $145*. 
DeSOTO—’57 Firesweep Sportsman, §$2,- 
775°. °56 Firedome 4-dr., $2,450* (ps); 
Sale Station Wagon, $2,200* (ps). 
are DODGE—’57 Coronet (8) 2-dr., Lancer, 
$2,435*. '56 (8) Sierra Wagon 4-dr., $1,- 
650° 700. '54 Coronet (8) 4-dr., $695. '52 
650° Coronet Diplomat, $340*°. ‘51 Coronet a 
100° club coupe, $285*. Off / 
$1,- FORD—’57 Thunderbird, $3,125* (ps), $3,- iciaa 
245° 075* (ps), $3,000° (ps); (8) Country 
195° Sedan 6-pass., $2,350° (ps); Fairlane 
53 500 (8) conv., $2,325* (ps), $2,210*; 
r 4- Townsman, $2,125*, $2,025, $1,995*; 
‘dr., club sedan, 2 at $2,000*; Custom (8) 4- 
70°, dr., $1,845*, $1,820*. ‘56 Thunderbird, 
‘dr., $2,825* (ps), $2,800* (ps), $3,765" (ps); P| d 
(8) Country Sedan, $1,800*; ‘airlane mia 
135° Victoria (8), $1,730* (ps), $1,700* (ps), you can epen on. 
50° $1,580*; conv., $1,625* (ps); club sedan, 
ille, $1,450°; Custom (8) 2-dr., $1,295*; 
ipe, 4-dr., $1,190; Main (8) 4-dr., $1,150*; 






2-dr., $1,100. °55 (8) Country Sedan, 
$1,590*; Victoria (8), $1,455*, $1,375*, 


: Note These Important 
$1,365*, $1,305° (ps); Crown ictoria 
a, a RED BOOK Features 


2-dr., $775; 4-dr., $630. ’54 (8) Country 









































NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Il. 


Please enter our order for the one-year services checked below, sub- 
ject to your 30-day, money-back guarantee. 

Rates for United States and Canada only 
(0 Red Book Official Used Car Appraiisals.............-c:ccvsssesesesse0 $ 8.00 
(J Red Book Pacific Coast Region “C’”............ ae 


C1) Blue Book Official Truck Appraisals 
C) Nat'l Parts & Labor Manual — Standard Edition 


Coe, ee, Te Wee Suen, e Automatic transmissions included in all valua- 
$770; Cust (8) 2-dr., $675°; Crestline * 
os scar tos sain” tan a0 tions of domestic cars except low-priced group 
$o10, $470, $300. “62 Victoria (8), $4i8%, © Full front-view illustrations provide fast visual identifi- 
$230°; Cust (8) 4-dr., ; (6) . 
"on Gute 2h) Se. ane, cation of car models. 
$195*, $190°; conv., $235; Victoria, 
$210*°. °50 (8) conv., $240; Custom (8) 
2-dr., $195. *49 Custom (8) 4-dr., $135. 
HUDSON—'53 Wasp club coupe, $150. '51 1957 cars listed in proper sequence (not as an insert). 
LINCOLN — ‘57 Premiere coupe, $3,875* ; ‘ 5 
(pe). "52 Capel coupe, $520°. Foreign cars generally sold in the U.S.A. in separate 
MEROURY—’'57 Turnpike Cruiser, $3,070* section. 
(ps). °56 Montclair conv., $1,895* (ps). 
‘ , o 
p— hs x Ry By Re Red Book appraisals are never influenced by any Yearly Service Only $8.00 
wagon, $1,225. ‘53 4-dr., $500. ‘52 Cus- 
t , $475° ; 4-dr., $285*; ep . . . o.¢ 
hy +e 4 $340°, 51° Mont. For f. . th aluati ha al You receive an up-to-the-minute revised edition every 
oo io ae Sau: Pe gus: On. or forty-six years, these valuations have been alwa ; , oe , 
pe, $350, 49 club < six weeks covering prices in your trading area—the most 
$175, $165, $140. . ; ‘ . . ; 
NAGE —'5S ‘lambier Cress Country, $1.- w completely revised Red provides sub- dependable valuation service in the industry—current 
a Super oo. &; 1 a é ' 
*. "56 (98) oliday coupe, i cars proper : accura ro 
(ps); 4-dr., $1,845* (ps); (88) Holiday sell used properly, quickly, y—profitably. 
es One tee; Ta, ‘gue. v Reliable finance or cash values 
655°. °53 (98) Holiday, $695* (ps): (88) v Average “as is” or wholesale valves 
¢-de., $500°. "s8 Super (85) 4dr. $405"; Realisti ‘i vel MAIL YOUR ORDER TODAY—30-DAY MONEY-BACK GUARANTEE 
-dr., » % cs) > 
i a ov Realistic retail values 
eine pa, teee cars for the nine years; trucks through 11/-ton 
MIgtS": club sedan, $1,310°. "SS ‘Belvedere low § > £ aa 
*; clu jan, ° 7. vedere . i. 
te ide” ake, neon coun capacity for eight years. Also shown: front-en illus 
Savoy (6) club sedan, $800; 4-dr., $760: trations for fast model identification and important 
Suburban, $610. ‘51 Cranbrook 4-dr., 
pitting’ Br inten tates, ee 
is P ie na, - aaa 
525°; 2-dr., $1,055. °55 Chieftain (8 | BLUE BOOK— 
station antag $1,505 (ps); Star Chiles , ' EXCLUSIVE 
; i (8) Catalina, $1,440* (ps), $1,350*; (6) i. 


(ps); (6) Ranch Wagon, $775; Victoria, 
dr., $205°. 
Title, license plate, sales and use tax data for all states. 
Hornet 4-dr., $185. 
‘55 Montclair coupe, $1,605*; Monterey 
$1,145°. "54 Monterey 9-pass. station consideration but real value. 
tom club coupe, $350. '49 ‘club coupe, current, always realistic, always a Every six 
a 
270°. scribers with ... compact, unbiased, easy-to-use. You can trade, buy or 
(98) Holiday coupe, $1,750* (ps), $1,- 
Su 4-dr., $315*; 2-dr., $275*. "50 (88) e . 
club sedan, $245*; (76) club sedan, $190°. The Red Book includes appraisals on all passenger 
Pi (6) 4-dr., . "54 Belved 4- : s : 
an Ue: Gs aah oan a specifications, data and insurance symbols. 
conv., $970° (ps); Chieftain (8) Cata- 












ITI. 


Baie as a ae TRUCK APPRAISAL MANUAL 1, sith full Year's Revision AA 
Data Geietne. Gases Caton Cntoien’ with Ilustrations and Revisions for a Full Yeav.............. $16.50 





$450*. °52 Chieftain 4-dr., $250. ’51 (8) 


YEARLY SERVICE $10.00 


The only valuation and data service 
available that includes practically all 
culade-t = ack ; me 

years —are istic 
and authentic. Data include model, 
motor and serial numbers, capacities, 


prices. Published semi-annually. 


{ National Farm Tractor and Implement Blue Book $ 5.00 
() Automotive Service Digest — Monthly — For a Full Year..$ 4.00 
©) (In combination with any other service)...............-.-...- $ 3.50 
(Quantity Rates on Request) 


0 Check enclosed for$.--—_ [) Send C.0.D. (Plus Charges) 


Super Catalina, $330*; Deluxe Catalina, 
$240°. °50 (8) Silver Star 4-dr., $170*. 
aa sedan coupe, $150; club coupe, 
STUDEBAKER — ’56 Commander (8) 2- 
dr., $1,175*. ’55 President State coupe, 
$1,300* (ps); (8) station wagon, $1,- 
. "54 Commander (8) 4-dr., $695*. 
‘51 Commander (8) 4-dr., $325*. °49 
Champion coupe, $140. . 
MISCELLANEOUS—'57 Volvo 2-dr., $1,- 
700. 56 Volkswagen coupe, $2,150; 2-dr., 
2 at $1,500, $1,495; Sunroof, $1,440; 
Triumph roadster, $1,925; Chevrolet (8) 
%-ton pickup, $1,285, $1,070; %-ton 


Beata i, 2 hae, Maa Inde) Mew Car oF (Truth ese 
Ford (6) %-ton . pickup, "$1,045, $910. NATIONAL MARKET REPORTS, INC. (Moke) 
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‘55 Volkswagen 2-dr., $1,300, $1,290; 


A a ED TER es ns ae a 
3 
. 


Chevrolet (6) Cameo, $1,130; %-ton ‘ 
pickup, $785*; (8) %-ton pickup, $775; OR OTHER LINE OF BUSINESS. 
Ford (8) %-ton pickup, $900°, $810; (6) 900 S. Wabash Ave., Chicago 5, Ill. sii 


%-ton pickup, $735. 53 Jaguar coupe, 


$1,220; Austin conv., $250; Chevrolet 
%-ton pickup, $445; %-ton pickup, $370. AUTOMOTIVE PUBLICATION SERVICES SINCE 1911 








er a ae 


i ee ee ee 


36 AUTOMOTIVE NEWS, AUGUST 26, 1957 


Plaza 4-dr., $760, $730. ‘54 Belvedere $1,120; 2-dr., i 480° (ps). ’54 Bel Air $320°. °50 Chieftain 4-dr., $175. °49 4 
Used-Car Auction Prices 


— 








Sport coupe, $725*, $710°. '53 station; 2-dr., $830. Bel Air Sport coupe, dr., $110. 

nee $560; 2-dr., '$410, $330, ’51 4-dr., $720*. °52 Bes Air ome ta ~~ 56 — wagon, $1,760, 
4-dr., $500, $355°; 2-dr. 5.” - ’53 Sport coupe, 5*. ’51 conv. $329", 

PONTIAC—’56 Chieftain 4-dr. station wag-| luxe 4-dr., $315*, $300*. '50 Bel Air| STUDEBAKER —’55 Skyhawk Hardtop, 

on, $1,300, '55 Chieftain 4-dr., $1,020°. Sport coupe, $390°; 4-dr., $330, $300°. $1,720*. °51 Champion coupe, $135*. 'h 

'53 Chieftain Catalina coupe, $720*; 4- 49 Deluxe 2-dr., $270, $205. Champion 2-dr., $130*. ’'49 Champion 2. 






dr., $620°, $480°, ’52 2-dr., $260. '51| cuRysSLER—’51 Windsor 4- $255; 2-| _ ar., $115. 
(Continued from Page 35 coupe, $210*; 4-dr., $100*. e. $230°. 50 NY Sport “coupe, $255; WILLYS—’53 2-dr., $320. 
oe ) RAMBLER—'52 Sport coupe, $350. Windsor Sport coupe, $155*. MISCELLANEOUS — ’57 Volkswagen sta. 


STUDEBAKER—’56 Power Hawk coi > 
‘5S Savoy 2-dr., $805*. ‘54 Belvedere, $2,300; Fairlane (8) conv., $2,250*,| $1,250. ’53 Champion Sport coupe, §4i0°: DeSOTO—'53 Powermaster 4-dr., $545*. '52| tion wage, ynerrenet % -ton 
2-dr., $790*; Savoy 4-dr., $620. '53 Cran-| $2,200*; Victoria, $2,230° (ps), $2,080*| Commander 4-dr., $320°. '51 4-dr., $210.| Firedome (8) 4-dr., $305°. ‘51 Deluxe| Pickup, $2,420. 08 Wo yoton piciay! 


brook 4-dr., $420. (ps), $2,070* (ps); coupe, $2,190* $2,-| WILLYS—’53 Aero 4-dr., $275, $260, $180. 4-dr., $270*. ’50 Deluxe 4-dr., $130°. ’49 . 
PONTIAC. 6" Star Chief 4-dr., $1,860°| 100°’ 56 Ranch Wagon’ $1400, $1,506; | MIBORLLANROUS-’67 Mo eee, 78, | Deluxe 4-dr., $170, $140, $125. Smoveiss Cana 6 a tae 
(ps); sedan, $1,060*; 2-dr., $1,820° (ps). | Custom (8) 4-dr., §$830°, '55 ‘Thunder-| $2,100. ‘54 Volkswagen Transporter, | DODGE—'56 Coronet (8) 2-dr., $1,495*.| Chevrolet, oaryall, $360; %-ton 
"55 Catalina coupe, $1, 350° ; Star. Chief bird, $2,100*, $2,025*, $1,900* (ps); $510. °52 Chevrolet i1-ton panel truck, "54 Coronet (6) station wagon, $920*; — . r 
2-dr., $1,350*; Chieftain 2-dr., $850. '54| Fairlane (8)' conv., $1,340*, $1,250%;| $150. '51 Dodge %-ton pickup, $285. Meadowbrook 4-dr., $675. °'53 ' Coronet 
Star = Catalina, 9098* (Se): Chief. | Custom 3-dr., 9000, $130; Main (6) 3 4-dr., $400°. '51 Coronet 4-dr., $175°. FLINT, MICH. 
in 4-dr., $800°; ‘sabe $650, $550°. ’ r., $650. 54 Crest (8) Victoria, $1,010*; FORD—’57 Fairlane (8 3. Coun 
Chieftain 4-dr., $465°, $350°,'$345*; sta-| 2-dr., $780; conv., $750; Custom (8) SEATTLE, WASH. sedan, $2,325"; 9 pass, Country sedan, One hate Aas Oe fee 
tion wagon, $395. 4-dr., $630; Custom (6) 4-dr., $500. °53| (South Seattle Auto Auction. Sale every| $2,295* (ps); conv., $2,230*; 4-dr., §2,-| 2*¥- Prices are for sale of Aug. 14.) 
RAMBLER—'56 4-dr., $1,050. "55 Custom| Custom (8) conv., $710, $490; 4-dr., Weenestay. Prices are for sale of Aug. 14.) 025*; Custom 300 4-dr., $1,845. "56 Fair- (Consignment of cars seems to be pick. 
4-dr., $1,125; club coupe, $1,020°. $390; 2-dr., $380; Main (6) 2-dr., $460. (Demand for cleaner units only, Sold lane (8) 9 pass, Country sedan, $1,985*;| img up. The quality of cars entered 
STUDEBAKER—'56 Power Hawk, $1,240*. ‘52 Ranch Wagon, $390; 2-dr., $310, 138 out of 344 consignments.) Parklane, $1,815*; Victoria, $1, 635°. 55 seemed to be much better. Prices were 
*55 President 2-dr., $1,150*; Commander $250; 4-dr., $240. "51 2-dr., $250, $230, | myIOK—'57 Cabellero station wagon, $3,- Fairlane (8) conv., $1, 495°, $1,485*; | down on 1957 modeis. Sold 116 out of 
4-dr., $745*. "53 4-dr., $300. $200. 50 2-dr., $250. 125* (ps): Special 2-dr., $2,230. 56 Spe.| Custom (8) 4-dr., $925°, $880°; Main| 184 consignments.) 
Annee oe Veleweg, 2-Ar., | HUDSON—'52 Wasp 2-dr., $210. cial 4-dr. Hardtop, $1,805*; conv., $1,-| 6) oo ie e pass. —a7 we hee ge gy oe 
. , . ’ . ce Ss ° sedan, ’ ; Rane ago ol , > a 8: jal iviera 2-dr., ” 
"52 Dodge %-ton pickup, $335. MERCURY—'57 Monterey conv., $2,675*| 795°. °55 Century Sport coupe, $1,630°/ Son" isiom i6) 2-dr., $550. "53 (8) 9 So5°, °S5 Special Riviera 2-dr., sieve", 


(ps). '56 Medalist Sport coupe, $1,400; (ps). "54 Super Sport coupe, $1,315* 
Monterey 4dr. $1,400" "BS Mcuiciai: | ‘Special 4-dr., $1,045*. °53 Super 4-dr.,| P8ss. Country sedan, '$1,000°; Custom| 4-dr., $1,435°; 2-dr.,_$1,325° ‘(ps). "54 
PORTLAND, ORE. Sport coupe, $1 500° (ps), $1,350* (ps) $595*, 50 RM 4-dr., $175°*. iN 2-dr., eo sate, Fae "es as "51 Super Riviera 2-dr., $1,125*; ee 4- 
’ ’ 2-¢ ’ Ba , , : Deluxe 4-dr., 200. 50 Custom] dr., $1,000*, $980°; Riviera 2-dr., $980", 
54 Custom 2-dr., $770. '53 Monterey | CADILLAC—'57 (60) Special 4-dr., $5,-| 2-ar., $380*, $200. °49 Deluxe 4-dr., "53 Super Riviera 4-dr., $710* (ps); 


Portland Auto Auction, Inc. Sale ever : : . 
Tuseeay, Prices ae Sr dete of Aug. 13.) eae: “en on ne ‘7a — (ps). °54 (62) coupe, $2,445* (ps). $120. conv., $625*; Special 2-dr., $615; 4-dr. 
BUICK—’56 Century station wagon, $2,-| $250: '4-d 190. °50'4-dr.. | — (62) 4-dr., $796*. '50 (62) 4-dr.,| MEROURY—’51 Sport coupe, $295. $500. '52 RM 4-dr., $435*; Special 2-dr., 

220° (ps). '55 Special 4-dr., $1,330°. '54| wage > ae r., $110. ee: (61) 4-dr., $510°. "49 (62) 4-dr., | NASH—'57 Metropolitan, $1,345. '50 Am-| $225. ’51 Special 2-dr., $165*; Super 4- 

Century Hardtop, $1,220° (ps); Special | NA — aaa Sport coupe, S575; | EVROLET '57 Bel Air (8) $2,-| OLDSMOBILE” 6B <88) 2-4 $1,380°, oe eee ee ee 

Hardtop, $1,195*; 4-dr., $1,065, $1,015*. : , — r conv., $2,- ) 2-dr. *, °53 LLAC—’ 

‘6S Special a-dr., $640°, “02 Super 4-dr., OLDSMOBILE — 55 (88) Super Holiday, | "500"; Bport coupe, $2,240" $2250%, $2| "(oa)" tear, $020" (pe), $870" ipa), “Bt Oe. ak a oo an, Gas Ca 

$505*; Special 4-dr., $425°. $1,765* (ps); (88) Holiday, $1,510°, $1,-| 225°, §$2,220*; Two-ten (8) 4-dr., $1,795. | (98) 4-dr.’ $250*. "50 (88) 4-dr., $320°.| Roo», "52 (62) 4dr. $500" 
CADILLAC—'53 (62) Hardtop, $1,225° 500°, $1,300°. "53 (88) Holiday, $630*;| '56 Two-ten (6) 9 pass. station wagon, | PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- : . > : 
SEAS (Se) Beste, 91,000". 2-dr., $580°. °52 4-dr., $210°; 2-dr.,| $1,780*; 6 pass., $1,650; 4-dr., $1,465:| 100°. °56 Suburban, $1,515*; Savoy (8) | CHEVROLET—'57 Two-ten (8) 4-dr., $1,- 

wagon, $2,290° (ps), $2,245*; Bel Air $120°. , (8) 6 pass. station wagon, $1,620; 2-dr., 4-dr., $1,275; Plaza (6) 4-dr., $995; 2- 655. ‘56 One-fifty (6) station wagon, 

(8) Hardtop, $2,275°* (ps), $2,265° (ps); | " \CMARD—’S5 Clipper 4-dr., $1,195* (ps). | $1,365, $1,360, $1,295. 55 Bel Air (8)| dr., $960. '55 Savoy (8) 4-dr., $980;'(6)| $1,490; Twoten (8) 2-dr., $1,270. °S6 

» $2, , $2, ; 51 Clipper 4-dr., $160°. Sport coupe, $1,620*, $1,590*, $1,495*,| 4-dr., $900. Bel Air (8) Hardtop, $1,425%, $1,290°; 


One- 2-dr. 550°. * ten , 
- cee —e sone, j. 775°, | PLYMOUTH—'S6 Plaza 2-dr., $1,010°. "55 | $1,475; 4-dr., $1,405*, $1,360*, §1,330°, | P O NT I A C—'52 Chieftain 4-dr., $380°, (Continued on Page 37, Col. 1) 
Two-ten (6) station wagon, $1,675; 4- 
dr., $1,395, $1,390, $1,310, $1,295. ‘55 
Two-ten (8) station wagon, $1,565*; 
4-dr., $1,060°, $1,060, $980; Bel Air (8) 
4-dr., $1,375*; Two-ten (6) sedan, $1,- 
150; One-fifty (6) 4-dr., $890. ‘54 Bel 
Air 2-dr., $910; Two-ten 4-dr., $810. ‘53 
Bel Air 4-dr., $650; 2-dr., $625; Two- 
ten 4-dr., $585; Bel Air Hardtop, $630°*, 
$610°; Deluxe 2-dr., $510; 4-dr., $470°*. 
"49 4-dr., $180. 

OHRYSLER—'55 NY 4-dr., $1,680° (ps). 
"53 Windsor 4-dr., $620°. ‘52 4-dr., 
$305°. ‘Si 4-dr., $205°. ‘SO NY club 


DODGE—'57T Coronet (8) 4-dr., $2,04Q°. 
"66 Coronet (8) 2-dr., $1,700*. "52 Mead- 
owbrook 4-dr., $200. 

‘66 Fairlane (8) station wagon, 
$1,810°; conv., $1,615°; 2-dr.. $1,545°; 
Custom station wagon, $1,775°: 4-dr., 
$1,360°, $1,200; Custom (6) 2-dr., $1,- 
060; Main (8) station wagon, $1,520, 
$1,490. ‘55 Fairlane (8) Victoria, $1,- 
530°, $1,500; conv., $1,525°; 4-dr., $1,- 
225°: Custom (8) station wagon 2-dr., 
$1,200, $1,060°; 4-dr., $1,070, $1,040, 
$980. "54 Main (8) 4-dr., $515. "53 Vic- 
toria, $600; 4-dr., $500. "51 station wag- 
on, $410; 4-dr. $375. 

— 'S6 Premiere Aardtop, $2,650° 


MERCURY —'S5 Custom Hardtop, $1,325°. 
"S2 Custom 4-dr.. $540, §460; Monterey 
4-dr., 475°. "50 4-dr., $285. 

NASH — ‘53 Ambassador 4-dr., $605°; 
Statesman 4-dr., $460. ‘Si Ambassador 
4-dr., $125°. 

OLDSMOBILE — ‘56 (88) 2-dr., $1,750*, 
$1,670°. ‘55 (88) Super Hardtop, $1,880° 
(ps), $1,625° (ps), $1,490° (ps); 4-dr., 
$1,475* (ps); (88) 4-dr., $1,650° (ps); 
(98) 4-dr.. $1,585° (ps). "53 (98) 4-dr., 
$800*, $550°; (88) 4-dr., $760°. “S52 (88) 
conv., $550° (ps); (88) Super 4-dr., 
ag ‘S1 (98) Hardtop, $355°; (88) 4- 

$320°. ‘SO 4-dr., $195°, $150°. 

PACKARD _’60 4-dr., “gi60*, 

PLYMOUTH —'56 Belvedere (8) Hardtop, 
$1,640°; Savoy (8) 4-dr.. $1,280; 2-dr., 
$1,265; Plaza (8) 2-dr., $1,065°. ‘S55 


Savoy (8) 4-dr., $1,025. ‘53 Cranbrook 
2-dr.. $550. ‘52 Cranbrook 2-dr., $360. 
PONTIAC—'57 Chieftain 4-dr., $2,325°. 
"56 Star Chief Hardtop, $1,870°. ‘55 9 
pase. station wagon, $1,650°; 4-dr., 


$990°. °S4 Chieftain Hardtop, $1,020°; 

2-dr., $995°. ‘53 station wagon, $950°; 

Catalina, $690°; ‘4-dr., $600° $500; 

conv., $505. ‘52 4-dr., $435. ‘51 2-dr., 
. 


$365°. 

STUDEBAKER — ‘56 Power Hawk club 
coupe, $1,620°. °55 Hardtop, $1,695* 
(ps). "52 Commander (8) 4-dr., $435°, 
$300°, $275°. ‘S50 4-dr., $105. 

MISCELLANEOUS—'5S6 Voikswagen 2-dr., 
$1,500, $1,415. "55 Ford %-ton pickup, 
$815, $805; panel truck, $645. "54 Chev- 
rolet %-ton pickup, $645. ‘53 Dodge 


$695°, 2 at $565. ‘51 GMC %-ton pickup, 
$355: Ford ‘%-ton pickup, $390. ‘50 
Dodge %-ton pickup, $315; International 
% -ton aaee. $205. ‘49 English Ford 
4-panel, $100. 


YOU'RE FIRST... 


in line when it comes to quality. 
Rochesters are dependable... each 
one is individually tested. Econom- 
ically inclined, they give just the 
right mixture, at just the right time, 
for top performance and gas mileage. 








YOU'RE AHEAD... 


with America’s most called-for car- 
buretor. Rochesters are standard on 
almost half the cars currently pro- 


ALBANY 


(Tim Anspach Dealer's Auto Auction. 


Sale every Monday. Prices are for sale of z 
PS ireday’'s me shewet, 4 Scie 0 duced ... right for replacement on 


over 22,000,000 cars on the road. 
A mighty big market! 


BUICK—'57 Century station wagon, §$2,- 
650° (ps); Special Riviera coupe, $2,490* 
(ps). ‘56 Special conv., $1,630°; Riviera, 
$1,515°. ‘54 Special Riviera, $1,200*; 
Century 4-dr.. $900° (ps). ‘53 Special 
2-dr., $490. 

CADILLAC—’'57 (62) coupe, $4,120° (ps), 
$4,345° (ps). ‘56 (62) coupe, $3,550° 
(ps). "55 (62) conv., $2,500* (ps); 4-dr., 
$2,425* (ps); (60) 4-dr., $2,350° (ps). 
"56 (62) coupe de Ville, $1,050° (ps), 
$810° (ps); coupe, $810° (ps). '50 4-dr., 
$380° 


OCHEVROLET—’'57 Bel Air (8) conv., $2,- 
260° (ps); Hardtop, $2,150*; One-fifty 
(6) 2-dr., $1,620. '56 Bel Air (6) 2-dr., 
$1,250; Two-ten (6) 4-dr., $1,185, $1,- 
165, $1,100; 2-dr., $1,145. ‘55 Bel Air 
(8) conv., $1,290*: Two-ten (6) station 
wagon, $990; coupe, $875. ‘54 Bel Air 





Standard on Chevrolet, Pontiac, 


pe, 90; 
Deluxe 2-dr., $425, $370; 4-dr., $285, 51 Oldsmobile, Buick and Cadillac 


coupe, $360; '2-dr., 2 at $160. 
CHRYSLER—’51 Windsor coupe, $150. 
DeSOTO—'53 Firedome Sport coupe, $270. 
DODGE—'55 Royal (8) 4-dr., $1,020*, '53 
Meadowbrook station on, $660; Coro- 
met 4-dr., $420*, $360*. ‘52 Coronet 
conv., $275; 4-dr., $170. ’51 2-dr., $250. 
FORD—'57 Country Squire station wagon, ‘ 
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at ” pecial 2-dr. Riviera, $2,950* (ps). °55 Capri 2-dr. Hardtop, 
erage: $1,700* (ps). '54 Capri 2-dr, Hardtop, 
cADILLAC—’ 57 (62) coupe de Ville, $4,- $1,350*° (ps). 














































#1," > : 685* (ps); 4-dr., $4,030* (ps). ’56 (62) | MEROURY—'56 Custom 4-dr. station wag- 
. ion rices 4-dr,, $3,185* (ps). "55 (62) coupe, $2,-| on, $1,915*; Monterey 4-dr. Hardtop, 
fara se ae aor 575* (ps), -$2,470* (ps); conv., $2,380* $1,850*° (ps); Custom 9 pass. station 
ad, (ps). '54 (62) coupe de Ville, $2,335*° wagon, $1,845*, '55 Montclair conv., $1,- 
“ee (ps), $1,915* (ps). 585* (ps); Monterey 2-dr. Hardtop, $1,- 
CHEVROLET—’57 Two-ten (8) 4-dr. sta- 525. ‘ 
tion wagon, $2,350*; 2-dr., $1,685; Bel | OLDSMOBILE—’56 Super (88) conv., §$2,- 
(Continued from Page 36) ‘_ _ qLTiS* tye), $1006", 
en sta. Air (8) 4-dr. Hardtop, 2 at aT + a to) &: * a a . “shy a 
%- ; ; a LDS ILE—’55 (88) 2-dr., $1,170. °54| Corvettte, $2,500°; o-ten -dr. -dr., $1,805*, 3 -dr. 
aes adr. Sin wagon, “hn Se; Detray, $1,- MSuper (88) 2-dr., $i, 195°, "83 768) Holi- | station wagon, Fo et res”, $1, 710°, ; $1. $1100"" oe fotiday, $1 ‘350° (ps), $1, : 
-ar., (8) statio , , ; Ly, , inte. 8) 4-dr. Hardtop, ; F i aa : ’ ps), ° 
0. 150°, $1,120°; 2dr, ion waa fo0e: Gay tub coupe, 9140; Susser e $650°. S80, $1,660° (ps), $1,630, $1,620*, $1,-/ 300%. '53_ (98) conv., $875*. °51 (98) 
%-ton $730. oes0; Oue- fty 2-dr., $485, °53| '52 Super (88) 4-dr., $250*, $240°. 620,’ $1,610*; conv., $1,670"; One-fifty|  4- <r, $185°. ae 
a be eetOe, * £170: Bel | PAOKARD—’56 Clipper club coupe, $1,585*| (6) 2-dr. station wagon, $1,425. '55 Two-| PLYMOUTH—'57 Savoy (8) 4-dr., $1, . 
Twoten oe er Bel Atr'-ar., 9490; | (pe). ’ ten (8) 4-dr. station’ wagon, $1.450*,| "56 Belvedere (8) 2-dr. Haratop, $1,605"; 
ae on wt $350. '51 SL’ 2-dr., | PLYMOUTH—’56 Savoy (8) Hardtop, $1,-| $1,420; 2-dr., $1,100, $1,095*, $1, 025;| Custom (8) Su een, $1, a 
+ a ge: : "1°" 375*; 4-dr., $1,150; 2-dr., $1,006, '55| Bel Air (8) 4-dr., $1,350*, $1,325. ‘54 en woe, $1,475 {P*); 4 Savoy 
Vednes- si* . .| Belvedere (8) Hardtop, $1,165*, $1,110*;| Bel Air 4-dr., $720. , $500°. Cran 
) CHR YSLER—’55 net $1,455* (ps); conv., $1,095*; 2-dr., $1,050*; Savoy (8) | CHRYSLER—'54 NY Deluxe 4-dr., $1,100* Gr. 5136. dis tee Cant a Oe Te 
} pick. pusuTo 81 Fircoweep Hardtop, $2,455* 4-dr., $835, $825; Plaza (6) 4-dr., $665. (ps); conv., $975* (ps). '53 NY 4-dr., aa $1,050" (ged, conv, Gare; Chiat 
ntered Powermaster 4-dr., $295. ’53 Cambridge club coupe, $340. ‘51 $375* (ps). és ao solo. "ss Catalina (3), 488. 
were ee) ns Royal (8) 4-dr., $1,050. °53| Cambridge club coupe, $175; 4-dr., $110. | DeSOTO—'56 4-dr. Seville, $1,730° (ps). ns et at. 3 ee (SS. 
ut of 1 t (8) 4-dr., $380; (6) 4-dr., $290. | PONTIAC—’'56 Star Chief 4-dr., $1,565* ‘53 Firedome club coupe, $475*. 33.- a. aan * * ° 
ronD 57 Del Rio’ (8) Ranch Wagon, e06* . ee cate feu = “1.305% 153 Chiet- psoo (pe): ‘Gecmmen a) compa $2,400* | STUDEBAKER—’56 Golden Hawk, $1,690* 
2: , tar ef club coupe, $1, s - : . , 
2, 3208, 965°. '56 ogy - omer os,” $1,- tain (6) 4-dr., $520* (ps). °51 Deluxe (ps). '53 Coronet (8) 4-dr., $480*. (ps). ‘ 3 one: 40 
+ a Sle cps); , aoe sedan (8) 4-dr., $1,-| Catalina, $290°. FORD—’57 Thunderbird, $3,160* (ps); (8) | WELLYS — '55 ‘ftom Jeep, $875; ton 
1.6968; —_, ° te) club coupe $1,260*; RAMBLER—’56 Cross Country wagon, $1,- Country sedan, $2,545*, $2,390° (ps), pickup, Bes % - =. oe ca 
cana om: “eee; 400 $1,215*: Custom| 500°. "54 2-dr., $600. $2,230*; Fairlane (8) 500 4-dr., $2,350°,| Jeep, $820. -ton pickup, _ 
‘pee, conv. | $1. -—* -, $i, 120: 4-dr., $910*. | WILLYS—'48 Jeepster, $150°. $2,140* (ps), $2,135* (ps); (300) 2-ar., satten, om, ¥. = eo pickup, 
$980°, (8) ch = 404 $650; Custom (6) | MISCELLANEOUS — ’55 Chevrolet %-ton $2,350°; Custom (6) 2-dr., $1,725*. '56 $190; Jeep, $ > Ja = ae 
_ 4 Oreos } 7 0; (8) 2-dr. pickup, $915. Thunderbird, $2,257; Parklane station| MISCELLANEOU 5 evrole ) 
= $758 ra. Stes Custom (6) 2-dr., ; wagon, $1,750*; an 25s; ton pickup, $1,590. 
ré. 5°) 52 ¢ 1 "49 top, $1,650* (ps), a ,625° ; 
Rist | Sten St Samat) Pe. er “48! LITTLETON, COLO. | tincty*seaan ™ti,sas"s stntiner’ (, CHICAGO 
. = - . . ce cl : + 
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YOU'RE UP... 


on all the latest service tips. 
Rochester's free training helps you 
become a carburetor specialist 

makes your time worth more money! 
Yearly “model-change” course 
keeps you up on new developments. 






















YOU'RE IN. 


with the handiest parts kits made. 
Tired of breaking up kits for a few 
arts? Rochester parts kits are a 

| mechanic's dream ... just the parts 
1. | and gaskets (including flange 
' gaskets) you need for any job. 
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$1,775* ‘ps). °55 Special 2-dr. Riviera, 
$1,515*, $1,400* (ps), $1,375* (ps), ee 
255°; 2-ar., $1,140*, $1, 070*; Super 4-dr., 
$1, 420° (ps); 2-dr. Riviera, $1,325*; “RM 
4-dr., $1,300°* (ps). '54 Super 2-dr. Rivi- 
era $1,280", $1,105*; RM 2-dr. Riviera, 
$1,200* (ps), $1, 045° (ps); 4-dr., $975* 
(ps); Special 2-dr. Riviera, $1, 200°. 53 
RM 4-dr., $600* (ps); conv. $440°; Su- 
per 4-dr., $595* (ps). ’52 Special 4-dr., 
$480*; Super 2-dr. Riviera, $440; RM 
4-dr., $410*, $340*. '50 Super 2-dr. Rivi- 
era, $275. 

CADILLAC—’57 (62) coupe de Ville, $4,- 
100° (ps); 4-dr., $4,095* (ps); coupe, 
$4,085* (ps), $4, 000° (ps). "be (62) 
conv., $3,265* (ps), §$3,160* (ps); de 
Ville sedan, $3,225* (ps). ’55 (62) coupe 
de Ville, $2,775* (ps); coupe, $2,690* 
(ps); (60) Special 4-dr., $2,340* (ps), 
$2,000* (ps). '54 (62) 4- dr. $2,250° (ps). 
"53 (62) 4-dr., $1,100°. "47 (62) coupe, 
$265* 


CHEVROLET—’57 Bel Air (8) conv. $2,- 
200°; Sport sedan, $2,180*, $2,075°; 4- 
dr., ‘32, 020*. '56 Bel Air (8) conv., '$1,- 
640°; Sport sedan, $1,600; (6) ‘Sport 
coupe, $1,450*; 2-dr., $1,385°*; (8) 4-dr., 
$1,335°; Delray (6) 2-dr., $1,325. °55 
Bel Air (8) conv., $1,465° (ps); Sport 
coupe, $1,265*: 2-dr. $1,225*, $1,190°; 
(6) 4-dr., $1,175*, $$65*: Delray 2-dr.. 
te 2-dr., $1, 010; Two- ten (8) 2- 

$975*; (6) 2-dr., $710; One-fifty (6) 
sation wagon, $915: 2-dr., $745; 4-dr., 
$600. '54 Corvette, $1,400; Bel Air 2- dr., 
$1,025* (ps); station wagon, $930; 4-dr., 
$785*. '53 Bel Air coupe, $620*; 4- dr. 
$680° (ps), $560°, $430*: 2-ar. $495, 
$395°; station wagon, $375: Two-ten 
4-dr., $605*, $415, $290*; 2-dr., $530* 
52 Bel Air coupe, $485°. 

CHRYSLER — '57 Imperial Southampton, 
$3,440° (ps). '56 Windsor station wagon, 
$2,575* (ps); Nassau, $2,100* (ps). '55 
Imperial coupe, $2,200 (ps); 4-dr., $1,- 
945° (ps); Windsor Newport, $1, 530°; 
Nassau, $1,350*; 4-dr., $1,320* (ps), $1,- 
250° (ps). 

DeSOTO — '56 Adventurer, $2,270* (ps); 
Firedome 4-dr., $1,705* (ps): Seville 
coupe, $1,600°. "55 Firedome Sportsman, 
$1,455°, $1,425*; conv., $1,420°. '53 Fire- 
dome conv, $350°. 

DODGE—’'55 Royal (8) 4-dr. $1,150°. '54 
Coronet (8) 4-dr., $450°. "53 Coronet (8) 
4-dr., $400; (6)° 4-dr., $290; Meadow- 
brook (6) 4-dr. $295; 2-dr.. $225. 

FORD—'57 Fairlane (8) 500 conv. $2,100° 
(ps); Custom (8) Victoria, $2, 000° (ps); 
2-dr., $1,765*; (6) 2-dr., $1,530. ‘56 
Fairlane (8) conv., $1,730° (ps); Vie- 
toria, $1,630° (ps), $1,320°; 2-dr., $1,- 
455; 4-dr., $1,385*; Ranch ‘Wagon. $1,- 
220: Custom (8) 2-dr., $1,150, $880; (6) 
Ranch Wagon, $1, 100. "55 Thunderbird, 
$1,980° (ps); Fairlane (8) Crown Vie- 
toria, $1,385*; Victoria, $1,310, $1,225*, 
$1,160; conv., $1,170°. $1,030°; 2-dr., 
$995, $955°; (6) Ranch Wagon, $990: 
Custom (8) 4-dr., $1,090*, $920, $910°. 
"54 Victoria (8), $810*; conv., $600*: 
Main (8) 2-dr., $565, $500; Custom (8) 
2-dr., $410. ‘53 Crestline (8) Victoria, 
$780°; Custom (8) 4-dr.. $550°; 2-dr., 
$425; (6) 4-dr., $545*, $495: Ranch 
Wagon, $495*: Main (6) 2-dr.. $365, 
$305*, $290, $265°. '52 Crestline (8) Vic- 
toria, $475; Custom (8) 4-dr., $360*. 

HUDSON—’'55 Super (6) Wasp 4 -dr., $780. 
‘54 Super (6) Wasp 4-dr., $350°. . 

LINCOLN—'56 Capri coupe. $2,325 (ps). 
"s4 Capri coupe, $1,425* (ps), $1,135*° 
(ps). "53 Capri coupe, $840° (ps); Cos- 
mopolitan coupe, $750* (ps). 

MEROURY—'57 Monterey 4-dr., $2,100*. 
‘56 Monterey 4-dr., $1,595*, $1,525°: 
coupe, $1,585° (ps), $1,580°, $1,500°; 
Custom 2-dr.. $1,225. '55 Monterey coupe, 
$1,365*, $1,350°, $1,325*, $1,320° (ps), 
$1,040°; Custom 2-dr., $860. "54 Monte- 
rey coupe, $935°, §885°, $790°, $690°; 
4-dr., $895° (ps); Custom 4-dr., $685°; 
2-dr., $625. ‘53 Monterey coupe, $700*; 
Custom 4-dr., $695*. ‘52 Custom 4-dr., 
$310*, $300°.'*51 station wagon, $275. 

NASH—'56 Ambassador Country Club, $1,- 
575° (ps). "55 Ambassador Country Club, 
$1,350° (ps). "54 Statesman Super 4-dr., 
$645. ‘53 Statesman Super 4-dr., $300. 

OLDSMOBILE—’57 Fiesta station wagon, 
$2,770° (ps), $2,700° (ps); (88) 4-dr., 
$2,000°. ‘56 (98) Holiday 4-dr., $2,300° 
(ps), $2,145° (ps), $2,075° (ps); Holiday 
2-dr.. $2,235* (ps), $2,150°; Super (88) 
Holiday 4-dr., $1,950°; conmv., $1,850° 
(ps); Holiday 2-dr., $1,790°. °55 (88) 
Holiday 2-dr., $1,650°, $1,100°; 2-dr., 
$1,220°; (98) Holiday 2-dr., $1,625° 
(ps); Holiday 4-dr., $1,520° (ps); 4-dr., 
$1,495° (ps). ‘54 (98) Holiday 2-dr., 
$1,325° (ps), $1,300°; Super (88) conv., 
$1,150°; 4-dr., $955°; (88) 4-dr., $1,075° 
(ps). "53 (98) Holiday 2-dr., $745° (ps); 
4-dr.. $545° (ps), $480° (ps), $380° ; 
Super 88 4-dr.. $730°, $665°; (88) Holi- 
day 2-dr., $450°. ‘52 (88) 4-dr., 

"51 (88) Holiday 2-dr., $325°, $315°. 

PACKARD—'55 (400) coupe, $1,315* (ps). 
"54 Clipper, $510*. 

PLYMOUTH —'57 Belvedere (8) 4-dr. Hard- 
top, $2,075*; 4-dr.. $1,920°. "56 Belve- 
dere (8) 4-dr. Hardtop, $1,575° (ps); 
(6) 2-dr., $1,210*°; Suburban (6) 4-dr., 
$1,570; Savoy (6) 2-dr.. $1,175*. ‘55 
Belvedere (8) Hardtop, $1,305*; Plaza 
(8) 4-dr., $955, $850; (6) 4-dr., $850; 
2-dr., $650, $450. ‘54 Savoy 2-dr., $375. 
‘53 Cranbrook 4-dr., $465°, $300, $200; 
2-dr., $275; Cambridge 2-dr., $350. 

PONTIAC—'55 Safari station wagon, $1,- 
725° (ps); Star Chief Catalina, $1,185*; 
Chieftain 4-dr., $1,055; 2-dr., $970*, 
$890. "54 Custom Catalina, $975*, $899°; 
Chieftain Deluxe (8) 2-dr., $765*, $720*; 
Deluxe Catalina, $655*° (ps); (6) 4-dr., 
$580°, $565. °53 Chieftain Deluxe (6) 
4-dr., $420*, $350; Catalina, $325°. ‘52 
Deluxe 2-dr., $475*, $375*. ‘51 Catalina, 
$350, $285°. 

RAMBLER—’'56 Cross Country, $1,740*, 
$1,575*; Custom 4-dr., $1,300*. ‘55 Cross 
Country, $1,330°. 

STUDEBAKER —-'56 Golden Hawk, §1,- 
610°; Flight Hawk, $1,300*. °53 Com- 
mander 2-dr., $360. 

WILLYS—'49 Jeep, $365. 

MISCELLAN EOUS—’57 Volkswagen 2-dr., 
$1,750, $1,730. '56 Volkswagen 2-dr., $1,- 
435, $1,415; Chevrolet %-ton pickup, 
$995; Dodge %-ton pickup, $775. ‘55 
Volkswagen 2-dr., $1,260; Ford %-ton 
pickup, $695. 


DETROIT 


(Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Aug. 12.) 








78 out of 121 consignments.) 

BUICK—’'55 Special 4-dr., $1,400*; RM 4- 
r., $1,220° (ps). '54 Special 4-dr., $925*, 
? ‘53 Special 2-dr. Hardtop, $615*; 

—_ , 3400, $390, '51. Special 2-dr., 

$300°, 

CADILLAG 53 (62) club coupe, $1, 050°, 

CHEVROLET —'57 Bel Air 4-dr., $1,605 


(Continued on Page 40, Col. 3) 
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cK — ~ Special — 4-dr., sed., $2,659.83; 
4-dr, hard 


508; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 


top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
r and Roadmaster ‘'75.’’ Power 

brakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; = 
r. 
$5,115.96; conv., 


Sedan deVille hardtop, $5,255.96; 
Coupe 


deVille hardtop, 





The following itmported-car prices are 
Port of Entry figures at New York. They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 
“emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard. on deluxe. ) 

BENTLEY—Series S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
$19,316; conv., $20,383. Continental 
—4-dr. sed. (Mulliner), $20,035. (Series 8S 
chassis, $9.160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 


power steering and elutch stand- 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 


495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster ‘(hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 

FORD (England)—Angiia ere 


sed., $2,012; conv., $2,351; 


BINGHAMPTON, N. Y. — The 
New York State Tax Commission 
has been asked to change its ruling 
which provides that Broome County 
cannot collect its 2 percent sales 
tax on the value of automobile 
tradeins transferred by Broome res- 
idents outside of the county. 

The commission agreed to review 
its ruling upon request of repre- 
sentatives of all of the sales-tax 
jurisdictions in the state at a meet- 
ing in Albany. 

The ruling applies to all sales-tax 
jurisdictions and provides that 
tradeins of automobiles outside the 
tax areas are exempt from the tax 
while tradeins made in the tax 
areas are subject to the tax. 


Port-of-Entry Prices 
On Imported Cars 


Current Prices on U. S. Cars 


$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32, Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 


util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr, sed., $2,290:32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr, 2-seat Nomad 





Zephyr 4-dr. sed., 

Zodiac—4-dr, sed., 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 

099; 2-dr. stat. wag. (Husky), $1,535. 


ISETTA 300—$1,048. (Heater standard.) 


JAGUAR—Mark VII 4-dr, sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL. epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, 
567.15; conv., $1,591.15. 

MG—MGA roadster (disc wheels), 
389; roadster (wire wheels), 
(disc wheels), $2,684; cpe. 
$2,774. Magnette 4-dr. sed., $2,663. 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed. $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag’, $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models.) 


RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 
sed, (Mulliner), $19,630; conv.. $20,657. 
Silver Wraith —— touring lim. (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480. Sil- 
ver Wraith chassis, $9,976.) 

S00e--O-4n. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM — Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VOLKSWAGEN—2-ar. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karman sport cpe., ; deluxe 
camper, $2,712. (Heater standard on all 
all models.) 

VOLVO—2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models.) 


$2,193; conv., 
$2,365; conv., 


$2,552; 
$2,910. 


$1,- 


$2,- 
$2,473; cpe. 
(wire wheels), 
(Heater 





stat. wag., $2,757.32. Corvette—Hardtop 
cpe, or conv. (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. $3,575; 

-dr, sed., $3,718; 4-dr. 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr, hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — weep — 4-dr, sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr, 2-seat stat, wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custem—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr, sed., $2,- 
156.56; 2-dr. sed., $2,105.28 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons —2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 


4-dr, hardtop, $5,406; 2-dr. 





Rio Ranch Wagon, $2,397.32; 4-dr, 2-seat 
Country sedan, ee 32; 4-dr. 3-seat Coun- 
try sedan $2,556. 08; 4-dr. 3-seat Country 
Squire, $2,683.64, Thunderbird — hardtop 
cpe, (V-8 only), * $3,408.12, 
HUDSON—Hornet Super 

$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial 
837.50; 4-dr, hardtop, $4,837.50; 
top, $4,735.50. Crown—4-dr., 


V-8—4-dr. sed., 


— 4-dr. sed., $4,- 
2-dr, hard- 


268.50; conv., 
sed., $5,742.50; 4-dr., hardtop $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager 2-dr, 2-seat, 
$3,402.80; 4-dr. 3-seat $3.569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Ambassador Super V-8—4-dr. 


sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 


brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 





—_ 


$4,216.55 (Jetaway Hydra. 
brakes stand. 


936.55; conv., 
Matic, power steering, power 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. ae. 72 
4-dr, 2-seat stat, wag., $3,384. Fugue! 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod. 
els. For V-8s, add $100.) Plaza—4-dr. xed, 
$2,054.75; 2-dr. sed., $2,008.50; bus. cre, 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 
dr. sed., $2,147.25; 4-dr. hardtop, $2, 317. 25; 
2-dr. hardtop, $2,229, Belvedere—4-dr. 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. “hard. 
top, $2,418.50; 2-dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2,638, Fury——2-dr. hard: 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, §$2,- 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr, 
3-seat Custom, $2,648.75; 4-dr. 2-seat S) 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75. 

PONTIAC — Chieftain — 4-dr. sed., $2,. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614. '39; 2-dr. hardtop, $2, 529.39; 2-dr, 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chiet—1-an 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat, 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,. 
901.39; conv., $3,105.39; Bonneville cony. 


(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 


power steering, power brakes standard on 
Bonneville. ) 


RAMBLER — Deluxe Six —4-dr. sed, 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat, 
wag., $2, 409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8 —4- 
dr. sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel Y- 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr, cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-8 
—4-dr. sed., $2,407.29; 2-dr. sed., $2,357.99, 
| President Classic —4-dr. sed.,’ $2,538.82. 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72; 
4-dr. 2-seat Broadmoor V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over- 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 
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_ New Passenger Car Registrations, 10 States for July, 1957-1956 
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PHILADELPHIA. — Mel Turner, 
newly appointed schoo] program di- 
rector of the National Standard 
Parts Assn., told educators here 
that they could help ease the “acute 
shortage of mechanics by making 
courses attractive to youths through 
the use of modern facilities and 
instruction and by pointing out the 
opportunities open to them in the 
automotive service industry.” 

Turner spoke at a luncheon, 
sponsored by NSPA, of nearly 100 
state directors and supervisors of 
trade and industrial education 
held in conjunction with the 
American Vocational Assn. 

Turner told the educators that, 
based on a survey made by NSPA, 
there were heartening signs of 
progress in the growing awareness 
on the part of school officials on 
the opportunities for youth in the 
automotive service field. 

“As a result,” Turner said, “this 
coming school year will find ap- 
proximately 1,000 schools in all the 
states with automotive training, a 
gratifying increase over figures for | 
seven years ago when only 22) 
states offered such instruction.” 

According to Turner, however, 
the survey also revealed that much | 


NSPA Fetes Educators 


Trade and Industrial Education Experts 
Told How to End Mechanic Shortage 





remains to be done to make auto- 
motive courses more attractive to} 
students. 
“The pattern of training is un- 
even and there is a lack of uni- 
form plan or progress. Teachers 
were entirely on their own in | 
developing assignments,” he said. 
“Generally the program was not 





Ford to Engineer 
New Army Truek 
For $1.3 Million 


DEARBORN.—Award of $1,300,000 | 
contract which designates Ford 
Motor Co. as the vehicle engineer- 
ing agency for an improved \%-ton 
utility military truck has been an- 
nounced by D. C. Pippel, manager | 
of Ford's mobilization planning and 
defense sales department. 

The special military vehicles of- | 
fice, Ford engineering staff, under 
the direction of Arthur A. Par-| 
quette, is developing drawings pre-| 
paratory to issuance of production | 
contract bids. The office also will | 
perform engineering services speci- | 
fied by the Ordnance Tank Automo- 
tive Command. 

Pippel said the contract- in- 
creased the current dollar value of 
Ford defense engineering and de- 
velopment contracts in the Detroit 
area to approximately $8,500,000. 

Since 1952 Ford has designed and 
built 10 prototypes of the %-ton 
vehicle which is known as the XM- 
151. The last four of these proto- 
types, two steel body-frame unit- 
ized vehicles and two aluminum, 
were recently delivered to ordnance 
bases at Aberdeen, Md., and Yuma, | 
Ariz. The all-aluminum unitized 
body frame marked a Ford “first” | 
for the automotive industry. 

Another defense project in which | 
Detroit-area Ford employes are en- | 
gaged is a $6,500,000 contract for) 
advance design and development of 
a medium tank. 

Other vehicle contracts call for 
production of two %-ton, six-wheel- 
drive versions of the %4-ton utility 
truck. Also involved are spare parts 
and test programs for all vehicles. 


Oklahoma City 


Forms Car Pool 


OKLAHOMA CITY.—A car pool 
for city-owned autos has gone into 
operation. City Manager Sheldon 
L. Stirling estimates it will save 
about $51,000 the first year. 

Stirling believes that about 25 or 
30 of the 137 city passenger cars 
now driven home by employes can 
be placed in the pool. This, he said, 
would enable the city to declare 14 
or 16 cars surplus. The value of the 
cars, plus service and maintenance 
costs, would save the city $51,200 
the first year, he said. 

Car-pool headquarters are the 
Police parking bay. The vehicles 
will be gassed and serviced there 
and will be available to city em- 
ployes on round-the-clock basis. 








realistic. In many cases shop lay- 
outs were poorly planned, and 
equipment obsolete. Emphasis was 
being put on horsepower and 
motors and such safety factors as 
wheel alignment, steering and 
power brakes was being short- 
circuited in favor of horsepower. 
From a safety standpoint and 





Chevrolet Engines 
Tops with Hot-Rodders 


OKLAHOMA CITY. — Of the 
450 entries for the National 
Championship Drag Races here | 
Aug. 30-Sept. 2, more than one 
third are using Chevrolet engines. 

One entry will run two Chevro- 
let engines side by side in the 
rear. The races are co-sponsored 
by the National Hot Rod Assn. 
and the Oklahoma City Chamber 
of Commerce. 
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actual shop experience these serv- 
ices should be emphasized.” 


Turner presented recommenda- 
tions as follows: 


“A uniform, up-to-date program 
of specific assignments to be re- 
vised each year to keep pace with 
new developments and new models, 
for refresher courses and over-time 
pay for instructors, the replacement 
of junk with modern equipment, a 
skeleton set of personal basic tools, 
a step-up in the guidance and place- 
ment program in cooperation with 
local industry groups to give stu- 
dents an opportunity to get prac- 
tical experience through part time 
work.” 

Turner pledged the educators 
full cooperation of the NSPA and 
its approximately 4,000 member 
wholesalers and manufacturers 
throughout the country. 

Specifically, he announced that 
the association was starting work 
on a series of text books for various 
categories of work, that such books 


would also cover work assignments | 
and specific teaching guides on each | 
subject and related services on! 
|charts showing a choice of shop| University of Minnesota; Mel Turner, curriculum director of NSPA's vocational school 
layouts that will be financially | 








> 
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Educators Attend NSPA Luncheon— 


Among those attending the NSPA “schools” luncheon, held in conjunction with 
the 1957 American Vocational Assn. Convention in Philadelphia, were, from left, 
John P. Walsh, director, trade and industrial education branch, Office of Education, 
Washington; Merton C. Wheeler, Jefferson City, Mo., president, National Assn. of 
State Supervisors of Trade and Industrial Education; J. L. Wiggins, NSPA executive 
vice-president; Dr. William J. Micheels, Minneapolis, chairman of industrial education, 


Program; J. F. Ingram, Montgomery (Ala.) Dept. of Education; Stanley S. Roe, secre- 


within the reach of schools inter-| tary, Al-VE conference group on public school automotive instruction, and Marty 


ested in auto shop training. 


| Bazner sr., of Ammco Tools, Inc., North Chicago, Ill. 
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Kentucky Cracks Down 
On Warranty Programs 


that certain auto warranty plans 
constitute an unlicensed insurance 
business, Insurance Commissioner, 
Cc. P. Thurman has ordered some 
out-of-state corporations to cease 
operations in Kentucky. 


through auto dealers, have been 





buyers. 


FRANKFORT, Ky. — Declaring 


premium. 


He said the companies, working 
MOTIVE NEWS every week! 


She Growing 


WORCESTER 
KET 


Only Boston exceeds Worcester 


91.9% 


intensive coverage by 
the Telegram-Gazette 
160,531 Dailyt — 106,655 Sundayt 


*Sales Management Survey of Buying Power May 1957 
¢#March 31, 1957 A.B.C. Publisher's Statement 


The Worcester 


TELEGRAM ano GAZETTE 


WORCESTER, MASSACHUSETTS 


Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, tac. 


Notional Representatives 
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Station 


REMOTELY CONTROLLED 
FRONT WHEELS 
TURNED BY 
REMOTE CONTROL 


2 EXcwusive 
STEP-SAVERS 

to give you 
NEW SPEED, 
NEW ACCURACY 
in your 


John Bean’s Visualiner line can cut your shop 
time on your aligning jobs by 30%... or more! 
Simply by operating any of three remote con- 
trols, placed at convenient work stations, you 
can now easily turn, stop and hold front wheels 
(including power steering). No pulling, no 
pushing. You not only save time-consuming 
steps, you eliminate errors in readings caused by 
man-handling the wheels. 


Secondly, with John Bean’s new Remote Chart 
Controls, you change charts in the Visualiner 
projection heads without leaving your work. 
More time saved . . . better profits for you! 












Available either in new Visvaliner 
installations or as additions te 
present equipment, these features 
are worth your immediate attention. 


WRITE FOR DETAILS TODAY. 


( New Remote Contro! C] Complete Visvaliner 


Wheel Turner installations 
data on (0 New Remote Contre! (0 Wheel Alignment Tools 
Chart Controls and Accessories 


ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 


selling warranties on parts to auto 


He contended that the companies 
became insurers since they were 
not primarily responsible to the 
purchaser of the vehicle, since they 
were not obligated to warrant the 
parts and since they did so volun- 
tarily by means of a contract for a 


More than 150,000 persons read AUTO- 





(ps) 
| CADILLAC 
CHEV ROLET—'56 Bel Air (8) 4-dr. 
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Used-Car Auction Prices 





(Continued from Page 37) 


56 One-fifty (6) 2-dr., $1,075. °55 Two- 
ten (8) station wagon, $1,275; Delray 
(8) 2-dr., $1,135*. ‘53 Bel Air 4-dr., 
$520; Two-ten 2-dr., $500*, $400, $380. 
’52 SL Deluxe 2-dr., $310. 51 SL Deluxe 
4-dr., $235*, $215°*. 

DeSOTO—’55 Firedome club coupe, §$1,- 
190*. 

DODGE—’55 Coronet (6) 4-dr., $850* (ps). 
'53 Coronet (6) 4-dr., $355. '51 Coronet 
4-dr., $160. 

FORD—’57 (8) station wagon, 
Fairlane 500 (8) 2-dr., $2,025*. 
tom (8) 4-dr., $1,340*; Fairlane (6) 
club coupe, $1,490; 2-dr., $1,390°. ‘55 
Fairlane (8) Crown Victoria, $1,330*; 
Victoria, $1,175*; Sunliner, $1,015*. ‘54 
Custom (6) 4-dr., $575; Main (police 
car), $425; 2-dr., $420. °53 Country se- 
dan (8), $675; Custom (8) 4-dr., $500; 
Main (6) 2-dr., $350. "52 Custom (6) 
4-dr., $385*, $350; 2-dr., $280, $260. ‘51 
Custom club coupe, $265. 

HUDSON—’'52 Hornet 4-dr., $220*. 

LINCOLN—’52 Cosmopolitan 4-dr., 
"51 4-dr., $200*. 

MERCURY—’55 Custom club coupe, $1,- 
285°, $1,275*. °53 Custom club coupe, 
$625*; 2-dr., $525*; Monterey club coupe, 
$575. ‘52 2-dr.. §375. ‘51 Deluxe club 
coupe, $205; 4-dr., $250. 

OLDSMOBILE — '54 (98) 
Super (88) 4-dr., $1,175*. 
coupe, $400°. 

PACKARD "6563 Cavalier 4-dr., 
Clipper 4-dr., $365. 

PLYMOUTH—’57 Sportsman Suburban 4- 
dr., $2,100*; Plaza (6) 4-dr., $1,475°*. 
56 Belvedere (8) club coupe, $1,425; 
Savoy (8) 4-dr., $1,235; (6) 4-dr.. $1,- 
110°. "55 w* | (8) club sedan, $795 "54 
Belvedere 4-dr., $575. 
4-dr., $400, $310, $300. 
4-dr., $300; Cambridge 4-dr., 
Cranbrook 4<dr., $195. 

PONTIAC—'55 Star Chief conv., $1,350*; 
Chieftain (8) club coupe, $1,175°. °53 
Chieftain (6) 4-dr., $475*. 

MISCELLANEOUS "53 Dodge Express 
pickup, $330. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 15.) 

(Market tightening. Cars scarce. Prices 
on late models falling fast. Soild 71 cars 
out of 98 consignments.) 


BUICK—'56 Special station wagon, 


$2,075*; 
"56 Cus- 


$360*. 


4-dr., 
"51 


$1,240*; 
(98) club 


$440°; 


"52 Cranbrook 
$210. ‘51 


-"56 coupe de Ville, $3, 180° | 
$1,- 
Two-ten (8) 2-dr., $1,290*; “Two- 
(6) 2-dr., $1,225, $1,200; One-fifty 
2-dr., $1,150. ‘54 Bel Air 4-dr., 
Two-ten 2-dr., $680°. "53 Bel Air 
4-dr., $680; 2-dr. $655; One-fifty 2-dr., 
$425. "52 2-dr., $340*. "51 2-dr.. $320. 
CHRYSLER—'53 Windsor 4-dr., $425*. 
DeSOTO'57 Firefiite Adventurer, $3,000* 
(ps). "53 4-dr., $600*. 
DODGE—'55 Custom (8) 4-dr., $1,225* 
(ps). °51 Coronet 4-dr., $145*. 
FORD—'56 Fairlane (8) Victoria, $1,675* 
(ps): 4-dr., $1,580°; Custom (8) 2-dr., 
$1,285. ‘55 Custom (8) 4-dr., $950; Main 
(6) 2-dr., $765. ‘53 Custom (8) 2-dr., 
$490; Custom (6) 4-dr., $500. "52 2-dr., 
$315, $310, 2 at $300; conv., $250°. ‘51 
2-dr., $140. "50 4-dr.. $200; 2-dr., $160. 
KAISER —'52 4-dr., $160°. "51 4-dr., $125. 


(ps). 


605° ; 
ten 
(6) 
$650° ; 


LINCOLN—’51 coupe, $185*. 

MEROURY—'55 Montclair Hardtop, $1,- 
350°. 49 4-dr., $265. 

OLDSMOBILE—'53 (88) 2-dr., $500. ‘49 
4-dr., 2 at $125°. 

PACKARD—'56 ‘'400’' 2-dr., $1,450° (ps). 
‘53 Hardtop, $375*. °51 4-dr., $100°. 
PLYMOUTH— 57 Plaza 4-dr., $2,050°. °56 
Suburban, $1,220; Savoy (6) 2-dr., $910. 


$510, $450. 


—56 Chieftain Hardtop, $1,405. 
"55 Chieftain 2-dr., $1,120°. "53 Chieftain 
4-dr., $510*. "52 coupe, $330; 4-dr., $180. 
"51 2-dr., $245°. 

STUDEBAKER —-'55 Commander station 
wagon, $900. "52 Commander 4-dr., $285, 
$270; Hardtop, $220. '51 4-dr., $180. 

MISCELLANEOUS "52 Dodge %-ton 
panel, $375. ‘51 Studebaker %-ton pick- 
up, $315. ‘50 Chevrolet %-ton pickup, 
$320. ‘48 Studebaker 1%-tonm flat bed, 
$120. *47 Chevrolet 1%-ton pickup, $115. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 13.) 


(Consignment light as sales percentage 


"50 club coupe, 


looked good. Sold 84 cars out of 99 con- 
signments.) 

BUICK—’'56 Special Hardtop, 
Super sedan, $1,200* (ps). "54 Century 
station wagon, $1,130* (ps); Super 4-dr. 
$970* (ps). '53 Super Riviera, $700*. ‘52 
conv., $240°. ‘51 4-dr., $190; conv., 
$160. °50 4-dr., $165°, $120°. 

CADILLAC—'55 (62) coupe, $2,590* (ps). 
"53 (62) sedan, $1,240° (ps). "52 (62) 
4-dr., $840° (ps); conv., $810* (ps). 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
380; station wagon, $1,275; 4-dr., $1,190, 
$1,160, 2 at $1,110; Two-ten (6) 2-dr., 
$1,210, $1,140, $1, 115; 4-dr., $900, $890, 
$810; ‘One- fifty 4-dr., ‘31,025, $1, _ $1,- 
005. '’55 One-fifty 2-dr., $730, $720. "54 
Bel Air 4-dr., $460; Two-ten 4- bog 5000. 
’53 Two-ten 4-dr., $555, $465°. "52 4- 
dr., $300. ‘51 conv., $310; 2-dr., $250°; 
club coupe, $175. '50 2-dr., $125, $115. 
"49 2-dr., $100. 

OHRYSLER—'49 Windsor conv., $110*. 

DeSOTO—'49 4-dr., $180*. 

DODGE—’51 Diplomat, $230*; coupe, $220. 

FORD—'55 Fairlane (8) conv., $1,270*; 
Country sedan, $1,200*. °53 Custom 2- 
dr., $520*, $380°, $175. °51 2-dr., $210, 


HUDSON—’'52 Hornet Hardtop, $320°*. 
LINCOLN—’53 4-dr., $490* (ps). 
MERCURY—’56 Montclair Hardtop, 


$1,500*. °55 


$1,- 


540°; 2-dr., $1,400°. '54 Custom 4-dr., 
$810, $765. 

OLDSMOBILE — '54 (98) sedan, $1,130* 
(ps). *52 (88) sedan, $390*. "51 Hard- 
top, $255*. 

PACKARD—’54 4-ar. $820°. 

PLYMOUTH—'56 Belvedere 2-dr., $1,360; 


Savoy 4-dr., $1,200. °54 station wagon, 
$840°* (ps); "4- dr., $760*. "52 conv., $280. 
PONTIAO —''57 Chieftain coupe, $2,200* 
(ps). °55 Chieftain 2-dr., $890*. ’53 
Chieftain station wagon, $640*; 2-dr., 


"S3 Cambridge } 


$2,100° | 





| 


| 





$565*; 4-dr., $535*. ‘52 sedan, $380*; 

conv., $375*. '49 2-dr., $150 
WILLYS—’47 Jeep, $325. 
MISCELLANEOUS—’57 Simca 4-dr., $1,- 


270. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Aug. 
14.) 


(Sold 139 out of 167 consignments.) 


BUICK—’56 Special Riviera, $1,725* (ps). 
’55 Special Riviera, $1,425*. °'54 Special 
4-dr., $1,010*, $700. °52 Super Riviera, 
$515*. °51 Super Riviera, $355*; Special 
Hardtop, $305*. ’50 Special 4-dr., $125. 

CADILLAC—’57 (62) 4-dr., $4,200* (ps), 
$4,175* (ps). °55 (62) 4-dr., $2,450* 
(ps). °54 (62) 4-dr., $2,000* (ps). '52 
(62) 4-dr., $855*. °49 (62) 4-dr., $350°. 
"48 (62) 4-dr., $155*. 


CHEVROLET—’56 Two-ten (8) 2-dr., $1,- 
310*, $1,240; (6), $1,150, $1,125, $1,090. 
55 Two-ten (8) station wagon, $1,215*; 
(6) 4-dr., $1,000, $850. °54 Two-ten (6) 
2-dr., $840, $775. °53 Bel Air 4-dr., 
$655*, $590, $510*; Two-ten 4-dr., $525*, 
$350; One-fifty 2-dr., $475, $400. ‘52 De- 
luxe Hardtop, $445, $300, $270. °51 De- 
luxe 2-dr., $360*, $305. °50 Deluxe sta- 
tion wagon, $270*. °39 Deluxe 4-dr., 
$160. 

CHRYSLER 
$1,380* (ps), 
dr., $1,320*, 
pass., $225*. 

DeSOTO—’53 Firedome Hardtop, $425*. 


DODGE—’57 Coronet (8) conv., $2,400* 
(ps). "56 Coronet (6) 4-dr., $1,425*, $1,- 
300°. "54 Meadowbrook (6) station wag- 
on, $630*. "53 Coronet (6) 4-dr., $415*, 
$380, $280. °52 Coronet 4-dr., $245; 
Meadowbrook 4-dr., $240. 


FORD—'57 Fairlane 500 
470*; (8) 4-dr., $1,800*%; 300 (6) 4-dr., 
$1,450. °56 Fairlane (8) 4-dr. Victoria, 
$1,745*, $1,530*, $1,500*; Custom (8) 
station wagon, $1,600, $1,475; 2-dr., $1,- 
095; Main (6) station wagon, $1,330*, 
$1,300*; 2-dr., $950. °55 Custom (8) 
conv., $1,310*, $1,250°, $970*, $900°; 
Main (6) 2-dr., 2 at $650, $430, $420. 
54 Custom (6) Ranch Wagon, $900*. '53 
Main (6) Ranch Wagon, $650, $640*, 
$420. °52 Custom (8) 4-dr., $385*, 
$210*. °51 Custom (8) 2-dr., $320*, 
$100 (police). 

MERCURY—’'56 Monterey Hardtop, $1,- 
475*, $1,425*. °55 Montclair Hardtop, 
$1, 385° (ps). °51 Custom 4-dr., $330*, 
255, $185. "50 4-dr., $215. 

NASH —'S4 Statesman 4-dr., $605. °'53 
Statesman 4-dr., $310*. 

OLDSMOBILE — ‘56 (88) conv., $1,850° 
(ps). °55 (98) 4-dr.. $1,575° (ps). "54 

(88) 4-dr., 
$755° (ps), 


"55 NY 4-dr., 
$1,200* 
$1,300°*. 


$1,425* (ps), 
(ps); Windsor 4- 
"50 Imperial 7 


(8) conv., §$2,- 


(98) Hardtop, $1,125* (ps); 
$700°* (ps). °53 (98) conv., 
$490°. "51 (88) 2-dr., $190°. 

PLYMOUTH "55 Belvedere 
wagon, $1,235; Plaza 2-dr.. $800. "4 
Plaza 4-dr., $500, $350. ‘53 Cambridge 
2-dr., $375, $370. ‘51 Belvedere Hardtop, 
$290. 

PONTIAC—’'57 Chieftain (8) Hardtop, $2,- 
200°, $2,.150°, $1,955°. "56 Chieftain (8) 
4-dr., $1,680° (ps); (6) 4-dr., $1,400°. 
"55 Star Chief conv., $1,385°, $1,285*; 
Chieftain (8) Hardtop, $1,285°. ‘53 
Chieftain (8) Hardtop, $725*, $500, 
$400°. "52 Chieftain (8) 4-dr., $290*. "51 
Chieftain (8) 4-dr., $180*. 

RAMBLER ‘53 Hardtop, $485. °51 2-dr., 
$135. 

STUDEBAKER—’'52 Champion 4-dr., 
"51 Land Cruiser, $155°. 

WILLYS—’'55 (6) station wagon, $800°. 

MISCELLANEOUS — ‘57 Willys 4 wheel 
drive, $1,195. '55 Chevrolet %-ton pick- 
up, $400; %-ton pickup, $220. °53 Chev- 
rolet %-ton pickup, $440. ‘52 Chevrolet 
%-ton pickup, $350; Studebaker %-ton 
pickup, $230; Henry J 2-dr., $105. ‘51 
Hillman Minx conv., $190. ‘47 Interna- 
tional panel (mail truck), $140; Chevro- 
let i1-ton platform, $130. "45 Dodge 4 
wheel drive wrecker plow, $445. ‘42 
Dodge %-ton pickup, $300. 


VALDOSTA, 


(Tom Hewitt Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 8.) 

(Market is real good in this area for 
clean cars. Weather was real nice.) 


BUICK—'57 Special 4-dr. Hardtop, 
190°. ‘56 Century conv., $1,750*. 
Century coupe Hardtop, $1,550*; 
$1,550°*; Special 4-dr., $1,350*. 
tury coupe Hardtop, $1,000°. ‘53 Super 
4-dr., $395*. "52 Super 4-dr. station wag- 
on, $360°. 

CADILLAC—’54 (62) 4-dr., $2,000°; club 
coupe, $1,900°. 

CHEVROLET—'57 Two-ten (8) 2-dr., $1,- 
475. "56 Two-ten (6) 4-dr., $1,000. '55 
One-fifty (6) 2-dr., $690. ‘53 One-fifty 
(6) 4-dr., $400. '51 2-dr., $325. °50 4-dr., 
$180. '49 2-dr., $195; 4-dr., $140. 

DODGE—’55 Royal 4-dr., $930°. '54 Royal 
4-dr., $720°. 

FORD—'57 Fairlane (500) 4-dr. Hardtop, 
$2,180*; Victoria, $2,050° (ps). °56 2-dr. 
Ranch Wagon, $1,500; Fairlane (8) 4- 


(8) station 


$135. 


$2,- 


dr,, $1,485°; 2-dr., $1,150; Victoria 
4-dr., $1,360; Custom, $1,175*; Mainline 
(6) 2-dr., $775; 4-dr., $500°. °55 Coun- 


try sedan (8) 4-dr. station wagon, $1,- 
390°; Fairlane, $1,355* (ps); 2-dr., $1,- 
000; Custom, $915; 4-dr., $665. '54 Cus- 
tom (6) 4-dr., $760; 2-dr., $700; Mainline 


(6), $550. °53 Sunlimer (6) coupe conv., 
$585*. 52 Custom (8) 2-dr., $405; (6), 
$260. ‘51 2-dr., $360. °50 4-dr., $235, 


$205. 
LINCOLN—’53 Capri coupe Hardtop, $570*. 
MEROURY—’57 4-dr. station wagon, $3,- 


100. '56 Montclair 4-dr. Hardtop, $1,- 
710*. °55 Monterey coupe Hardtop, $1,- 
260*. '53 Hardtop coupe, $510*. '52 4-dr., 


$425°. 
NASH—’51 station wagon, $250. 
OLDSMOBILE—’'56 Super (88) conv., $1,- 
760° (ps). '55 Super (88) conv., $1,600* 
=. "53 (98) 4-dr., $720°. '50 4-dr., 


PLYMOUTH—'56 Belvedere (6) coupe, $1, - 
550°. °55 Plaza (6) 4-dr., $655. ‘52 
Cranbrook (6) 4-dr., $270. 

PONTIAO — ’57 Chieftain 4-ar. Hardtop, 
$2,275*. °55 Catalina coupe Hardtop, $1,- 
235°, $1,090°; Star Chief 4-dr., $1,150°*. 
"54 4-dr., $560. '53 4-dr., $540. ’52 Chief- 
tain 2- dr., $200. 

STUDEBAKER—’55 Commander (8) 2-dr., 


$580. "50 Commander (8) 2-dr., $100. 


MISOELLANEOUS — '53 Chevrolet %- ton, 
$515. °52 Ford %-ton, $275. °51 Ford 
school bus, $275. 

+ * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction. Sale every 
Thursday (Aug. 15). All prices held welj 
today, with clean cars still very much in 
demand. Sold 78 percent of the consign- 
ments. 


* * * 


BIRMINGHAM, ALA. 

Dixie Auto Auction. Sale every Monday 
(Aug. 12). Newer models still seem to be 
somewhat soft in Birmingham. Activity 
was brisk, bidding was moving along at a 
good pace with buyers here to buy all they 
could get. We still meed more sharp cars, 

* * * 


MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (Aug. 14). Sharp cars brought 
buyers in from six states. North and South 
Dakota buyers here in droves because of 
excellent crops. First time ine B — 
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available with 
2 CYCLE 2 H.P. GAS MOTOR 












Now — you have a choice of electric 
or gaseline power in these 2 famous 
little cars — for sure-fire big car 
retail sales promotion. 

Write today 
for specifications and liberal car 
dealer discounts. 


THE FIRST 


“NEW LOOK’ 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohic 


mm ts en 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 
GAT 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemlock 8176 


AUTO 
TURNTABLES 


+ 
Manafactared by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Coan. 




















Here are the figures for the first half of ’°57— 
and not only does The Saturday Evening Post 
lead every other magazine in over-all automo- 
tive advertising, but it cops a big first place in 
every major category! 

These figures prove once again that the auto 
industry knows the Post gets results... that 


it’s read by the people who buy! And these 
millions of Post readers not only constitute a 
great market in themselves, but 8 out of 10 of 


them recommend or talk about things they 


see in the Post! The power to reach this vast 


audience makes the Post the nation’s No. 1 


automotive advertising magazine again! 


JAN.-JUNE 1957 PASSENGER- 


1957 COMMERCIAL TRUCK 


CAR ADVERTISING AND VEHICLE ADVERTISING 


Source: Publishers information Bureau 


fi INFLUENTIAL 


Phe Saturday Eveni: 


eas 


A CURTIS MAGAZINE 


Sells the POST 


-the mass market of active influence 
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In ‘Service Responsibility’ Excha 


Cowes 





NADA and ADSA Statements 


Eprror’s Note: Here are the 
texts of NADA and ADABA state- 
ments to state association man- 
agers and directors concerning 
proposals for “service responsi- 
bility” bonuses. The NADA tele- 
gram was sent in the name of 
President Frederick M. Sutter 
Aug. 16. The ADSA reply was 
drafted following an association 
meeting Aug. 19 in Oklahoma 
City. The NADA rebuttal was 
made by Sutter on Aug. 22. 

* * * 


NADA Telegram 


HOPE this will answer questions 

raised by our members to} 
NADA’s position on the Norton 
ADSA plan and organization. 

First, our board has discussed 
many plans. The one finally 
adopted was considered the most | 
practical and the one most ac-| 
curately reflecting the wishes of 
the majority of our members. I am 





informed that a plan identical to | 


the Norton — was submitted to | -— 


TH 





one of the Big Three last year, It| suggest suitable alternatives, and, 
was rejected on the grounds of il-| that NADA be ready to submit the 


legality. 

Second, the program adopted by 
the board in June included an en- 
dorsement of the concept of ade- 
quate compensation for dealers in 
areas of both sales and service, the 
submission of a definite recom- 
mendation to the automotive manu- 
facturers with the request that they 
accept the NADA proposition or 





F ireman-Neighbors Cut 


Blaze Loss at Dealership 


ALBANY, Calif. — Fire caused 
an estimated $10,000 damage to 
the Curt Campbell Ford dealer- 
ship here, but it might have been 
worse. 

The fire started in a paint 
baking oven but was checked 
quickly because the fire station 
is just across the street. 
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ANTHONY LIFT GATE 


is saving time for 
NEIMAN-MARCUS 


Company official says, 
“Lift Gates are definitely time-savers.” 


If you’re interested in cutting delivery costs, take this tip 


from Marlin Davis. He’s the 


gentleman in charge of the 


warehouse and delivery trucks for Neiman-Marcus, famed 


Dallas store of high fashion. 


Mr. Davis has used the same Anthony Lift Gates since 


1942.. 
between the warehouse and 


. their upkeep has been “nominal.” Daily deliveries 


both Neiman-Marcus stores 


have proved the Lift Gates especially necessary due to the 


absence of a loading dock at 


the downtown store. Heavy, 


awkward merchandise is rolled or pushed onto the Anthony 

Lift Gates by only one or two men. There’s no time wasted 

in waiting for additional men to help load or unload. With 

, no manual lifting involved, the chance of costly damage to 
merchandise is radically reduced. 

See for yourself how efficient and economical an Anthony 


Lift Gate can be . 
plete descriptive literature. 


. . with your deliveries! Write for com- 


Buy the lift gate that has the service 


Anthony Distributors are located from coast to coast 


ready to help you solve 


your delivery problems. 


Write today for a complete Anthony Distributor list. 





© Increase the number of deliveries 
and reduce fixed costs per delivery. 


© Strengthen reputation for faster, im- 
proved service. 


© Increase earning time of trucks and 
earning power of men. 


e Cut standing time waiting for con- 


signee help. 
e Reduce the danger of damaged goods 
(and disgruntled consignees). 


WRITE: 1751 BAKER STREET 


ANTHONY 


STREATOR 


COMPANY 


BG 





language for appropriate legisla- 
tion at the next session of Con- 
gress. This program is proceeding 
according to plan. 

To insure that our members will 
receive all the facts and not a 
slanted version the replies of Cur- 
tice, Colbert, Ford and Romney 
plus the full details of the NADA 
program are set forth in the next 
issue of Progress which will be 
mailed to all members in 10 days. 


I believe NADA, by virtue of 
its experience, resources and na- 
tional influence, is the only logi- 
cal organization that can ef- 
fectively represent franchised 
dealers on any and all programs 
of national importance either 
with manufacturers or with Con- 
gress. No dealer needs to pay 
tribute to any other organiza- 
tion to have his interests ef- 
fectively protected. 


Please remind our members that 
their views are made into national 
NADA policy by their elected direc- 
torate and then translated into ac- 
tion by our staff. It is every direc- 
tor’s duty to support such 
programs. 


Any change in our programs or 
position should be accomplished in 
an orderly manner after due 
deliberation of all the facts and 
should reflect the views of the ma- 
jority. 

Unity is the proven key to our 
success. To weaken that unity for 
any reason would be a backward 
step. 

* = * 


ADSA Reply 


yo ADSA was organized, our 

purpose was set forth clearly 
in the articles of incorporation, and 
stated in our first brochure as fol- 
lows: “To assure the owners of 
motor cars and trucks that the 
present authorized new car and/or 
truck dealer system will be con- 
tinued in order that an adequate 
source of repair parts and repair 
service shall be available in every 
community.” 

The brochure stated also. “Some 
manufacturers have stated many 
times that they would include a 
plan in the dealer’s contract or sell- 
ing agreement if legal methods 
could be found which would place 
some control unon cross-selling, 
bootlegging, bird-dogging, referrals, 
lease purchases, etc.” 

Our statement included in 
ADSA’s first brochure to author- 
ized dealers. nationally, made the 
Authorized Dealer Survival Assn.’s 
position crystal clear in reference 
to any activity being carried on 
that might be interpreted as a 
movement contrary to the interests 
of NADA. 

It was stated in our first bro- 
chure as follows: “It is doubtful 
that NADA can do anything in 
taking action with respect to ‘the 
reinstatement of territorial secur- 
ity’ which would control these 
vicious practices. The present situa- 
tion is at a stalemate by reason of 
the fact that many NADA mem- 
bers, while being in the minority, 
want a ‘wide open’ territory so they 
can invade any dealer’s territory. 
These ‘wide open boys’ will no 
doubt vigorously protest any plan 
of control to NADA in the same 
manner as they have protested 
‘territorial security.’ ” 

However, NADA President 
Frederick M. Sutter, on Aug. 12 
caused to be sent to all NADA 
members, a letter in which he 
says in the first paragraph, “It 
is obvious that confusion exists 
in the minds of some members 
concerning the efforts of NADA 
to find solutions to many of the 
problems confronting dealers to- 
day.” In this letter, Mr. Sutter 
implied that ADSA’s efforts to 
clean up the chaotic merchandis- 
ing practices of the retailing au- 
tomobile industry were causing 
confusion. 


Then again, on Aug. 16, in a tele- 
gram which reportedly was sent to 
all members of NADA board of 
directors and to all automotive 
trade association managers, Mr. 
Sutter again raised questions which 
ADSA feels under compulsion to 
answer and clarify. 

In clarifying ADSA’s position 
relative to the questions raised by 





| place, 








Scootacar— 


Produced by Hunslet Engine Co., Ltd., 
Leeds, England, the Scootacar is a three- 
wheeled vehicle with the weather pro- 
tection of a sedan. The manufacturer says 
is will accommodate two adults and a 
child along with a normal amount of 
luggage. Powered by a 197-c.c. Villiers 
engine with a four-speed gear box, it is 
equipped with bumpers, windshield wiper, 
traffic signals and heater. 


Mr. Sutter’s telegram, and we 
quote, he says, “I am informed 
that a plan identical to the Norton 
plan was submitted to one of the 
Big Three last year. It was re- 
jected on the grounds of illegality.” 


ADSA’'s answer: In the first 
it is not the “Norton plan,” 
it is the Authorized Dealer Sur- 
vival Assn.’s plan, which was 
worked out by many substantial 
dealers after long and laborious 
deliberations and research, said 
dealers volunteering their own time 
and initial financing cost of start- 
ing program. Further, ADSA has 
no way of knowing whether a simi- 
lar plan has ever been submitted 
to any factory and has no knowl- 
edge of its ever being rejected on 
grounds of illegality. 

Sutter’s telegram says, also, 
“The program adopted by the 
(NADA) board in June included 
an endorsement of the concept of 
adequate compensation for dealers 
in areas of both sales and service.” 


ADSA’s answer: We agree that 
NADA did adopt such a plan, sub- 
mitted it to the factories and have 
already been answered by Harlow 
H. Curtice, president of General 
Motors, and L. L. Colbert, presi- 
dent of Chrysler Corp. (See AvTo- 
motive News, July 29, 1957, for Mr. 
Curtice’s answer and AvToOMOTIVE 
News, August 5, 1957, for reply from 
Mr. Colbert.) The answers received 
were to the effect that NADA’s 
plan was unworkable and of doubt- 
ful legality. 

> > > 
R. SUTTER also said, “That 
NADA be ready to submit the 
language for appropriate legisla- 
tion at the next session of Con- 
gress.” ADSA advises all dealers 
that suitable language for appropri- 
ate legislation giving manufactur- 


ers permission to reinsert “terri- > 





—. 


tory security” (or other plang 
having similar effect) in their con- 
tracts, have been drafted and ap. 
proved by a Congressional lezisla. 


m| tive drafting department for many 
.| years, but NADA has never taken 


action in urging Congress to pass 
such legislation. 

(ADSA plan requires no lezisla- 
tion, only an extension or revision 
of bonus plans which manufac. 
turers have in operation now and 
have had for many years.) 

We again quote from Mr. Sut- 
ter’s telegram, “To insure that our 
members will receive all the facts 
and not a slanted version, the re- 
plies of Curtice, Colbert, Ford and 
Romney plus the full details of the 
NADA program are set forth in 
the next issue of Progress.” 


ADSA answers Sutter by saying 


that Mr. Curtice’s and Mr. Col- 
bert’s replies were clear and con- 
cise; they simply stated that 


NADA’s plan was unworkable and 
of doubtful legality. We -have not 
seen Mr. Ford’s or Mr. Romney’s 
answers. 


Sutter further says, “I believe 
NADA, by virtue of its experience, 
resources and national influence, is 
the only logical organization that 
can effectively represent franchised 
dealers on any and all programs of 
national importance, either with 
manufacturers or with Congress.” 

ADSA agrees that NADA has 
a place as an organization for 
dealers to carry on noncontro- 
versial programs that are of gen- 
eral interest to all dealers. 

ADSA realizes that NADA ac- 
cepts memberships from any au- 
thorized dealer and obviously the 
conditions which we seek to cor- 
rect would not exist unless the 
merchandising practices that 
have cause the chaotic conditions 
in automotive retailing were not 

created by authorized dealers, 
many of whom are members of 
NADA. 

Certainly a motor vehicle that is 
bootlegged must originate with an 
authorized dealer who sold it to an 
unauthorized person for resale. 
The same is true with the dealers 
who hold an NADA membership 
and who engage in wild advertis- 
ing, misstated price and terms, un- 
reasonable guarantees, and other 
gimmicks and comeons that are 
causing the millions of potential 
automobile purchasers in this na- 
tion to lose confidence in all deal- 
ers. 

Authorized Dealer Survival Assn. 
membership is limited to the good 
substantial, quality authorized 
dealer who maintains adequate fa- 
cilities, i.e. parts, trained person- 
nel, machinery and repair equip- 
ment; and who takes a personal 
interest in the welfare of the owner 
after the sale, and who agrees to 
abide by the concept of ADSA’s 
solgan, “Dedicated to Serving the 
Owner After the Sale.” 

Further, ADSA will not, know- 
ingly, accept membership from any 

(Continued on Page 43, Col. 1) 
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EA peERS THIS SURE-CAR SEAL 


on your 


USED CARS 





inspires 
CUSTOMERS TO 


cTED CONFIDENCE 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 


Nation-wide inspection 
and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 


WRITE TODAY 


Gmerican SURE-CAR (tz. 


MAIN OFFICE: SEA CLIFF, NEW YORK 
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T. exts of Statem ents 
By NADA and ADSA 


(Continued from Page 42) 





dealer who engages in false, mis- 
stated, or misleading term or price 
advertising or any dealer that is 
interested only in the sale of the 
motor vehicle. 

It is our belief that if NADA at- 
tempted to carry on an aggressive 
crusade pointing out to all dealers 
that the vicious merchandising 
practices which ADSA seeks to cor- 
rect are destroying all dealers, 
many members of NADA who are 
now engaged in the aforesaid mer- 
chandising practices, would protest 
to their national association. 
oa = + 
T° QUOTE Mr. Sutter’s telegram 

again, “No dealer needs to pay 
tribute to any other organization 
to have his interests effectively pro- 
tected.” 

ADSA’s answer: No dealer pays 
tribute to ADSA. It is strictly a 
voluntary organization, Dealers are 
donating both time and money. 
But, may we ask, Mr. President, 


how long should the dealers who 


are members of NADA wait to have 


their interests protected by NADA? 


... Dealers who desire to maintain 
a quality dealership by conducting 


their business in such a manner 
‘that will build and hold owner con- 
fidence, maintain their self-respect, 
and assume their community re- 
sponsibility. 
enough?) 


(Is a decade long 


The evils ADSA seeks to correct 


have been constantly called to 
NADA’s attention by a large seg- 
ment of their membership since 
the end of World War II. 


Quoting Mr. Sutter’s telegram 


further, “Please remind our mem- 
bers that their views are made 
into national NADA policy by their 
elected directorate and then trans- 
lated into action by our staff. It is 
every director’s duty to support such 
pro; 


grams. 
ADSA says that it is every di- 


rector’s duty to represent the deal- 
ers who elected him to the NADA 
board. 


Quoting Mr. Sutter’s telegram 


further, “Unity is the proven key 
to our success. To weaken that 
unity for any reason would be a 
backward step.” 


ADSA says that NADA does not 
now, and has never had, unity 
on a plan that seeks to control 
bootlegging, bird-dogging, cross- 
selling, referrals or lease pur- 
chases. Same has been proven 
many times by NADA’s own sur- 
veys on the subject. 

In conclusion, Mr. President, may 


we say that since NADA’s plan has 
been presented to and refused by 
the manufacturers, and your tele- 
gram of Aug. 16 indicates legisla- 
tion will be required for NADA’s 
plan, the least NADA can do is 
not to obstruct the 
Dealer Survival Assn. movement to 
receive the manufacturers’ immedi- 
ate and voluntary cooperation by 
their adoption of a plan that is 
legal, simple and fair; and which 
will control the deplorable mer- 


Former Employe 


Sues Caruso 


For $63,500 


Authorized 


LOS ANGELES.—H. J. Caruso, 


embattled Los Angeles-area auto 
dealer, has been sued by a former 
employe for $63,500. 


Sidney S. Schraier has charged 


that Caruso failed to make good 
on a promise to give him a share 
of finance reserves. He said the 
reserves total $1,800,000 and that 
$60,000 is due him. 


In addition, the suit charges that 


Caruso owes Schraier $3,500 more 
for stock in Caruso corporations 
which Schraier said he sold back 
to Caruso. 


Both Caruso and Schraier as well 


as a number of other Caruso as- 
Sociates face multiple indictments 
growing out of charges of swin- 
dling car buyers. 


Caruso operated four dealerships 


in the Los Angeles area but has 
given up one of them since his 
court troubles began. 








chandising practices that are de- 
stroying many self-respecting 
NADA members. 


+ * + 


NADA Rebuttal 


E NADA program, as _ sub- 
mitted to the manufacturers for 
their consideration, was adopted by 
the board of directors in June with 
only two dissenting votes by direc- 
tors from Northern states. This ac- 
tion, virtually unanimous, resulted 
in a definite proposal in the area 


Teetor Explains— 


Ralph R. Teetor, right, former president 
of Perfect Circle Corp., explains operation 
of the Speedostat, which he invented, to 


William B. Prosser, Perfect Circle presi- 
dent. The speed control has been adopted 
as optional equipment on several models 
of "58 automobiles. 

es ££ 2 


Perfect Circle 
Offers New Type 
Of Speed Control 


(Continued from Page 2) 


under the gas pedal. If a hill 

tends to retard the car, back- 

pressure recedes, the ac- 
celerator to be depressed suffi- 
ciently to maintain the set speed. 

In event of an emergency requir- 
ing an increase of speed, the back- 
pressure on the pedal can be easily 
overridden. When the need for 
extra speed has passed, the driver 
can relax the added pressure and 
the car will return to the preset 
speed. 

An automatic feature is incor- 
porated into the Speedostat to 
make possible a constant cruising 
speed on highways and turnpikes 
that will result in greater driving 
—_ and fuel economies, Teetor 


Once the preset speed has been 
reached, the driver pushes a but- 
ton recessed in the speed selector. 
At that moment the Speedostat 
takes over the throttle control and 
the driver can remove his foot 
from the gas pedal. 

“This preselected speed is auto- 
matically maintained up hill and 
down as well as on level stretches 
of road,” Teetor said. “If addi- 
tional speed is called for, the 
driver simply pushes down on 
the accelerator. Upon releasing 
the pedal, the device again re- 
turns the automobile to the pre- 
set speed.” 

The speed selector can be reset 
to any other speed during manual 
or automatic operation. Automatic 
operation is immediately cut off by 
touching the brake pedal. 

Teetor has made many other 
contributions to the automotive in- 
dustry, chiefly in the design of pis- 
ton rings. A graduate of the Uni- 
versity of Pennsylvania engineering 
school and a former president of 
the Society of Automotive Engi- 
neers, he lost his sight early in 
childhood and has perfected his 
inventions unaided by sight. 


of territory protection or sales and| very, very sure that the plan is, 


service responsibility. 

Prior to the June meeting of the 
NADA board, each director was re- 
quested to ascertain the views of 
the members of his state on the 
subject of territory protection and 
to come to Washington prepared to 
report those views. This was done 
in a full day-and-a-half session of 
the board, with each state report- 
ing in turn. 

The board went further by em- 
phasizing that its adopted pro- 
posal was a suggested solution to 
the problem which did not close 
the door to other proposals de- 
signed’ to accomplish the same 
end result. 

A careful study of the replies re- 
ceived at NADA from four of the 
manufacturers does not indicate 
that the NADA proposals have 
been rejected by Detroit and Dear- 
born. In fact, a re-reading of the 
letters from Messrs. Curtice, Col- 
bert, Romney and Ford indicates 
that the manufacturers share with 
us a deep concern over the prob- 
lems that are besetting their deal- 
ers and that they have given every 
evidence of an earnest and con- 
tinuing desire to help resolve those 
problems, using every proper, legal 
means. 

= = = 
ee is evidence that Detroit 
believes legislation to be an ul- 
timate requirement in establishing 
any type of plan in the area of 
sales and service responsibility. 
This need not discourage dealers. 

I believe that I can safely 
state that any plan that helps 
the dealers and is also in the 
public interest can be pressed to 
a successful conclusion in the 
Congress. 

Meanwhile, more power to any- 
body who can provide NADA with 
better answers to dealer problems. 
But—one word of caution: Before 
support is given to any plan, re- 
gardless of how persuasive it might 


appear on the surface, let’s all be 
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MOTOR | 
MIASTE R 


in truth, what it appears to be. 


Calmness and certainty, must not 
be sacrificed to emotion or blind 
enthusiasm. Impetuous action — 
spur of the moment action—could 
well end up by creating even more 
problems. 





over 38 years of 
service to the automotive 
industries and their 
affiliates 





from any point we are ready to produce for 
YOU. 

We have tools and dies for many types of 
fuel tanks with irregular and unusual shapes 
ond sizes. 




























O.L. ANDERSON CO. 


INCORPORATED 


7-87 EAST FORT STREET + WOcd 


..in our automobile statistics: we never 
ask an opinion, we actually COUNT sales 


Would you like a detailed study of new 
car sales in America’s SIXTH largest 
market? We’ve documented last year’s 
new car sales in the Greater Cleveland 
market . . . by ACTUAL COUNT. You 
can quickly see sales by MAKE, by 
MODEL, by DEALER and by ECO- 


You sell two great 
RETAIL MARKETS 


in the Plain 


NOMIC SECTOR of the city and county. 
Automobiles, like all retail commodities 
are sold best by those who know the 
markets best. The Plain Dealer Auto- 
motive report is yours for the asking. If 
you haven’t received your copy . . . write, 
wire or phone. 


Cleveland *2\% billion 
26 adjacent counties *2 billion 


TOTAL $44 billion 





Dealer 


RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


CLEVELAND 
CUYAHOGA COUNTY 
(000) 


26 ADJACENT 
COUNTIES 
(000) 


TOTAL 
(000) 


Total Retail Sales 2,247,897 1,999,804 4,247,701 


Retail Food Sales 549,318 484,163 1,033,481 


Retail Drug Sales 


85,930 55,457 141,387 


Automotive 382,082 390,920 773,002 
Gas Stations 120,031 157,081 277,112 
Furniture, Household Appliances 124,695 102,572 227,267 


(Source, Sales Mai i i 





5 Power, 10, 1957) 


*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 
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Organizing of State Chapters Begins ess 
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Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell... and with practically 
no increase in personnel or facilities 
---Can now get plus profits from selling 
STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere ... are accepted as 
one of the very best manufactured to- 


day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, os an exclusive Stewart dealer 
in your area, of real sales potential. 


MARIO) SF 


FACTURING 


TENNESSEE 





EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 





ADSA Asks Anew for Support 


(Continued from Page 1) 


at which plans were outlined for 
organizing state chapters of the 
new association. 

ADSA officers, led by Chairman 
Mead Norton, voiced hopes that if 
enough dealers contact their fac- 
tory representatives on the prob- 
lem, the top-level factory executives 
may adopt a bonus program in 
time for ‘'58-model pricing deter- 
minations. 

Norton presided over a question- 
and-answer session at the Okla- 
homa City meeting. No opposition 
to ADSA’s program was heard 
from the floor. 

Norton detailed the differences 
between the ADSA plan and the 
NADA plan. He said the NADA 
plan would raise car prices $100. 
The money withheld by the fac- 
tories would go into an infringe- 
ment indemnity pool and be paid 

out on a percentage basis to the 
other dealers of the same make in 
the area. 

He said this would cause more 
trouble among the dealers since the 
factories would discover that the 
plan would be virtually impossible 
to police. 

In comparison, he said the ADSA 
plan would provide for payment to 
the dealer of a 5 percent overriding 
bonus at regular intervals on dealer 
certification of units sold to resi- 
dents of his designated territory. 

He said this eliminates any 
chance for disagreement because 
the dealer must sell the unit and 
certify it before he receives his 
bonus. He pointed out that the plan 
would be no more difficult to police 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN °¢ 


Bristol, Indiana 


than the plan now in use paying a 
bonus on certain wholesale parts. 
+ * + 


Paid Out of Own Money 

EALERS asked Norton how the 

5 percent overriding bonus 
would be paid without raising car 
prices. The Oklahoma City Buick 
dealer said it would be paid by the 
factories out of their own money 
on submission of an accurate report 
of cars sold in the dealer’s terri- 
tory. 

“Why would the factories want 
to install such a plan and what 
would be their benefit?” was one 
question asked from the floor. 


It was answered by Norton, who 
said that he was confident that 
each dealer would make more 
sales if his business could be 
made more profitable and that 
new life would be injected into 
sales staffs. 


This increased business, he said, 
would make it desirable for the 
factory to include this new plan 
in their sales agreements for the 
coming model year. 


With the accomplishment of its 
aims, Norton insisted that ADSA 
would be disbanded and money 
in its treasury would be refunded to 
each member in the percentage in 
which he contributed. 

= > = 


E CITED the methods used by 

factories now in paying a bonus 
on wholesaling parts. This proce- 
dure has been in use for some time 
and is working well, he said. 


Norton told another questioner, 
who wanted to know how ADSA’s 
plan would help him in competition 
with a big city dealer using gim- 
mick advertising, that the ADSA 
dealer could sell at cost if forced 
to and still get the 5 percent over- 
riding bonus which would give him 
a price advantage over the dealer 
catering to shoppers. 

Norton said that the ADSA 
plan would stop the system of 
shopping now practiced by a lot 
of buyers. 

Several dealers were anxious to 
know if NADA was being kept up- 
to-date on the ADSA plan and its 
progress and whether NADA would 
be permitted to adopt the plan. 

Norton, an NADA regional vice- 
president, said that all letters and 
bulletins were being sent to NADA 
directors and that the only answer 
had been the letter from Sutter to 
all NADA members, in which Sutter 
said that a similar plan had been 
discussed and rejected. 

. > > 


Ask for Consideration 


ORTON said that the NADA 

plan had been turned down by 
the manufacturers and that the 
ADSA plan was being submitted to 
the manufacturers by means of an 
open letter. He said that ADSA was 
not trying to make anybody do 
anything, but that it was asking 
the factories merely to consider its 
plan. 

R. T. Scott, ADSA treasurer, in a 
financial report, said the organiza- 
tion was started in the same hotel 
room less than two months ago and 
had received a total of $16,110. 
About $8,000 has been spent and 
$7,695.53 remains in the treasury, 
he said. The organization owes $1,- 
300 which will be paid on receipt of 
bills. 

New members left checks at the 
meeting totalling more than $1,000. 

Norton said money was no 
problem but that what was 

needed now to sustain momen- 

tum was “lots of members to 
present a solidly massed front.” 

He announced that associate 
members would now be accepted 

for $12 a year or $1 a month. 

He asked all present to solicit 
new members on this basis. How- 
ever, dealers who wish to con- 
tribute more money will be wel- 
comed, he said. 

Roy Tant, secretary-manager of 
the Oklahoma Automobile Dealers 
Assn., gave a report on state and 


local association response. 
* 


as sntine wae attended by 
many representatives of dealer 
associations. 

Among them were: 

Hall Nall, (DeSoto - Plymouth), 
Plainview, Tex., represented the 









Plains ADA; Cliff C. Goodwin 
(Buick), Sumter, S. C., represent. 
ing South Carolina ADA; Woody 
Abildgaard, (Studebaker-Packard), 
Winfield, Kans., president, New. 
Car Dealers Council of Winfield; 


Conner Oden, (Chevrolet), Floy-— Was 
dada, Tex., representing Plains} gar 
Chevrolet Dealers’ Assn.; Roscoe CHR) 
Hambric, manager Kansas Motor Chr 
Car Dealers Assn.; H. H. Wall, 
(Ford), Sedan, president, Kansas I 
association. De‘ 
John Breedlove, (Chevrolet), Dor 
Amarillo, Tex., president, Ama- Ply 
rilo ADA; Knox Converse, } gor! 
(Chrysler-Plymouth), Albuquer- Cor 
que, N. M., vice-president, New Ed 
Mexico Automobile Dealers | 
Assn.; Ben P. Robinson, (Buick), | F® 
Wichita, Kans., president, Wi- | Li 
chita ADA; Jack Jones, (Ford), Me 
Albuquerque, N. M., president, | GEN 
Albuquerque New-Car Dealers Bu 
Assn.; Amos T. Crowl, manager, Ca 
Northern California Automobile Ch 
Dealers Assn. Ol 
E. H. Wheeler, (Ford), Waterloo, 
Ia. president, Iowa ADA; Dale Po 
Payne, manager, Nebraska New- sP 
Car Dealers Assn.; Check Naiman, Pa 
(Buick), Borger, Tex., representing St 
Hutchinson County New-Car Deal- 
ers Assn. Te 
° = ” Rev 
ILL THOMAS, (Ford), Still- 


water, Okla. was on the pro- 
gram with a talk on “How ADSA 
Can Help the Small Dealer.” He 
cited the problems of a small dealer 
faced with cross-selling, bootleg- 
gers and shoppers. 

He pointed out how the ADSA 
plan would help the smaller deal- 
ers make a profit and exhibited a 
list of auction sale bills showing 
dozens of dealers in the Kansas 
and Oklahoma area who had gone 
out of business because of the 
present situation in the automo- 
bile business. 

The question of legality was 
discussed by Tom Bennett, for- 
mer attorney for the Justice De- 
partment, who again stressed the 
plan’s legality. He cited many 
cases tried under the antitrust 
laws in which the decisions were 
based on the degree of discrimi- 
nation and where decisions were 
made on the premise that sub- 
stantial restraint of trade must 
be proven. = 

He said that in his opinion that 
the ADSA plan was entirely legal 
in all aspects and told the meeting 
that the organization was covered 
by no other laws other than the 
antitrust laws. 

Each person present was given a 
blank to fill out in which he was 
invited to state how ADSA could 
help him and what plans he had 
for furthering the organization of 
ADSA in his community and state 
when he returns. These are being 
tabulated for new ideas and in- 
dications of the feelings of those 
attending. 

In attendance was H. L. Sparks, 
(Chrysler - Plymouth), Cushing, 
Okla., who is state representative 
from his county and who intro- 
duced the bill now a state law 
which prohibits the use of the re- 
ferral plan in the state. 


Florida Dealers 
Plan Auction at 
Daytona Beach 


DAYTONA BEACH, Fla.— The 
Florida Auto Auction, operated by 
FIADA Enterprises, Inc., is sched- 
uled to open here Sept. 10. 


Facilities have been leased from 
the City of Daytona Beach at the 
municipal airport. The lease in- 
cludes buildings and a parking lot. 
A restaurant has been installed and 
will be operated in connection with 
the auction. 

Sales will be held each Tuesday 
at 9:30 am., according to Eddie 
Parrish, Jacksonville, president, At- 
tendance will be limited to licensed 
dealers and all checks and titles 
will be guaranteed, Parrish said. 

FIADA Enterprises takes its 
name from the initials of the Flor- 
ida Independent Automobile Deal- 
ers Assn, All charter subscribers to 
the corporation are active members 
of the association. Other officers 
are George Mortimer, Fort Lauder- 
dale, secretary, and Ferris Ward, 
Orlando, treasurer. 


2 s/ 


ama ah 


d win 
resent. 


Still- 
pro- 
\DSA 
”" He 
lealer 
otleg- 


\.DSA 
deal- 
ted a 
wing 
ansas 
gone 
f the 
omo- 


was 
for- 
De- 

the 
ny 
rust 
yere 
imi- 





The 
ed- 





AUTOMOTIVE NEWS, AUGUST 26, 1957 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U0, 8S. PRODUCTION ONLY) 

















Week Week Jan. 1 
Ended Same Ended Output, = 
Ang. 24, Week, Aug.17, August, . 25, ame. “24, 
1957 1956* 1957* To Date arses 1957 

‘}AMERICAN MOTORS ee 330 67,809 64,750 

ene i etweints theese 45 4,347 

SEE. | vsicsn-evernsveentesoieomes ee 105 =: 11,073 
re et «=e 180 652,389 59,694 
CHRYSLER CORP.) .... 26,600 7,095 25,698 87,832 599,614 909,417 
Chrysler 67 1,872 6,827 72,688 88,952 
EEE scrsccvinsccvcomies. QU weseneses 559 1,987 6,548 29,695 

DeSoto 1,786 2,498 6,642 70,541 

SEED .civeccesistenserscsccrnsss GE = sentnseses 5,634 19,447 136,455 
Plymouth 5,242 15,135 52,929 313,382 490,531 
FORD MOTOR 4,683 36,686 130,213 1,097,973 1,299,938 
SEEN cveevsvisenscrssce,  scvneseons -° wae. sen 1,125 444 
INT ralisucitigraciiniavte deviideadanite eee tieeeeeee | ER  —O—>aeE 18,618 
SIE Hicinocewscinssebvenbetwesnivittin’ Ee nese 28,408 97,855 884,094 1,045,485 
Lincoln 330 198 289 1,066 32,202 26,522 
INET, ‘sicieningmintvoreosnein 5,525 4,473 3,698 16,403 180,552 208,869 
GENERAL MOTORS .. 56,519 58,098 54,388 185,664 2,153,508 1,956,544 
SNE isiiieiiivosdesieaiesiaisbenics 7,313 9,963 6,878 24,047 394,321 286,049 
IIE |, wxiiitieciecniiniation 3,360 3,205 2,700 10,756 107,532 109,234 
aa 32,100 30,799 31,529 105,699 1,105,401 1,036,325 
Oldsmobile .................... 6,846 8,070 6,597 22,861 312,074 277,874 
SII © \sieusdnibesdicnsuimicntinn 6,900 6,061 6,684 22,301 234,180 247,062 
ff 6a 72 826 2,959 67,305 46,480 
I tii ccdincindanbencia “Waueseae  auebeonil 3 13 13,277 6,122 
Studebaker .................. 72 823 2,946 54,028 40,358 
Total Cars, U. S.........124,154 69,948 117,598 406,998 3,986,209 4,277,129 





COMMERCIAL CARS 
(U, S, PRODUCTION ONLY) 








Week Week Jan.1 Jan. 1 

Ended Same Ended Output, To To 
Ang. 24, Week, Aug.17, August, Aug. 25, Aug. 24, 

1957 1956* 1957* To Date 1956* 1957 
CHEVROLET. .................. 7,000 6,449 7,358 23,736 246,372 239,861 
GED ME icnsenscrcsivees 143 109 125 444 3,375 3,528 
EID’ Kcihsdpiicinctulanesonedccedton 40 60 23 87 2,573 2,027 
i, 1,600 1,802 1,516 4,917 60,389 53,646 
FORD 6,725 3,256 6531 21,015 204,851 235,471 
SEIT cukciiensiatsisinstaliapeimeenscpeinninabn 1,100 1,674 1,107 3,760 63,010 44,564 
INTERNATIONAL pian 2,543 2,402 2,345 9,217 91,091 80,051 
SINE: | insinicshinndbdatemncneincsines 370 406 432 1,283 12,409 11,852 
SI ncicuipaithdusndnnaniniemensesesiane 140 72 132 424 2,570 3,017 
STUDEBAKER cine sell 524 127 417 10,609 ITT 
SEEN * neciliiieseuianasesscncioose 230 357 276 868 11,484 9,884 
IE: siacindsisicnitnsepiubasinsin 1,710 Re 0 tenes 1,710 39,070 40,462 
MISCELLANEOUS*** 89 48 87 293 2,200 2,180 
Total Trucks, U. S..... 21,740 18,558 20,059 68,171 750,003 733,620 





Total Cars, Trucks, 








U.S. . ...145,894 88,506 137,657 475,169 4,736,212 5,010,749 
Total Cars, Trucks, 

Canada wee 69,045 464 8,659 17,704 342,385 315,903 
Grand Total, 


Cars and Trucks, 


a S. and Canada....154,939 88,970 146,316 492,873 5,078,597 5,326,652 








Revised. oe ae Ta Se Four Wheel 
Drive, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


No Insurance, BBB Charges. . . 


Guaranty Firm Assailed 


LOS ANGELES. — The Better 
Business Bureau has advised auto 
dealers to use caution in dealing 
with companies issuing guarantees 
insuring the mechanical condition 
of cars. 

One firm was named. The bu- 
reau said that the insurance of 
United Service Guaranty Corp., 
Culver City, has been cancelled. 

Following the cancellation, ac- 
cording to the BBB, the company 
notified San Francisco dealers that 





Lawmaker Asks Limit 
On Volume of Exhaust 


WASHINGTON.—Rep. Paul F. 
Schenck, Ohio Republican and a 
member of the Roberts traffic 
safety subcommittee, has intro- 
duced legislation to ban the use 
in commerce of motor vehicles 
which discharge exhausts in un- 
due amounts. 


The bill authorizes the U. S. 
surgeon general to set standards 
relating to the amount of un- 
burned hydrocarbons emitted 
from exhausts which ‘is tolerable 
te public health. An auto, truck 
or bus ceuld not exceed these 
standards. 








it would underwrite claims under 
the original contracts until new 
insurance could be negotiated. 

“This, of course, appears to put 
USG squarely in the insurance bus- 
iness for which it is not licensed,” 
the BBB commented. 


The bureau also reported that the 
general manager of the guaranty 
company said it would post a per- 
formance bond if a dealer desired 
so the dealer might be assured 
there were ample funds to meet 
any claims. 

“This,” the BBB declared, “is in 
spite of the fact that the company 
reportedly had a low-figure bank 
account, and the president of the 
company has informed the BBB 
that the paid-in capital was a low 
four-figure amount.” 

In a general warning on the 
auto guarantee situation, the bu- 
reau said that the first such com- 
panies operating locally appeared 
to have substantial insurance 
policies with nationally known 
companies to back up their 
claims. 

“The initial firms proved so suc- 
cessful,” the bureau added, “that 
many companies have cropped up 

offering what appears to be the 
same type of plan but with dubious 
surety to back up their guarantees 
to dealers.” 


=: | Hits 7- 








124,154 Units Assembled .. . 


U.S. Car Production 


Week High 


(Continued from Page 1) 


1,390 | fifth manufacturer to enter into 
3,666 | '58-model production. 
= = = 


DSEL and Lincoln have been 
producing °58 models for sev- 
eral weeks, while American Mo- 
tors’ three divisions — Rambler, 


620! Nash and Hudson—began assem- 
213,619| bling their new models last week. 


AMC turned out 330 cars in its 
first week of ’58-model output— 
Rambler producing 180 units; 
Nash, 105, and Hudson, 45. 
Lincoln, which has been produc- 
ing ’58 models since Aug. 1, was 
still moving slowly last week as it 
rolled only 330 cars from the lines. 
That’s an increase, however, from 
the previous week, when the divi- 
sion turned out 289 units. 

= . + 
‘DSEL made the biggest gain 
among the producers of new 
models as it jumped its output 
from 4,291 units a week earlier to 
6,000 last week. 

Part of the increase in Edsel 
output was due to a change in 
assembly operations at Ford divi- 
sion’s Louisville plant. The plant 
has been converted to exclusive 
Edsel production in an effort to 
build up a backlog of cars for 
dealer introductions next week. 
The Louisville plant is producing 
the two lower priced Edsels, the 
Ranger and Pacer models, while 
the Somerville (Mass.) plant—both 
Ford division assembly units—is 
assembling the two higher priced 
models, the Corsair and Citation. 


N THE meantime, Ford division 

cars are being produced for the 
Louisville area in other assembly 
plants throughout the country, divi- 
sion headquarters in Dearborn an- 
nounced. 

The Louisville plant, however, 
will continue to produce Ford 
trucks, officials said. 

Overtime schedules or Saturday 
operations were put into effect at 
Ford division’s Buffalo, Chester 
(Pa.), Kansas City, and Dearborn 
assembly units last week to make 
up for the loss of assemblies in the 
Louisville changeover to Edsel pro- 
duction. 

> 

four-plant Saturday opera- 

tion plus five-day schedules at 

other plants gave Ford division an 

output of an estimated 28,850 units 

last week, compared with 28,408 a 
week earlier. 

Mercury turned out an esti- 
mated 5,525 cars last week with 
all four plants working five days, 
compared with the previous 
week, when the division tarned 
out 3,698 units. The division 
worked only its Wayne (Mich.) 
and Los Angeles plants a full five 
days the previous week, while its 
Metuchen (N. J.) units worked 
four days and its St. Louis opera- 
tion was closed the entire week. 
On a company basis, Ford Mo- 
tors turned out 40,705 units last 
week, compared with 36,686 a week 
earlier. 


ENERAL MOTORS raised its 

output from 54,388 units a week 
earlier to an estimated 56,519 last 
week and ran its year-to-date as- 
semblies to an estimated 1,956,544 
units. 

That means the corporations 
should produce its two-millionth 
car of the 1957 calendar year on 
Thursday (Aug. 29), or approxi- 
mately 23 days later than the 
corresponding milestone of 1956. 
Chevrolet turned out an esti- 

mated 32,100 cars last week for the 
largest weekly output by that divi- 
sion since the week ended June 8, 
when it produced 32,930 units. The 


American LaFrance Unit 


Aequires Herman Body 


ST. LOUIS.—Herman Body Co. 
has been taken over by Alf Body 
Corp., a subsidiary of American 


LaFrance, builder of firefighting 
equipment. 
Herman, which manufactures 


truck bodies, had filed a petition 
of voluntary bankruptcy before be- 
ing acquired by Alf. 





LL 


week ending Aug. 17, Chevrolet as- 
sembled 31,529 cars. All Chevrolet 
car lines were on five-day sched- 
ules last week. 
* + * 

_ increase by Chevrolet helped 

it move within 9,160 units or 
1% days’ output of Ford in year- 
to-date assembiies, As of last Sat- 
urday, Ford had turned out 1,045,- 
485 cars to Chevrolet’s 1,036,325 
units. 

All other GM divisions also 
showed output increases last 
week—Buick was up from 6,878 
to 7,313 units; Oldsmobile climbed 
from 6,597 to 6,846; Pontiac was 
up from 6,684 to 6,900, and Cadil- 
lac rose from 2,700 to 3,360 units. 
The latter worked only four days 
the previous week. 

Increased schedules at Chrysler 
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division (excluding Imperial) and 
Plymouth helped Chrysler Corp. 
hoist its output from 25,698 cars 
the previous week to an estimated 
26,600 units last week. 

A breakdown of Chrysler Corp. 
operations showed Plymouth up 
from 15,135 units a week earlier to 
an estimated 15,700 last week; 
Chrysler division (excluding Impe- 
rial) up from 1,872 to 2,300; Impe- 
rial about on par with the previous 
week with an output of 550, as com- 
pared with 559; DeSoto off slightly 
from 2,498 to 2,450, and Dodge down 
from 5,634 to 5,600. 

Canadian vehicle manufacturers 
turned out an estimated 9,045 cars 
and trucks last week. The previous 
week the makers assembled 8,659 
vehicles. 

* 


* + 


Production Notes 


The Fisher Body plant at Mans- 
field, O., has laid off 300 workers 
until after Labor Day because of a 
changeover to output of 1958 bodies, 
it was reported last week. 

Officials said the furloughed 
workers will return when work is 
resumed. An additional 200 work- 
_ers will also be hired at that time, 
a spokesman said. 


Obituaries 


H. Jay Hayes, 88; 
Industry Pioneer 


NEW YORK.—H, Jay Hayes, 
builder of the first all-metal body 
and an organizer of Eastman Auto- 
mobile Co. in Cleveland, died here 
Aug. 14. He was 88 years old. 

Hayes, who defended his car 
against theories that metal would 
rust and dent and that wood should 
be used, also pioneered in construc- 
tion of automobile fenders, cutting 
the patterns on newspapers. His 
fenders are believed to have been 
the first incorporated into automo- 
bile design. 

He became president of Hayes- 
Ionia Co., Ionia, Mich., in 1918 and 
three years later headed Hayes- 
Hunt Co., of Elizabeth, N. J. At 
that time both were body-making 
concerns for major auto companies. 

- > - 


Thelma Chrysler Foy, 


Dau laughter of of Pioneer 

YORK.—Thelma Chrysler 
Foy, daughter of the late Walter P. 
Chrysler and wife of Byron C. Foy, 
a director of Chrysler Corp. died 
here last week of leukemia. She 
was in her early 50s. 

Born when her father was presi- 
dent of Buick, Mrs. Foy was a 
noted art and costume collector. 
Survivors include her husband; two 
daughters; two brothers, Walter P. 
Chrysler jr. and Jack F. Chrysler 
and a sister, Mrs. Ez. W. Garbisch. 


H. B. Soncheeen, 58, 
Lyon Metal Chief 


NEW YORK.—H. B. Spackman, 
58, president of Lyon Metal Prod- 
ucts, Inc., died August 20 in St. 
Vincent’s Hospital here following 
several weeks’ illness. 

Mr. Spackman joined Lyon as 
general sales manager in 1937. In 
June, 1938, he became sales vice- 
president and was elected executive 
vice-president in July, 1946, and 
president in January, 1950. 

° * * 


Ernest O. Wedekind 
SCHENECTADY, N. Y. — Ernest O. 
Wedekind, 69, a retired automobile dealer, 
died Aug. 11 in his home here after a two- 
year illness. He was a native of Germany 
and came to the U. 8. in 1901. 
* * * 


Ross Iliff 
PARIS, Tex.—Ross Iliff, 73, a veteran 
auto dealer, died here Aug. 12. 
* * * 


Harold Cannady 
BOURBON, Mo. — Harold Cannady, an 
auto dealer at St. James, Mo., was killed 
in an auto accident near here. 
* 7 * 


Ernest R, Sandusky 
KANSAS CITY.—Ernest R. Sandusky, 76, 
a retired dealer who once handied Beggs, 
Stutz and Nash, died here. 
* * * 


L. C. Willis ~ 
LEITCHFIELD, Ky.—L. C. Willis, for 44 
years a new-car dealer here and in Caney- 
ville, died Aug. 14 after a long illness, He 
had been a Ford dealer since 1913. 
* * * 


J. W. McGaw , 
MADISONVILLE, Ky.—J. W. McGaw, 73, 
a retired auto dealer, died here Aug. 14 
after a brief illness. Mr. McGaw and the 
late Ernest Scott formed Scott-McGaw 
Motor Co, here in 1924. Mr. Scott died in 


1931 and in later years the firm was 
operated by Mr. McGaw and his son, N. 
Scott McGaw, who is a director of the 
Kentucky Automobile Dealers Assn. 
* * 
Charles C. Thomas 
OAKLAND, Calif.—Services were held 
here for Charles C. Thomas, 53, zone serv- 
ice manager for GMC truck and coach 
division. He died at his home of a heart 
attack. 
* * * 
Edgar Lee Hullet 
NEWTON, Kans.—Edgar Lee Hullet, 41, 
automobile dealer here, died Aug. 14, vic- 
tim of a gunshot wound suffered June 12. 
Mr. Hullet received a charge of shot from 
a 12-gauge shotgun in the abdomen and 
chest while he was alone in his parking 
lot. He had operated the Mercury dealer- 
ship since he came to Newton in 1956. 
For eight years prior to that, he was in 
the car business at Mulvane, Kans. 
+ * * 
Isadore Nathan 
WARREN, O.—Isadore Nathan, 59, who 
operated a used-car lot here for many 
years and was a partner with his son in 
a Studebaker-Packard dealership in Youngs- 
town, O., died Aug. 14 at his home of a 
coronary ae 
* 
Ralph Cc. hoes 
CHICAGO.—Ralph C. Archer, 65, manu- 
facturing vice-president, International Har- 
vester Co., died Aug. 11 in a Lake Forest 
(Til.) hospital after several weeks’ iliness. 
He joined the firm in 1919 and was named 
a vice-president in 1945. 
* * * 
Aloysius Winkels sr. 
MILWAUKEE.—Aloysius Winkels sr., 63, 
president and coowner of National Auto 
Spring Co. here, died Aug. 13 in a hospital. 
He had been in the spring business for 
35 years. 
* * * 
Orth Shimp 
VAN WERT, O.—Orth Shimp, 63, parts 
manager for Studebaker-Packard dealer- 
ships here and in Fort Wayne, Ind., died 
Aug. 5 at his meme otter a heart attack. 
7 
Senaph R. Meade 
PHILADELPHIA.—Joseph R. Meade, an 
automobile dealer, died Aug. 14. He for- 
merly headed a Nash dealership and re- 
cently had owttehed to Eénestn-Seesewsy. 
* 
Dinnseen Ww. Secveidete 
MILWAUKEE.—Emerson W. Maercklein, 
64, who operated a Ford dealership here 
before retiring in 1947, died’ Aug. 18 at 
the veterans hospital in Iron Mountain, 
Mich. 


Trico Develops 
Hydraulic Wiper 
For Wraparounds 


BUFFALO. — Trico Products 
Corp., producer of auto windshield 
wipers, announced it has developed 
a hydraulic wiper system and is 
tooling to produce it. 

The principal benefit of the sys- 
tem, Trico said, is better cleaning 
for panoramic windshields. The 
company expects the system will be 
used on 1959 autos. 

The system is Trico’s first hy- 
draulically controlled wiper. All 
systems it has produced for existing 
cars are powered by vacuum or air 
pressure. The wiper motor in the 
new system uses hydraulic fluid 
and can be taken from any source 
of hydraulic pressure. 

The system features two ranges 
of wiping to accommodate the new 
panoramic windshields and is op- 
erated by a manual, unitized throt- 
tle control. This enables the driver 
to shift from a wide panoramic 
range to a reduced arc, with faster 
action. 
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Chevrolet Names 


i 2 Plant Chiefs, 
Quality Controller 


DETROIT.—Chevrolet last week 
announced appointment of two 
plant managers and a divisional 
manager of quality control. 

Edward H. Kelley, general manu- 
facturing manager, listed the new 
appointments: 

Joseph A. O’Kroy as manager of 
Chevrolet’s assembly plant at 
Tarrytown, N. Y. He succeeds the 
late Walter B. M. 
Brownlie. 

Sylvester J. 
Thrasher as divi- 
sional manager of 
quality control, 
succeeding 
O’Kroy. 

Leo M. Seidl as 
manager of Chev- 
rolet’s transmis- 
sion plant at Sagi- 
naw, Mich., 


tral hl bat 1) 
RATES: TWENTY-TWO CENTS 
‘mar 
and address 
Box Number ads are 


TEN DAYS IN 
WANT AD DEPT 


at regular rates 


HELP WANTED 


SALES MANAGER — Immediate opening 
for top caliber sales manager in volume 
Chevrolet dealership in suburban Mary- 
land, just outside Washington, D. C. 2% 
acres of brand new facilities, three years 
as dealer and delivered 1,300 new cars 
in 1956. Applicant must be capable of 
building quality sales staff, training and 
leading men, increasing volume and 
profits together. Excellent salary with 
incentive on profits and possibility of 
stock purchase to right man. Send full 
particulars to Box 7432, c/o Automotive 





L, M, Seidl 





succeeding| News, Detroit 26. 
Thrasher. 
Kelley also announced these 
transfers: SALES MANAGER WITH 


William J. Massey jr., as general| PARTNERSHIP POTENTIAL 


superintendent of production at), 
Chevrolet's transmission plant at 
Cleveland, succeeding Seidl. 
Frederick W. Feldt as general 
superintendent of production at 


lifetime opportunity is offered to a 
responsible, high character man with a 
well-financed, 400 car potential Lincoln- 
Mercury dealership in a Michigan city of 
100,000 population. Must have proved 
successful record in hiring, training and 
directing salesmen and quick turnover, 
profitable selling methods. Good base pay 
plus percentage of profits. Write concise 
history of automotive experience, educo- 
tion and family status immediately—in- 
clude small photo. Information kept in 
strict confidence. Box 7450, c/o Avutomo- 
tive News, Detroit 26. 









SALES REPRESENTATIVES. Need three 
East Coast men. Nationally advertised 
chemical line. Experience contacting 
automobile dealers. Can earn $10,000 
and better per year. Commissions up to 
50%, plus other benefits. Need good car, 
free to travel. Write Liquid Glaze, Inc., 
Box 627, Lansing, Mich. 





8S. J. Thrasher 


J. A. O’Kroy 
Chevrolet's transmission plant at 


Muncie, Ind. succeeding Massey. 
Feldt has been general superinten- 
dent of production, second shift, at 
Chevrolet’s transmission plant at 
Toledo. 

Each of the appointees began his 
career with Chevrolet on hourly 
paid jobs. O’Kroy, Thrasher, Seidl 
and Massey all joined Chevrolet 
initially at the division’s gear and 
axle plant at Detroit. 

More than half of O’Kroy’s 32- 
year career with Chevrolet has been 
in the fields of inspection and 
quality control. 


- DeLaRossa Heads 
Lincoln Styling 


DEARBORN.—Appointment of 

Don R. DeLaRossa as chief stylist 

in the Lincoln styling studio and 

the reassignment of four others 
within the styling office have been 
announced by George W. Walker, 

: Ford Motor styling vice-president. 
John Najjar, formerly in charge 





ee ee 


ROAD MAN 


Nationa! Distributor of several 
lines of highly successful imported 
cars wants experienced road man 
to work from New York head- 
quarters. Must be immediately 
available. Compensation commen- 
surate. Write confidentially with 
full details to A.T.S., 303 5th Ave., 
Suite 1503, New York 16, N. Y. 


a a ee os 





GENERAL MANAGER or sales manager. 
Ford dealership, New Jersey, now selling 
over 700 units yearly. Big opportunity 
for experienced top man. Write Box 7433, 
¢/o Automotive News, Detroit 26. 





AUTOMOTIVE 
ENGINEER 


Large oil company, headquartered in Cleve- 
land, Ohio, offers excellent opportunity to 
graduate engineer interested in career in 
purchasing profession. 


of Lincoln styling, 
has been ap- 
; pointed executive 
: stylist, advanced 
body studio, ad- 
vanced styling. 
Other new ap- 
pointees are Ar- 


nott B. Grisinger, Work includes procurement of basic automo- 


tive truck and transportation equipment and 


executive stylist, parts, requiring thorough technical under- 
Mercury exterior standing of assigned commodities and 
studio; Irving B. activities. Outstanding company benefits. 
Kaufman, execu- 





In reply state age, education and experience. 


* tive stylist, Mer- Box 7449, c/o Automotive News, Detroit 26. 


cury interior studio, and Robert H. 

+ Weiland, executive " stylist, Lincoln 
interior studio. 

A native of Indianapolis, DeLa- 

Rossa attended John Herron Art 

Institute and the University of 


Chicago. 


Allen Appoints Boggs 
General Sales Manager 


KALAMAZOO, Mich. — Appoint- 
ment of Orvalle Boggs as general 
sales manager of 
Allen Electric 
and Equipment 
Co. has been an- 
nounced by Wade 
W. Allen, presi- 
dent. 

Boggs, who 
previously headed 
up Allen’s mid- 
central division, 
will direct the 

5 field organization 
Orvalle Boggs of eight major 
sales divisions throughout the U. 8S. 
and Canada. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 





Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 


An advertisement in. this sec- 
tion will do the trick at a nom- 
inal cost. 





Automotive News 
Classified Want Ad Department 





(22¢) 
PER WORD. PAYMENT IN ADVANCE OF 
Add 
forwarded to advertiser 


ADVANCE OF PUBLICATION DATE 
AUTOMOTIVE NEWS 


AUTOMOBILE 


aders engaged in all branches 
PER WORD FOR EACH 


One Dollar ae 
unopened. Display ad: 
Contract rates 


PL 


ToT hae ee 

Beeler a 
supplied 
PENOBSCOT BUILDING, DETROIT 26 


AUTOMOTIVE NEWS, AUGUST 26, 1957 


ae eh) 


of the 
INSERTION 
INSERTION REQUIRED. Ads 


nation's automotive industry 
POSITION WANTED ADS, 
ed with full 
Replies to | 


CLOSING 


may be sign name | 


of a box number 
upon request 


MICH 








HELP WANTED 


POSITION WANTED 








OWN YOUR OWN 
BUSINESS 


Used car experience preferred but not 
essential. We will put you in business 


for yourself. No investment. Second 
oldest company selling 1 year gvar- 
antee to dealers. Our men earn sub- 
stantially over $10,000 per year: F. 
earning $15,000 
yearly; M. Dalles, Boston, Mass. doing 
$17,000; W. Scott, 
over $2,000 in first 2 months. Approved 


Repeat sales on 


Lyons, Tampa, Fila. 


Providence, R. 1. 


nationally by dealers. 
the increase. Send complete details 
stating experience. 
American Sure-Car Corp. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 42) 





SALES MANAGER—West- 
ern New York dealership is in need of 
an aggressive young man to assume full 
responsibility of sales management. Must 
be capable of hiring, training and direct- 
ing salesmen to obtain highest possible 
volume profitably. We are in a position 
to offer an outstanding compensation 
plan to the man who can qualify. Please 
write giving full background to Box 
7409, c/o Automotive News, Detroit 26. 
All replies confidential. Additional infor- 
mation upon request. 


SALES MANAGER with proven ability: to 


hire and train salesmen and manage 
sales force in southeastern 350 car Chev- 
rolet dealership. Near coast—good fish- 
ing, hunting, etc. Salary plus percentage. 
All replies confidential. Box 7407, c/o 
Automotive News, Detroit 26. 


DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 
$25,000 to $50,000 earnings. Many terri- 


tories still open . . . successful automotive 
sales background necessary. 
UNITED STATES CAR 


TESTING CO. 
5327 W. Third St. Dayton 7, Ohio 
MU 1669 





AUTOMOBILE SALESMAN: Lincoln-Mer- 


cury-English Ford dealer less than one 
hour drive from San Francisco-Oakland- 
Sacramento-Stockton wants high type, 
neat appearing, experienced salesman. 
30% of gross, paid vacation, hospitaliza- 
tion, gas furnished. Only man used to 
high earnings need apply. Send photo 
and resume of past experience to Box 
7405, c/o Automotive News, Detroit 26. 





SALESMEN 
Needed in Fabulous Florida 


This is an opportunity to join our fast ex- 
panding organization. The type of person we 
will employ 
closer, 
doors and not satisfied 
than $1,000 a month. We have the highest 
commission, 
demo, hospital and life insurance, paid va- 
cations, etc. 


Chevrolet BIRD Oldsmobile 


261 Parkway 


is honest, aggressive, a good 
not afraid to go out and knock on 
with earnings less 


plus bonus set up. We furnish 


Located 30 miles from Miami. 


Homestead, Florida 





SERVICE MANAGER—Thoroughly experi- 


enced in all phases of service depart- 
ment operation. Good customer relations, 
knowledge of follow-up systems and fac- 
tory relations. Graduate of General Mo- 
tors Institute; service sequence. Box 
7434, c/o Automotive News, Detroit 26. 


AUTOMOTIVE 


GENERAL MANAGER, 


MANAGER Executive 
33, married, BA degree, 
graduate G. M. Institute, 9 years G. M. 
retail service management experience. 
Record of peak parts and labor sales, 
excellent employe and customer relations, 
and increased net operating profit. G. M. 
recognition. Desire position as _ service 
manager or factory representative. Re- 
sume on request. Box 7440, c/o Automo- 
tive News, Detroit 26. 


qualifications, 


enpatte of as- 
suming full responsibility of large dealer- 
ship. General Motors or Chrysler prod- 
ucts preferred. Presently employed in 
large southwestern city. If you require 
a man who will take a personal interest 
in your business, write Box 7411, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER 7 years’ experience. 


Former service engineer Chrysler Export. 
Service manager GM dealership Mexico 
City—Chrysler dealership Venezuela. Re- 
locate anywhere U. S. A. Box 7431, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER with practicai ex. 


POSITION WANTED 


perience in all phases of dealership 
operation wishes to locate in Chev 
agency in midwest. Would consider buy. 
ing dealership over a period of )\carg 
Available immediately. Box 7436 ej 
Automotive News, Detroit 26. 


AUTOMOTIVE SERVICE MANAGER 


young (32) family man, home owner, 
conscientious, reliable. Products experi. 
ence are Cadillac, Olds and Pontiec, } 
am seeking employment as a repres«nta- 
tive for a manufacturer in New Jersey, 
I realize my capabilities, which ar 
great. I am young and I can adapt my. 
self to any position with a future, | 
am a good customer relations man. Box 
7437, c/o Automotive News, Detroit 26. 





ACCOUNTANT-OFFICE MANAGER. 


Sec’t.-Treas. Young, thorough and am- 
bitious. Presently office manager at 600 
car Motors Holding deal. Desire change 
to New York state or surrounding area, 
Unusual knowledge of Motors Holding 
procedure, Daily Operating Control, Used 
Car Turnover Report, and dealer will 
receive expert financial statement prepa- 
ration and analysis. Will work only for a 
Motors Holding dealer. Box 7438, c/o 
Automotive News, Detroit 26. 





SALES REPRESENTATIVE, Washington, 


Oregon, Montana—20 years’ experience 
in automotive industry. Knowledge of 
distribution and merchandising, plus ac- 
quainted with jobbers, wholesalers and 
dealers in area, Looking for connection 
with reliable manufacturer, agents or 
foreign car distributor. Factory and 
dealer references. Box 7439, c/o Automo- 
tive News, Detroit 26. 





MR. CHRYSLER CORP. 


DEALER—Are 
you looking for a man who is capable 
of managing your 250 car contract at a 
profit? Have over 25 years’ sales and 
dealer management experience. Can fur- 
nish the best of references as to charac- 
ter, ability and steadiness. Would like 
to locate in southern Illinois, southern 
Indiana or southern Ohio, Box 7441, c/o 
Automotive News, Detroit 26. 


WE WANT 40 MEN WITH CARS 
WHO ARE FREE TO TRAVEL 
AND CAN START IMMEDIATELY 


To take part in a FACTORY RECOGNIZED CAMPAIGN, 
calling on CHRYSLER PRODUCTS DEALERS ONLY. Men will 


sell behind letters of introduction from Chrysler, 


DeSoto, 


Dodge and Plymouth Regional Managers in area East of 


the Mississippi. 


Men must be high-type, well financed, good talkers and 
with wide automotive experience. Those selected will be 
trained in the Field and start selling and earning within 


1 week. 


Earnings are strictly commission but are high. At the end 
of this 6 month campaign the best producers will be 
awarded lifetime contracts in exclusive territories, without 


investment. 


This is not a bonded warranty program. 


Field training will take place in Ohio, Tennessee and 


Iinois. 


Write or wire all details, 
SALES ENGINEERING INSTITUTE, 


Detroit Lakes, Minnesota. 


including phone number, to 


INC., P. O. Box 150, 





Positions with distributor of top quality 
IMPORTED CARS in CALIFORNIA 
NEED MEN fo fill these 
PRESTIGE POSITIONS: 


SALES PROMOTION MANAGER 
© DISTRICT MANAGER 
® RETAIL SALES MANAGER 
® FLEET SALESMEN 
Must be neat in appearance, intelligent and have 


experience selling in the fine car field. Familiarity 
with imported cars in the California market preferred. 


Written Applications Only 


[at] HOFFMAN [#47 


of CALIFORNIA, INC. 


9130 Wilshire Bivd. 


Beverly Hills, Calif. 
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POSITION WANTED 
Bi = SEN © ,RAL MANAGER, Chevrolet or other 











ership » GM deal, 600 new cars and up, or gen- 
‘Vrole , eral sales manager in larger volume 
' Duy. operation. Consider buy-in plan. 10 | 
yoarg — years’ successful experience in all pro- 
c/ok gressive positions from sales representa- 
tive to general manager with world’s 
__.§ jargest Chevrolet dealer. General mdn- 
\GER§ ager last 3 years, all phases, 4,000 unit 
vner gales annually. College degree in mer- 
xoert. | chandising, 36 years of age, married, 3 
ec, J§ children. Will furnish full resume in- 
senta- cluding qualifications, references and 
ersey,§ picture on request. Available now. Box 
- are 7412, c/o Automotive News, Detroit 26. 
_ 
. — GENERAL MANAGER. Have served as 
e. I general manager of two large midwest- 
a ern GM dealerships for the past 10 years. 
oe Present owner is selling out—profitably. 
ER. I have previous wholesale experience. 
a Want similar connection on West Coast, 
‘one Florida, or in the Pittsburgh, Pa. area 
(any car line). Best GM references avail- 
‘ange able. Box 7402, c/o Automotive News, 
‘iding Detroit 26. ; ; 
Used HEAVY DUTY MOTOR TRUCK wholesale 
will and retail sales manager, for Detroit or 
repa- Michigan area. 15 years’ experience with 
fora major motor truck company and leading 
c/o truck axle manufacturer. Excellent tech- 
nical background. College graduate—BA 
i degree. Box 7435, c/o Automotive News, 
gton, Detroit 26. 
‘ien —_— - 
— DEALERSHIPS AVAILABLE 
5 ac. DEAL -ERSHIP | HANDLING dual Chrysler 
and line in smog-free beach town near Los 
ction Angeles. Health conditions unsurpassed | 
S OF | anywhere. Best location and facilities in 
and | area. Priced to move fast. Box 7417, 
omo- c/o Automotive News, Detroit 26. 





SIMCA 


Dealerships Available 
In 14-STATE AREA 


Arkansas, lowa, Missouri, Oklahoma, 
Konses, Nebraska, Sovth Dakota, 
Lovisiana, New Mexico, Texas, 
Colorado, Minnesota, North Dakota, 

Wisconsin 


Two distinctive lines—the Aronde, 4-cylin- 


der overhead valve ‘‘FLASH''—and—the 
dashing Vedette "“AQUILON" V-8. In- 
credible economy. —— styling— 
with an American loo 

FOR COMPLETE iNFORMATION— 


PHONE, WIRE, WRITE: 
KURLAND MOTORS, Distributors 


Simca Sales Division 
1134 Broadway, Denver, Colo., AC 2-577! 








DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSOTO- 


Plymouth-Willys, 150 car deal good 
service absorption, in the beautiful 
Shenandoah Valley of Virginia, heart of 
the apple industry. Numerous gentlemen 
farmers, diversified manufacturers. Will 
sell for actual value of parts and used 
cars. Lease or sell building and equip- 
ment as desired, Factory approval neces- 
sary. Box 7414, c/o Automotive News, 
Detroit 26. 

METROPOLITAN NEW YORK — Dealer- 
ship handling DeSoto-Plymouth. Best 
location, paying service and parts busi- 
ness. Owner willing to retire. Box 7394, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING one 
Big Three in city of Miami, 
serving a population area of 750,000. 
Now selling 1,000 units annually, po- 
tential unlimited, All replies confiden- 
tial, Reply Box 7444, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD in 
west central Wisconsin city of 3,000, 
twenty miles from population of 40,000. 
Same name since 1911. Facilities modern 
and adequate—adjacent used car lot. 
Must sell. Building for lease or sale. 








of the 





Box 7415, c/o Automotive News, Detroit | 


26. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot'’ new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
VOLVO dealerships now 


performance. 
available in our territory: Alabama, Ar- 


kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
Milam Telephone CA 4-9456 
Houston, Texas 


2221 


UTO AGENCY — Handling Dodge-Plym- 
outh in fast growing suburb of Chicago 
modern used car lot adjoining—low over- 
head— not a red month this year—lease 
modern facilities—show books to factory 
approved buyer—no accounts receivable 
or real estate to buy—will sell at in- 
ventory, Box 7445, c/o Automotive News, 
Detroit 26. 


> 


BUSINESS OPPORTUNITIES 








A TREMENDOUS BUSINESS OPPORTUNITY 


ESPECIALLY FOR AUTOMOBILE MEN 


You Can Positively Make 
$50 To $75 A Day 


IN A YEAR-ROUND, DEPRESSION-PROOF BUSINESS, 
REQUIRING AN INVESTMENT OF LESS THAN $1,000 


PROVIDE A SERVICE NEEDED 

BY EVERY AUTOMOBILE DEALER 

An almost unlimited field for profit. 
ready mode market. 
avtomobile dealers. 
With smaller margins, he must cut costs 
wherever he can, yet he can't sell his used 
cors with slick tires. Regrooving is, for 
him, the low cost answer. 

lt gives his tires the deep tread and safe 
traction that his prospects demand. 


A BUSINESS BUILT AROUND | 

AN AMAZING PIECE OF 

PRECISION EQUIPMENT 

W's the portable, electric AUTOMATIC 
Honeycutt TIRE REGROOVING MACHINE. 
it grooves all standard passenger cor and 
truck tires through 11:00x 22. And it 
does a uniformly perfect job every time. 


PAYS FOR ITSELF IN THREE 
MONTHS—Out of Profits 


A 


it will return your entire capital invest- 


| ment within three months—and that's over 


| 
! 


Regroove tires for| 





and above an excellent income it pays 
you. 
SEVEN OTHER MAJOR 


SOURCES OF INCOME 


The Honeycutt is an open door to profits 
from fleet operators, trucking companies, 
tire wholesalers and service stations, as 
well as automobile dealers. All are lucra- 
tive and stable sources of income. 


HUNDREDS OF OPERATORS IN 
ALL PARTS OF THE U. S. A. AND 
CANADA ARE GETTING RICH 


The Honeycutt machine is not magic, but 
it does give a man with a little push 
ond hustle an opportunity to create for 
himself an income that is far above aver- 
age. It's a proven fact, the Honeycutt will 
MAKE YOU MORE NET PROFIT WITH LESS 
CAPITAL OUTLAY THAN ANY OTHER 
EQUIPMENT. 


For Information—Write, Wire or Call 


HERMAN SMITH DISTRIBUTING CO. 


803 Dallas Ave. 


Houston 3, Texas 


Phone CA 7-9545 





SPECIAL 
ON 






ew Mo-Par Radios 
1956 Chrysler, 1956 DeSoto, 
Plymouth 






1956 $39.95 
1951 to '54 Chrysler $39.95 


(8 and 9 tube sets in original 
cartons) 

















1955-56 Pontiac GM, 
Part No, 984961 
1954-55 Cadillac GM 








191 East 161st Street 





ACCESSORIES FOR SALE 


AUTO RADIOS 






Fast COD shipment F.O.B. N. Y. 
Catalogs on request 


LIBERTY AUTO RADIO 


New York 51, N. Y. 






1956 Lincoln FOMOCO 


1957 1956-57 Ford—1955-6 
ee 1955-6 Chowretee, Man- 
vee $29.95 











1957 Pontiac, PB 


(Custom radio, complete to fit in 
dash of above cars) 


wes Chevrolet, custom unit 


LU 8-7111 





Florida, | 


























|GM, FORD OR CHRYSLER Corp., 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING CADILLAC 
and Oldsmobile in up-state New York 
community of 50,000. New, modern fa- 
cilities. No used cars or accounts re- 
ceivable. Box 
News, Detroit 26. 


DEALERSHIP HANDLING BUICK- 
PONTIAC in prosperous Minnesota Iron 
Range city of 8,000. Grosses over $350,- 
000. 100 car _ potential. Completely 
equipped. Box 7443, c/o Automotive 
News, Detroit 26. 


MIAMI FLORIDA MOTORCYCLE DEAL- 
ERSHIP—Four leading makes. Eight 
years same location. No obsolete inven- 
tory. Ninety thousand dollars annually. 
Approximately $28,000 total cost. Net 
profit 1956, $14,000. Rent $75 monthly. 
Mr. Kyzer, 4119 N, W. 2nd Ave., Miami 
37, Florida, or phone PLaza 8- 4880. 


DEALERSHIP — MIAMI, FLORIDA han- 
dling Rambler, Metropolitan, foreign car 
at choice location. Will accept percent of 
profit as rent. $10,000 cash required to 
operate, nothing to buy. Must be respon- 
sible party. Write Charles Kusens, 1565 
Marsielle Dr., Miami Beach, Fia. 


FOR SALE DEALERSHIP handling 
Buick within 125 miles of Charlotte, 
N. C. No used cars or accounts re- 

















ceivable. Approximately $24,500 to take | 
over. Box 7420, c/o Automotive News, 
Detroit 26. | 





DEALERSHIP WANTED 





200- | 
500 deal New York, Nassau or Suffolk | 
county. Former GM dealer, factory ap- 
proval assured. Will buy outright or 
consider partnership. Reply strictest con- 
fidence. Box 7421, c/o Automotive News, 
Detroit 26 


WANTED: WESTERN STATES franchise. | 





Any size, any price. Cash. Factory ap-| 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive | 
News, Detroit 26. 


FLORIDA CHEVROLET or Ford dealer- | 
ship wanted, around 300 to 450 cars. 
Box 7430, c/o Automotive News, Detroit 
26. 


CHEVROLET 








DEALERS!—Would you like 
to retire? Experienced general manager 
would like to purchase dealership with 
50-200 P.P. Would consider sharing re- 
sponsibilities and buying-in over a period 
of years. Box 7446, c/o Automotive 
News, Detroit 26. 


FORD—400-500 potential. States border- 
ing Great Lakes preferred, but not es- 
sential. Ample capital. Factory approval. 
— 7447, c/o Automotive News, Detroit 


CHEVROLET DEALERSHIP WANTED 
Florida, California or New York. Fac- 
tory approved. All replies held in strict 
confidence. Box 7448, c/o Automotive 
News, Detroit 26. 


FLORIDA CHEVROLET DEALERSHIP 
WANTED—200 P.P. and up. Deal on 
cash basis. Factory approved applicant. 
All replies held in strictest confidence. 
i. 7451, c/o Automotive News, Detroit 











DEALER SERVICES | 























Dealers_y.. CAN 


Get The Last Chance to 
Close That Deal! 


The PAT-MIL System—proven 100% 
effective—guarantees you the final 
chance at closing the deal. This 
system brings back ALL shoppers, 
the “bebacks,”” before they close 
a deal with a competitor, No gim- 
mick, this honest, proven plan 
means money to you, the final 
chance to close a deal on all of 
the shoppers that visit your show- 
room. 


SEND LETTER OR POSTCARD FOR 





































































SEE OUR AD 
PAGE 16 


AUTOMOTIVE 
ENTERPRISES 


Retail Research Specialists 
10600 Puritan Ave Detroit 38, Mich. 





















MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis, 


MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 
“Worldwide Financing for Mill 
janmanel - en 
















7442, c/o Automotive a Buy Right 
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DEALER SERVICES 





Inventory Service 
Buying or Selling a Dealership 


® Sell Right 
Parts—Accessories—Equipment 


© © A disinterested certified physical 


Inventory will save you money © © 
DON'T GUESS—BE SURE 
Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 








TRUCK DECALS; 


| WANTED 


DECAL TRANSFERS 3 
no charge for sketch; 
Write for sam- 





durable, brilliant colors. 





ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 
DECALS, WOOD GRAIN, for all Ford- 


Mercury station wagons. Quick service, 
low price. Send for price chart and sam- 
ples. Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops. ) 


CARS FOR 





SALE 





USED CAR BUYS 
FOR DEALERS! 


"56 PLYMOUTHS 


with Power-flite 


ONLY °475 


FORDS, too! 


Any Quantity ...Large or Small! 


All 4dr. ex-taxis with heater/defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering. 


* 
Don't wait . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK 2 ADirondack 4-6000 








TRUCKS WANTED 





Heavy duty wrecker. Prefer Z| 


to 5 ton—6 x 6 air brakes—closed cab, | 


Holmes 
model, 
Chevrolet Co., 


type crane. State year, 
price. Enclose photograph. Park 
Ebensburg, Pa. 


$100 REWARD for information leading to 


recovery of black and white 1956 Olds 98 
coupe. Serial 569MS8567, driven by man 
calling himself Byron E. Wilkinson. Be- 
lieved to be in far west. Wire collect: 
Fink Motors Co., Indianapolis, Ind. 


SHOP EQUIPMENT FOR SALE 








equipment for new car dealership, 
cluding parts bins, all service department 
and office equipment, etc. C. R. Muller, 
P.O. Box 932, Pueblo, Colorado. Or 
phone LI 3-4530. 





make, | 





FURTHER DETAILS euara=naeieienercemieelicetametaieiradpetmetialeasnnbameaemmmases 
oi MACTON TURNTABLE used only one | 
Robert Miles Advertising month — 0576. Claypool Auto Co., Frank- 
ort, ich. 
Inc. SHOP EQUIPMENT WANTED 
429 W. Michigan St. Milwaukee, Wis. WILL PURCHASE complete or partial 


in- | 


1924 


ANTIQUE CARS FOR SALE 


DODGE sport coupe—1924 Hudson 
coach, Both in excellent condition. Joseph 
Crosby Jr., Portland, Mich. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS' SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.O.8. Factory Net) 
$9.90 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four ay 4 Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
« e 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 


Since 1939" 





CLASSIFIED WANT ADS 
BRING RESULTS 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 


coum, $6 


BRAKE HOOK-UP... 
QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 


TowKinG 1.230, 


$45 
Tow Bar Sales Co. 


Exclusive Factory Distribvtors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-888 Nites: BA 1-87!7 


Call Collect "5 ,o0%00 orders 
40 So. Clinton St., Chicago 6, Il. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Cihy. cccccccccccccccccccccccccccncccceccccccccs 


TRADE CONNECTION: 


Car Dealer [] 


Jobber 1) Insurance () 
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Truck Dealer [] 
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Manufacturer [) 
Supplier (] 
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Financial CT) 
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What automotive engineers nov 
know about Sealed Power’s 
New Stainless Steel Oil Ring 


b-does things no other ting can db, 


CHECK THESE DESIRABLE FEATURES— 


carbon steel rings don't have them 


holds full room temperature tension at engine 
operating temperature 


resists corrosion, will not pit 
sludge doesn’t form on stainless steel finish 


actually hardens in use 


DETAILS OF NEW OIL RING EXPANDER-SPACER 


» Circumferential abutment type puss 
design makes the ring independ- a 
ent of depth of piston groove. 

It exerts pressure uniformly... [aM 
conforms more readily to the 
bore. 


ad 


! 
Proper axial pressure of the : Bo: RE 


rails against sides of groove [ame 


es assures side-sealing. This pro- 
, vides smoke control under high gett 
vacuum conditions. s Oe 
TWO ADDITIONAL IMPORTANT ADVANTAGES — 
Chrome-faced side rails for extra long life in high compres- 


sion engines —LAPPED FOR QUICK SEATING 


No. 2,789,872 Easy assembly — requires about 20 seconds per piston 


SEALED POWER CORPORATION + MUSKEGON, MICHIGAN « ST. JOHNS, MICHIGAN + ROCHESTER, INDIANA * STRATFORD, ONTARIO™ 
DETROIT OFFICE + 7-236 GENERAL MOTORS BUILDING + PHONE TRINITY 1-3440 


Sealed Power Piston Rings 


PISTONS - CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 


Largest Producers of Sealing Rings for Automatic Transmissions and Power Steering Units 





